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IN THIS ISSUE 


First article in a new series on bookkeeping e Condensation in crawl spaces is a serious 
for heating and sheet metal contractors is problem in modern construction. See Page 
on Page 81. 93. 

¢ Possibilities for profit for the sheet metal 
Actual test results of a year’s operation of a contractor who works stainless steel are 
Seattle heat pump will be found on Page 89. listed on Page 115. 


e The cover picture shows students at work in 
sheet metal shop at Dunwoody Institute in 
Minneapolis. Story is on Page 113. 
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BEAUTY, PLUS STRENGTH, PLUS LOW COST MAKE 
THIS THE FINEST FLOOR REGISTER ON THE MARKET. 
Here is a Floor Register designed and built with a new and 
improved construction. The face is made from one piece 
of heavy gauge metal supported with heavy cross members. 
Cross members are anchored solidly into frame. This gives 
the face an absolutely flat walking surface and seamless 
corners. Margins set flush with the face. Frets are wide and 


rugged with heelproof spacing. 


The valve design is a new innovation with heavy guage 
embossed louvers running the short way of the frame, result- 
ing in a sturdier, smoother operating valve. Coupled to this 
valve is the new Dial operator that rolls the valve open or 


shut with a touch of the foot. 


Unique construction results in manufacturing economies — 
they cost you less than the old style conventional Floor 


Register. 


£ lf you are not using Unit-Grid Registers, write us today for Catalog 
4 st AIR CONTROL Jobber 


8 and 


AIR CONTROL PRODUCTS, INC. 


COOPERSVILLE MICHIGAN 
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Wilsen & Ce., inc. (Air Filter Division) 4100 $. Ashland Ave., Chicago, lil. 





More Cleaned Air 
Per Filter 


Because-a Wilson Hair Filter cleans without clogging! 













Wilson Hair Filters utilize their full-filter-depth to 
trap and hold the maximum dust and dirt. It’s the 
Wilson-Way of multi-directional distribution of 
hair in the filter that makes this possible. THERE 
ARE NO LAYERS. 


The texture of the hair filter unit is absolutely 
uniform throughout its entire thickness. The hair 
itself is crossed and crisscrossed, in and out, u 
and down, back and forth every which way. Wit 
this arrangement, the hair literally invites all dust 
and dirt to come in, spread around, and be trapped 
throughout the entire filter interior. That is why— 















(a) Wilson HairFilters trap and hold more dust. 

(b) Dust does not build up on the inlet surface 

to block free air-flow and shorten filter life. 

(c) Wilson Hair Filters give more cleaned air 

per filter and longer service at lower re- 
placement expense. 

The Wilson-Way of full-depth-dust-trapping is only 

one of the many exclusive features that make a 

Wilson Hair Filter the superior air filter. 















REMEMBER-Both are Pas oy 
HAIR FILTERS 


The famous “Edgeseal,” the original Hair 
Filter with the patented “‘self-sealing’”’ edge. 


The popular ‘“‘Honeycomb,”’ the new, 
dressed-up, encased Ha/r Filter. 


Both do the thorough job of filtering air that 
only Natsral Hair, scientifically processed 
the Wilson-Way, can do. 

Save Delay—Save Dollars—Save Doubt 
Send for FREE sample with details and prices. 























Wilson Haér Filters are another quality product of Wilson 
& Co., Inc.— (World famous for outstanding quality in Meat 
Foods,Sporting Goods, Pharmaceuticals, Hair Products,etc.) 
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OFB SERIES OIL-FIRED 
Forced Air Units —5-Sizes 
90,000 to 250,000 8.T.U. 








OFB-621 HI-BOY 
Oil-Fired Gun Type Burner 
85,000 B.T. U. 


@¢* 
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COUNTER FLOW 














GF GRAVITY COAL-FIRED SERIES 


5-SIZES 
70,000 to 183,000 8.1. U. 





OF-620 VAPORIZING OIL-FIRED 
Gravity Unit with Breeze Burner 
64,800 B.1.U. at Bonnet 











CFB DE-LUXE 
Forced Air Model —5-Sizes 
90,000 to 250,000 B.T. U. 





ECONOMY 








HI-BOY GAS UNITS 
75,000 and 
100,000 8B.T. U. 





GFB GAS-FIRED 
Basement Models —4-Sizes 
120,000 to 240,000 8.T.U. 

















This Month 


Requests in the mail for ar 
ticles on bookkeeping prompt 
ed the series starting this 
month in the Management 
Section. These requests have 
indicated a need for a simple 
yet sufficiently extensive sys- 
tem to properly record the dis- 
tribution of all entries required 
in the operation of a heating 
and sheet metal business to- 
day. If the system appears 
complex, it is because business 
today is complex. Perhaps it 
would be better to say the sys- 
tem is as simple as complex 
business permits it to be. Our 
tongue was in our cheek when 
we said simple. 

Arthur Roberts, an account- 
ant who maintains a bookkeep- 
ing service for heating and 
sheet metal contractors in New 
Jersey, is author of the series. 
He is familiar to our readers 
for his contributions on many 
practical aspects of accounting 
problems. 

Basementless houses with 
crawl spaces are not only hard 
to heat but they present a 
moisture problem as well. Here 
is the dilemma: craw] spaces 
require ample ventilation to 
avoid condensation and ample 
ventilation means a cold crawl 
space below the occupants. 

Heating men are often asked 
to solve such problems and the 
first installment of an article 
by Ralph R. Britton in the Air 
Conditioning Section explains 
and illustrates the results from 
a lack of ventilation. 

When A. C. Polston wrote 
us and described his simplified 
method for developing a pat 
tern for a transitional elbow, 
we were impressed with his 
claim that it eliminates long 
and costly triangulation. 
When we asked if we could 
take a look, he submitted 
sample fittings, drawings, and 
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a description of the method, 
all of which confirmed the 
simplicity of his method. 
The copyrighted method ap- 
pears in the Air Conditioning 
Section. Reprints will be avail- 
able at a nominal cost if the 
requests for copies warrant. 
The Sheet Metal Section 
this month is full of informa- 
tive articles. One tells of the 
courses and facilities for sheet 
metal instruction at Dun- 
woody Institute in Minneap- 
olis. This popular institute en- 
joys a national reputation for 
turning out competent gradu- 


| ates—and the students come 


from all over the country. An 
article describing the exten- 
sive air conditioning instruc- 
tion appeared in March. 

In his series entitled Scien- 
tific Shop Layout, Ernest E. 
Zideck gets into efficient plan- 
ning for heating and sheet 


| metal shops. The series offers 





an opportunity to compare 
your own shop arrangement 
with the principles discussed 
and the layouts illustrated. 


Not Now 


Contending that an increase 
in the rates of wages being 
paid building mechanics at 
this time would jeopardize 
continuation of a substantial 
construction volume in Chi- 
cago, The Building Construc- 
tion Employers Association re- 
cently urged the unions afhli- 
ated with the Building and 
Construction Trades Council 
to proclaim a six-months mora- 
torium in the matter of wage 
adjustments. It was pointed 
out that such action would en- 
courage the “stabilization and 
reduction” of building costs. 

Raymond D. Berry, presi- 
dent of the BCEA, in a com- 
munication to Patrick F. Sul- 
livan, president of the Building 
Trades Council, and to the 
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| TOCKFORMER means... 


Basic Lockformer design has remained Un- 
changed for more than ten years. Refine- 
ments made during that period have merely 
improved a machine that was “right’’ to 
start with! Lockformer design is PROVEN! 

Machines twelve years old are still giv- 
ing satisfactory service . . . one Lockformer 
having rolled more than four million feet 
of Pittsburgh Lock with no maintenance ex- 
pense whatever! Lockformer performance is 
PROVEN! 


ONE MAN WITH A 


LOCKFORMER 
MAKES MORE 
PITTSBURGH LOCKS 
THAN SIXTEEN MEN 
WITH EIGHT BRAKES 
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More than 10,000 Shop Owners attest 
to Lockformer’s money-making ability. 
Answering questionnaires in a recently 
made survey, most shop owners agree 
that "My Lockformer has cut duct fabrica- 
tion costs in half.’ Lockformer profits are 
PROVEN! 








presidents of the various Chi- 
cago unions, made the follow- 
ing comments: 

“It is our belief that build- 
ing investors have never been 
so sensitive to prospective con- 
struction cost rises as they are 
today. We truly believe that 
the time has been reached 
when a further increase in any 
one of the many items which 
go into the cost of new build- 
ing would greatly endanger 
the continuation of a satisfac: 
tory volume. We are of the 
opinion that we are at a period 
when the entire industry, 





whether labor, management or | 


material dealer, must energeti- 
cally encourage the stabiliza- 


tion and reduction of building | 


costs. 


“In previous years we have | 
all given serious consideration | 


to the increased cost of living 
when determining new wage 
adjustments. It is now evident 
that the cost of living index, 
as indicated by the Bureau of 
Labor Statistics, U. S. Depart- 
ment of Labor, has passed its 
peak, and is now recording a 


steady decline and amounting | 
to almost two per cent in the | 


last three months. Food costs 
have shown an even greater 
reduction, and indications are 
that these costs, and the over- 
all cost of living, will continue 
to decline in the coming 
months. It is also interesting 
to note that the wage increases 
of the past few years have 
been in direct proportion to 
the cost of living index. 

“We also observe that the 
cost and supply of building 
materials are being stabilized, 





and it is probable, with only 


one or two exceptions, that 
they will be in adequate avail- 
ability during the year. The 
cost of materials seems to have 
reached its high point and, in 
some instances has started 





OIL or GAS 
BURNING 
FURNACES 








TAILOR-MADE QUALITY 
for the 
MASS-HOUSING MARKET 





NEW UNITS — NEW DESIGNS 
BETTER THAN EVER! 





6 SIZES COUNTER-FLO BASEMENT TYPE 
65,000 - 85,000 - 100,000 - 135,000 - 165,000 
200,000 B.t.u. 
3 SIZES UTILITY TYPE HI-BOYS 
65,000 - 85,000 - 100,000 B.t.u. 
2 SIZES GRAVITY FURNACES 
60,000 - 80,000 B.t.u. 





Write for New Literature on 
COUNTER-FLOW HI-BOYS for 
FLOOR PANEL HEATING 





Built and Priced for 
YOUR PROFIT 





Write 


J. V. PATTEN COMPANY 


Sycamore, Illinois 
Originally Established in 1898 
Incorporated in 1928 


| 
| 


| 
| 
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downward. Lumber, one of 
the basic materials, is a good 
example of this downward 
tendency. 

“These factors, considered 
collectively, lead us to the con- 
clusion that any increase in 
wage rates at this time would 
be without justification, and 
would be genuinely detrimen- 
tal to the industry. 

“We, therefore, respect- 
fully urge that you and the 
Building and Construction 
Trades’ Council, encourage 
the various unions identified 
with your organization, to pro- 
claim, in the matter of wage 
adjustments, a six months mor- 

"a= ae that 


our opinion 


| adoption of this suggestion will 


create a new confidence in the 


| minds of those who have con- 


struction programs under con- 
sideration, and that we could 
look forward to high activity 
and the steady employment of 
the skilled mechanics who com- 
prise your membership.” 


Paint Up! 

To reduce the number of 
accidents caused by eye fa- 
tigue and labor turnover due 
to employee boredom, scores 
of manufacturers are using 
barrels of vari-colored paints 
in the interior of their plants. 


One plant found that by 
painting machines green, walls 
yellow, and by smearing dashes 
of orange at strategic points, it 
reduced by 38 per cent the 
number of days lost through 
accidents. Absenteeism fell 
from 5 per cent to 2 per cent, 
and labor turnover from 4.5 
per cent to 4 per cent. An- 
other company found that 
painting machines increased 
production 10 to 12 per cent, 
and reduced accident rates 
from $1.21 to 18 cents per 
man over comparable periods. 
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Metal Service 
has bar stock for you on cal 


Again you can order hot rolled carbon steel bar shapes from Wolff... 
and nine chances out of ten you'll find just the size and shape that you 
are looking for — arrow straight stock that’s up to “specifications.” 

As merchant steel products and other materials become increasingly 


available, Wolff Metal Service will once more have freedom of action 
to demonstrate that here is an alert, progressive warehouse organization 


with whom you can work shoulder to shoulder to get things done easier, 


faster . . . call Republic 7-9100. 



















































Low Register Temperatures 
The Technical Code for the 


design and installation of me- 
chanical warm air heating sys 
tems recommends a minimum 
of five air changes per hour. 
However, the relationship of 
cubic contents to heat loss in 
some instances results in a very 
low register 
Please advise where I may ob- 
tain more information to cor- 
rect this condition. 
C. J. FREDERICKS 

Lockport, N. Y. 


Manual No. 6, entitled 
“Service Manual for Chang- 
ing Forced Air Systems to 
Continuous Air Circulation,” 
explains how to overcome 
low register temperatures 
caused by excessive recircu- 
lations. 

In the November 1947 
issue of AMERICAN ARTISAN 
we published an article’ en- 
titled “Five Checks for Com- 
fort Dividends,” by Professor 
S. Konzo, which thoroughly 
explains the necessary steps to 
provide continuous air circu- 
lation. The article is a com- 
prehensive elaboration of the 
manual, 

Manual No. 6 may be ob- 
tained from the National 
Warm Air Heating and Air 
Conditioning Association, 145 
Public Square, Cleveland 14, 
Ohio, at 60 cents per copy.— 
ED. 


temperature. 


Controls Curb Incentives 


“American business is now 
operating in a climate so hos- 
tile to private enterprise that it 
is unable to obtain its capital 
requirements from the invest- 
ing public,” according to 
Gwilym A. Price, president of 
the Westinghouse Electric 
Corporation. 

“The Federal Government's 
increasing drive for more con- 


10 





100% Free Flowing 
draft — when required 


All unnecessary working parts have been elim- 
inated in this new economical and efficient 
draft control. Baffle plate and mounting ring 
are of durable light weight aluminum—bear- 
ings and pivots of non-corrosive brass. This 
permits free, automatic operating action and 
feather-light sensitivity to the slightest air cur- 
rents at all times —- as well as assurance of 
long life. Pre-setting balance is carefully factory 
adjusted, Sentry regulators are available in sizes 
from 4” through 10” in diameter for horizon- 
tal or vertical pipe installations, 


AT-A-GLANCE TANK GAUGES 





The outstanding gauge in the field, it was 
chosen for nearly 50% of the installations 
made in 1945-46. Clear visibility with ac- 
curate, easy reading from all directions is 
only one of its many features. In addition, 
or mechanism eliminates intricate 
working parts such as gears, cams, springs 
or magnets which often cause trouble and 
wear out, Fully approved and listed as stand- 
ard by the Underwriters’ Laboratories, Sentry 
at-a-glance gauges are durably built, guaran- | _ 
teed leak-proof and will withstand filling 
pressure of more than 50 lbs. per sq. | 
inch, Installation is quick and easy— 
even when a tank is partially filled. 
Sentry gauges are factory designed and 
rs to fit all tank sizes and 
_/ Shapes, including barrels and drums. 


GREEN BAY + WISCONSIN 
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trols over our economy must 
be curbed to avoid traveling 
down the road toward socialist 
planned economy. If we con- 
tinue down that road, we will 
be the last to travel it and 
there will be no other nation 
standing by with its version of 
the Marshall Plan to bail us 
out,” Mr. Price warned. 

“Tax rates have gone up 
tremendously in the past 20 
years—the flat corporate in- 
come tax from 11 to 38 per 
cent, the top surtax on per- 
sonal incomes from 20 to near- 
ly 80 per cent, the maximum 
rates on estates from 20 to 77 
per cent. Federal expenditures 
have jumped from 4 per cent 
of the national income in 1929 
to 16 per cent today.” 

Emphasizing that venture 
capital is fast disappearing 
from the American scene, Mr. 
Price said that of the nearly 27 
billion dollars of corporate 
capital expansion in 1948, less 
than 2 per cent was paid for 
by the sale of common stock. 
He stated: 

“That tiny percentage of 
venture capital demonstrates, 
better than anything else I can 
say, that there is a road-biock 
between the nation’s need for 
equity capital and the willing- 
ness of our individual citizens 
to provide it. It is apparent 
that we have, in this instance, 
particularly, cut our incentives 
dangerously thin, and that the 
effects have begun to show 
themselves. I deeply and firm- 
ly believe that continued suc- 
cess and stability of our system 
demands incentives for each of 
the four overlapping groups 
that make up our economy— 
the customer, the employe, the 





stockholder, and the manager.” 

Industry must provide in- 
centive to the customer in bet- 
ter products and better serv- 
ices. To the employe industry 
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Furnace 


Outstanding Features that sell the New 
Type 108 Gas-Fired Winter Air-Conditioner 


1. Range of sizes the new Type 108 is available in 
5 sizes varying from 67,500 Btu input capacity to 157,500 
Btu input capacity. 





2. Efficient Heat Exchanger sectional up-draft de- 
sign; durable, one-piece, chrome-alloy cast-iron construc- 
tion with vertical ribs. 400 heat extraction pins in each 
section assure maximum heat transmission and efficiency. 
Easily cleaned from front. 


3. Dependable Fuel-thrifty Burner— one per section; 
single-piece cast-iron type with individually drilled ports. 
Single port air shutter prevents clogging. Maximum 
fuel economy. 


4. Quiet Blower — discharges across entire heat-ex- 
changer base for ample circulation; multi-blade fan 
mounted on rubber to cushion noise and vibration. 


5. Accessibility for Easy Maintenance — all parts are 
instantly exposed for inspection by easily-removed access- 
panels on both furnace and blower cabinets. 


6. Handsome, Flexible Design — crinkle green enamel 
finish; blower unit can be installed on right or left. 
Casing lined with air-foil, aluminum-coated insulator 
board. Controls enclosed. 








eeethe Type 108 Gas-fired Winter Air Conditioner 


A flexible design to build your sales 
where cast-iron equipment is preferred! 





Your complete Mueller Climatrol line has always 
been an outstanding sales advantage. And now 
you gain another sales-builder in the new gas- 
fired Type 108 cast-iron Winter Air Conditioner. 

It gives you a flexible winter air-conditioner 
with many outstanding advantages — and with 
a cast-iron heat exchanger for those markets 
where cast-iron construction is in favor. 

Check the Type 108 performance and design 
features. What a sales story they give you! 


You know you can go after every job wich 
complete confidence. In your Mueller Climatrol 
line (cast-iron or steel) you have the answer to 
every need, Each furnace is backed by Mueller’s 
92 years of home-heating experience. 

Line up with the Mueller Climatrol complete 
line now so that you'll be in line for every heat- 
ing job in your territory. Write for complete de- 
tails....L. J. Mueller Furnace Company, 2010 
W. Oklahoma Avenue, Milwaukee 7, Wisconsin. 





i Bs (OE 


FOR GAS 




















must give the 
steady work, a good day’s pay 
for that work, reward for ex- 
tra accomplishment, recogni- 
tion and promotion, and a 
chance to share in ownership 
and profits. 

It is the that 
can more readily provide in- 
centives to management and 
stockholders. It can do this by 
establishing a tax structure less 
restrictive and less discourag- 
ing to ambition and effort. 
Specifically Mr. Price sug- 
gested two tax reforms: 

“IT believe, first,” he said 
“that a fixed reasonable limi- 
tation should be placed on the 
share of a man’s earnings 
which the Government may 
take in income That 
tax limitation on personal in- 
come should probably be fixed 
at 50 per cent, since a man de- 
serves and should get at least 
half of the results of his ef 
forts. and since taxation be- 


government 


taxes. 


yond that point begins seri- | 


ouslv to weaken initiative 
“Second, I believe that the 
double that is 


placed on dividends should be 


taxation now 
eliminated bv making divi- 
dends free ofgtaxation on the 
stockholder. ‘This would pro- 
for 
stock ownership. and would 
result in increased investment. 
in reduced debt fixed 
charges, in enlarged and mod 


vide incentive common 


and 
production facilities, 
and ultimately in lower costs 
and prices. 

“There is a strong likelihood 
that these two improvements 


ernized 


in our tax structure would re 
sult in greater government 
revenues. because of the new 


created and the 


taxes they would pay.” 


BLS Index Decline 


Consumers’ price index on 
February 15 stood at 169 per 


enterprises 
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TWO 
WORDS 
THAT 
ARE... 


% 


Important to Your Sales 


¢ u-Way 


Orit BURNERS 


“Manufactured by...” that phrase is a mighty 

-important one when you are deciding on your 
line of oil burners. And, when you sell Nu-Way 
Oil Burners you are selling a poet that is 
“Manufactured by” Nu-Way. Nu-Way burners 
are constructed from top quality materials in 
the factory at Rock Island. Manufacturing 
processes include casting, forming, machining 
all parts and even building Nu-Way motors. Of 
course, all work conforms to designs developed 
and tested in Nu-Way laboratories, by Nu-Way 
engineers under several patents. 


Nu-Way Oil Burners are backed by a regular 
schedule of advertising in national magazines 
plus plenty of local sales helps. Take advantage 
of Nu-Way’s 27 years of experience in the oil 
heating field. Standardize on the 

Nu-Way line for profit. WRITE 

TODAY for new folder con- 

taining facts about Nu-Way! 


THE 


CORPORATION 


ROCK ISLAND, ILLINOIS 


Sold Through Jobbers and Distributors 
Also Special Applications for Furnace and Boiler Manufacturers 


“Automatic Oil Heat Exclusively Since 1921” 


cent of the basic 1935-39 aver- 
age, the Bureau of Labor sta- 
tistics says in a report. 

This figure represents the 
fifth straight month in which 
|the index has dropped. In the 
five months, the cost of living 
has fallen by 3.2 per cent. 
The drop between January 
and February 15 was 1.1 per 
cent. 

The February decline in the 
consumers’ price index is sig- 
nificant for two reasons: It 
was the largest drop reported 
for any single month in the 
eight years for which monthly 
indexes have been calculated. 


Slip Joint Chart 


Will you please send me 
your chart entitled Shearing 
|Deductions for Round Pipe 
| Slip Joints? 
| M. F. CorreNTI 
Los Angeles, Calif. 


We have posted these charts 
in our shop and our superin- 
tendent reports that they work 
‘out very nicely. We are doing 
quite a bit of pipe work and it 
|saves considerable labor in fig- 
uring to make sure that all the 
piping made by the five or six 
different mechanics finishes to 
the point of perfect fit. 

Thanking you again for 
your cooperation and assuring 
you if there is any charge we 
will gladly mail a check for 
them. 





M. G. BEHLING 
C. F. Warning Co. 
Oshkosh, Wis. 


The C. F. Warning Com- 
pany suggested this chart 
which was published in the 
March issue. A limited quan 
tity of charts mounted on 
heavy cardboard is available 
|without charge. After the 
present supply is depleted, 
they will be available at a 
nominal cost.—ED. 
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Here’s What Penn 
Heat Anticipation 


— “Penn Controls 


rxeeyaresanbiers| 


Customer satisfaction and dealer profit 
go hand in hand. Both are assured by the 
dependability of Penn controls. This is 
what Leyle Leysen has learned in 12 years 
experience installing Penn controls on 
heating equipment of many kinds. 
“Install and forget them,” says Mr. 
Leysen, who hasn’t had service calls to 
worry about since 1937! Consider what 
this means to you and to your customers. 
Besides the dependable operation of Penn 
controls there is the added comfort of 
closer temperature regulation with the Penn 
heat anticipating thermostat. For more than 
15 years the Penn thermostat has been 


—just install and 
forget them; 
no service calls 
to worry about 


since 1937” 


providing this extra comfort — holding 
temperatures within a half degree of the 
selected level, banishing “cold 70” and 
eliminating fuel-wasting over-runs. 

Experience means more than “lan- 
guage.” It’s the experience of dealers like 
Leyle Leysen that gives you assurance of 
more profit, less service “grief” and cus- 
tomer satisfaction that builds bigger busi- 
mess — when you standardize on Penn 
heating controls. Penn Electric Switch Co., 
Goshen, Ind. Export Division: 13 East 
40th Street, New York 16, New York, 
U.S. A. In Canada: Penn Controls Ltd., 
Toronto, Ontario. 


* Holds the temperature within one-half degree of selected level: 


* Avoids “cold 70”; ends discomfort of “zig zag” heating. 


* Automatically compensates for outside weather conditions. 


* Provides more frequent, short burner operations instead of longer 


runs and standby periods, assuring even flow of warmth for greater 


ae comfort and fuel economy. 


it “hugs” the selected level for closer temperature control 


UTOMATIC 


FOR HEATING, REFRIGERATION, AIR CONDITIONING, PUMPS, AIR COMPRESSORS, ENGINES, GAS RANGES 
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| W/L COMPLETE 


|ON-THE-JOB ADJUSTMENT 





OF AIR BEcivery 


WITH THE W/L 





























What is Effective Area and 
why control it? 


Effective Area is the net area of a diffuser through 
which air can pass. The distance a ceiling diffuser will throw 
a given quantity of air depends on its Effective Area. For a 
given volume, the smaller the Effective Area, the longer 
the throw ...the larger the Effective Area, the shorter the 
throw. Hence, it is obvious that adjusting the Effective Area 
varies the throw of air from the diffuser. 


No matter how carefully an air conditioning job is engineered, 
the use of conventional, non-adjustable diffusers has serious limitations. 
Changes in air delivery requirements found necessary after the installation 
has been completed often mean that original calculations do not apply, 
resulting in unsatisfactory performance. 


The NEW Type EAC Aerofuse Diffuser — featuring Effective Area Control— 
meets this problem by providing a simple method of varying the performance 
of the diffuser. This exclusive Tuttle & Bailey development assures accurate 
adjustment of throw on the job...means air delivery can be tailored to meet 
specific requirements at any time. 


Designed to block off — partially or completely — the outer passage of the 
diffuser, the manually- -operated auxiliary Effective Area Control ring slides on 
an inclined plane and is raised or lowered to vary the Effective Area. As the 
ring can be set in any position from fully closed to fully opened, the Effective 
Arza of the diffuser can be accurately adjusted for the required throw. 


As the design of the Type EAC Aerofuse provides maximum Effective Area, 
the neck diameters have been reduced to a minimum. A distinct advantage 
that means installation cost savings. 


Smartly-styled, the Type EAC Aerofuse will harmonize architecturally with 
sny interior decoration. First choice for installation at the vital point of air 
deliv ery... where performance as well as appearance counts. 








THE NEW AEROFUSE 
PRINCIPLE OF OPERATION 





CONTROL RING FULLY OPENEC 





For details of the complete line o) 


Aerofuse Diffusers, size selectior 
information and installation data 
write for a copy of Catalog 494A. 


NEW BRITAIN, CONNECTICUT 




















@ For the home owner who prefers oil heating 
Rybolt Oil-Fired Winter Air Con- 
ditioner offers unusual convenience, comfort and 


the new 


economy . 

It is completely automatic—a feature that will 
prove a powerful sales appeal to your customers. 
Once installed and set for the desired temperature 


the home owner can be assured that it will 





continue to provide even comfortable heat 
throughout the house, as long as it receives the 
ordinary attention and service required by any 


mechanical appliance. 


wEMBED 





INDOOR COMFORT 


Es 


CI ' | Te 


THE RYBOLT HEATER COMPANY 


615 MILLER STREET 
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«8 Conletely Horomia! 





Write for attractive folder. 


MM ttt MUNANNL NALA EUAN 





OIL-FIRED 
WINTER AIR 
CONDITIONER 





The burner, unusually efficient, practically trouble- 


free and easy to service was designed by engineers 

















who have specialized in oil burner construction 
for more than a quarter century. 

Fully enclosed in an attractive cabinet, finished 
in two-toned baked enamel, the burner controls 
and top mounted blower are completely concealed 
and protected, yet accessible for quick and 
convenient servicing. 

It’s another Rybolt unit you'll be proud to handle 
because it insures lasting heating satisfaction 


and economy. 








ASHLAND, OHIO 
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NACONDA THROUGH-WALL FLASHING is de- 
A signed to provide positive drainage, a 
strong mortar bond and long-lived protection 
...and also to make the sheet metal contrac- 
tor’s work as easy as possible. 


This copper flashing that drains itself dry is 
carried in stock for 8- and 12-inch walls in five- 
foot and eight-foot straight lengths, together 
with corner pieces for both inside and outside 
drainage. These corner pieces are so designed 
that the corrugations interlock with those of 
the adjoining straight sections, providing the 
same thorough drainage, watertight joints and 
firm mortar bond at the corners as in the main 
part of the wall. The flat selvage on both 
straight lengths and corner pieces is an aid in 
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Use ANACONDA 
Through-Wall Flashing 


with one-piece, inside and outside, 









corner flashings 


making neat, sharp bends for counter flashing 
or for locking to adjacent metal. 


For detailed information on Anaconda 


Through-Wall Flashing, write for Publi- 
cation C-28. 


AnatonpA 


Suatonda 


COPPER 
THE AMERICAN BRASS COMPANY 


General Offices: Waterbury 88, Connecticut 


Subsidiary of Anaconda Copper Mining Company 
In Canada: ANACONDA AMERICAN Brass LTp., 
New Toronto, Ont. 
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Waterbury 












Has a Sound 
Dealer Policy 






Waterbury believes that a clearly stated policy 
toward distributors and dealers that is strictly car- 
ried out is essential as a foundation for a lasting 
and profitable relationship. The Waterbury Policy 
is in print and available to all our dealers and dis- 
tributors. It is definite and clearly states our policy 
of protection of dealer and distribution rights, as 
well as the factory attitude toward factory—dis- 
tributor—dealer relationships. Waterbury wants 
their dealers and distributors to be satisfied and prosperous members of the 
Waterbury Family for many years to come! 


















Factory Interest in Every Job 


Waterbury believes that every distributor should have resources available to 
every dealer that will insure satisfactory installation and operation of every 
unit. The factory should have the means to give real support to this program. 


An Aggressive Advertising and 
Sales Promotion Campaign 


Waterbury’s national efforts have established consumer acceptance and 
made sales easier for Waterbury Dealers. The 1949 campaign is now helping 
dealers’ sales efforts throughout the country. 

















AMERICAN ARTISAN, May, 1949 

















aterbury 


Has the Complete Line 
For the Modern Dealer 


Waterbury has a unit to fit your customer’s choice of 
fuel—Coal—Oil or Gas no matter what size unit he 


may require. 





Waterbury has a unit for every size home. 
If your customer wants to heat a cottage— 
or a large home, church or store—Water- 
bury can do the job. 














Waterbury has units for basementless homes or 
homes where basement floor space is at a premium. 
All Waterbury units are designed for their special 


purpose. 








All Waterbury units have efficient design—preci- 
sion engineering—careful manufacturing. Each is 
backed by a reputation for sound workmanship 
that has stood-the test of over 40 years! 


THE MASTER BLOWERTROL 


We are convinced that this is the best means of achieving true con- 
tinuous blower operation—it means more satisfied customers—the end of 
stratification and ‘Cold 70.’ Combined with precision-engineered Water- 
bury Air Conditioners, it is Modern Perfection in warm-air heating. 





It's What's Under the Casing that Counts! 


THE WATERMAN-WATERBURY COMPANY 


1122 Jackson St. N.E. Minneapolis 13, Minn. 
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How a Simplo hea 


revolutionized Home Heating Wwe since 1930 


ed-warm-air beating, as it is known today, had its start in @ the warmer aif rising --- could provide, for the first time with any 


Fore 
-to-ceiling comfort a all times, in every room, and with 


simple idea. That was to circulate warm-air heat mechanic ally! ...for system, 


greater comfort .. - for increased heating efficiency and economy: substantial savings '° fuel. Best of all, at only nominal cost, existing 


By adding « return-s' duct, a blower and dust-catching filters to forced warm-air systems can be changed to operate this way. 


a gravity furnace system, pioneers proved their idea w*s right. If you are buying or building * 9¢W home, or desire greater 


They also learned, to the delight of their womenfolk, that this comfort from your present forced-warm-aif system, get the facts 
( air-borne dirt by the filters about this better, modern heating: Consult your architect, builder 


new heat 1s clean — that removal © 
ontractor. OweEns-CORNING FIBERGLAS 


paves both housework arid costly redecorating. or warm-air heating © 
Millions of families today €9)°Y the benefits of this new ConpoRATION, Toledo 1, Ohio (makers of Dust-Stor* Air Filters, 


type of heating But a second big development was f° come, standard equipmentin 
In Canada, address Fiberglas Canada, Lid., Toronto, Ontario. 


most modern warm-air furnaces since 1930). 
perfected this past yet: 

By slowing down the blower, 5° it operates almost continuously, 
engineers found they could prevent stratification of the heated sir in (pes For AIR FILT ER s 
the house could eliminate cold areas near the floor caused by uno = = MBERGLAS product 


Proper humidity 
health; compectness “sror filters seves fuel, hovse- 
end duct sever veivenie . end costly redecorating- 
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wartn-air healing 
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Qi familiar U-S-S symbol is the hall- 
mark of quality throughout the metal- 
working industry. Jobbers unhesitatingly 
recommend sheets that bear it. 

In the production of U-S-S Galvanized 
Steel Sheets, careful attention is paid tothe 
feature of good zinc coating adherence. 
This is done in order that forming opera- 
tions may not fracture or flake the coating 


and thereby expose the base metal to 





The brand most in demand... 





atmospheric corrosion and rust. 


And, being uniform in flatness, surface, 
and ductility, U-S-S Sheets permit true 
bends, tight seams, and neat joints ... even 
in forming the most difficult angles and 
shapes. 

It will pay you to keep in touch with 
your nearest sheet metal supplier. If he 
doesn’t have just what you want when you 
inquire, he may be able to get it for you. 


CARNEGIE-ILLINOIS STEEL CORPORATION, PITTSBURGH & CHICAGO 
COLUMBIA STEEL COMPANY, SAN FRANCISCO 
TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM 
UNITED STATES STEEL SUPPLY COMPANY, WAREHOUSE DISTRIBUTORS, COAST-TO-COAST 





UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U°S°S STEEL SHEETS 


9-399 
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NEW! Avcilable with or without air 
conditioner. Improved design. Slip 
joint casing construction makes as- 
sembly eosier. Can easily be con- 
verted for oi! or gos. 


NEW! Packaged unit, hiboy 
design. Burner and controls 
assembled. Occupies small 
floor area. Ideal for under 
stairways and utility rooms. 














NEW! Redesigned for greater 
efficiency. Burns catalytic 
oils. Handles up to 3 G.P.H. 
High pressure atomizing type. 


Available in bituminous and anthra- 
cite models. Easily installed. De- 
pendable. Line includes models for 
commercial and industrial instolla- 
tions. 








PROTECTED TERRITORY! Only you can sell 


Fairbanks-Morse heating equipment in a territory 


assigned to you. You'll never have to worry about 
being undersold on Fairbanks-Morse products. 
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the name that opens doors- 
makes selling easier | 


Americans have known the name Fairbanks-Morse since 
1865. Today, as during past years, that name has meant 
quality, dependability and honest value. That’s why doors 
are open to the dealer who sells Fairbanks-Morse products. 

From there on, selling is easier. Fairbanks-Morse keeps 
its line in step with demands for modern home heating 
equipment. Moreover, the Fairbanks-Morse line is com- 
plete. Whatever your customers want, you have in the 
Fairbanks-Morse line. 

Product pictures shown here tell only a part of the story 
. . . why a Fairbanks-Morse dealership is most desirable. 
You owe it to yourself to find out more about the Fairbanks- 
Morse cooperative advertising plan .. . its profitable parts 
service . .. its training school for your service man... and 
other selling advantages and opportunities. We’ll send full 
information, if you'll write Fairbanks, Morse & Co., Chi- 
cago 5, Illinois. Do it today! 


® FAIRBANKS-MORSE 








A name worth remembering 


DIESEL LOCOMOTIVES + DIESEL ENGINES + STOKERS + SCALES » MOTORS + GENERATORS 
PUMPS + RAILROAD MOTOR CARS ond STANDPIPES + FARM EQUIPMENT + MAGNETOS 
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GREATEST ADVANCE 


it’s LOW PRESSURE — 20% More Efficient 


Vhintly Years of expe- 


rience with the Low Pressure 
Principle plus war-time avia- 
tion production skill makes 


possible this announcement! 


Conceived in 1942 


. . . First pilot models through 
production December 1945... 
Field-tested for nearly 3 years 
. . . Ready now for the homes 
of America! 


SO NEW it will challenge the industry for years to 
come! Simplified installation. Simplified service. Oil and 
air delivery synchronized to precision ratios 

... from 2 quarts an hour upward. 


Accuracy beyond compare! 
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IN OIL HEAT HISTORY 


Exclusive Peatures 


NEW SEALED THRIFT UNIT contains Thrift 
Meter (for oil measurement), Pressurotof (for 
internal air), Hydraulic Shut-Off Valve and 
Suction Pump! 


NEW VAIR-O-METER adjustable fan to pro- 
vide exact air volume for all firing rates with- 
out changing static efficiency! Exclusive . . . 
Patented . . . Revolutionary! 


NEW HYDRAULIC SHUT-OFF VALVE positive 
shut-off before burner stops assures complete 






GEORGE WALKER 


COMPLETE UNITS 
for ALL TYPES OF HEATING 
for HOMES OF ALL SIZES 
Compact! Efficient! Geautiful! 


GLO-QUICK 
COMBUSTION CHAMBERS 






SV ue 


“— 
oat 


purge of oil from nozzle on each shut-down. 


NEW $5,000,000 OIL-AIR NOZZLE large 
non-clog opening for highest standard of oil 
burning—low pressure newly improved! 


NEW CUSHION COUPLING, transmits motor 
power to Sealed Thrift Unit instantly, smoothly, 
silently! 


NEW CAPACITOR START MOTOR 3450 rpm 
time-tried and tested, Williams designed . .. 
Williams built. 








NOW MORE THAN EVER 
OIL-O-MATIC DEALERS HAVE 
THE INDUSTRY’S BEST FRANCHISE: 
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Let An : 


CABINET : 
SELL YOUR 
FURNACE 
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ttractive furnace cabinets are a necessity in our modern day living, where the basement recreation roo 
shares equal popularity with the front parlor. Atlas furnace cabinets have streamlined, rounded edges 
modern hardware and are beautifully colored in hammerloid, wrinkle or plain baked enamel finishe@ cepigc | 
They enhance the compact, modern design of the popular basement amusement room. 





NOW 
raditional metal, screw and bolt assembled cabinets consume several times the installatio gut 
hours that the Atlas cabinet requires. For there are no bolts or screws in an At Bonne 
“tailormade” cabinet. It “fits together” smoothly and simply...which is a big sellin oo 

4 ! Fe . 
point for your dealers! Height 

Motor 

Air Fil 








ower installation cost in the field is due to this better system of constructio 
It is labor-saving . . . cost-saving, because an Atlas cabinet is easy to assemblI@ @ pri 
tured ; 


@ Nev 


, : — @® Ful 
: h 
a A tlas cabinets will appeal to you we know; for the combination of « 


above features means increased sales for you without hazarding increase] @ Pro 
for Cost Estimates to: y 8! 


overhead expense. And remember, Atlas “tailormade” furnace cabinet © Ful 
means they afe... 


acERING 
pecification built to suit the desires of your market, and thie" | 
demands of your particular furnace models. They will carr | 


MANUFACTURING 
COMPANY 


Eustis ot Robbins St. Saint Paul 4, Minn. 


of course, your name, trademark and other identifying featuregi 
and not that of Atlas. 
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Gas-Fired Furnaces 


control and manual pilot valve, gas 


@ Built-in draft diverter—external 
diverter is not required. 





@ Super efficient “Vee-Sectional” 
heat exchanger provides ultra fast 
38 heat transmission through use of 
Jet-Type gas passages. 


@ Easy access to all controls and 
blower assembly. 


THE GREAT 
SPACE SAVER+ 


@ Space Saver—only 121%” deep, 
32” wide, and 88” high—requires 
less than 3 sq. ft. of floor space. 
a ie ie @ Safely installed anywhere—in wall, 
closet, utility room, or basement. 
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—_— @ One piece 12 gauge steel combus- 











SERIES F-500 GAS-FIRED WINTER AIR-CONDITIONERS tion chamber and heat exchanger. 
@ Integral plenum chamber—built 
NOW AVARASLE a oo into the furnace—cuts installation 
Input—AGA Rating 93,750 BTU 109,375 BTU pens ye ony — 1 Nong 
Bonnet Output. 75,000 BTU 87,500 BTU through ducts, or direct delivery. 
Blower Size____ WW" x10" 11" x 10° @ 100% Safety shut-off—combina- 
ae ace. —" eo tion automatic pilot valve and man- 
secies an 1HP. ual main-control and pilot valve— 
Air Filter _. 16"%25"x1”" 20”x25”x1” pressure regulator — solenoid for 
L.P. gases. 











@ Drilled raised-port, cast iron burners—AGA approved for Natural, Manufac- 
tured and L.P. Gases. 














‘NOTHING MORE VERSATILE 


@ Factory assembled—designed for utility room, closet or basement 
installations. Factory finished boot available for basement installation. 


@ Drilled, raised-port cast iron burners are approved by A.G.A. for all 
gases—Natural, Manufactured, Mixed, L.P. and Butane Air. 


@ Standard equipment includes automatic pilot valve, manual main 


pressure regulator, and magnetic 


type solenoid—100% safety shut-off controls for L.P. gases. 











MODEL F-500-62-5 GAS-FIRED AIR 
CONDITIONING FURNACE 





@ New Vee-Sectional type heat exchanger gives rapid, thorough heat recovery. 
@ Fully automatic controls—thermostatic operation—easily accessible. 


@ Provides filtered summer ventilation. 





Input—AGA Rating 62,500 BTU's 
Bonnet Output _....50,000 BTU's 
Blower Size : 13” x 5” 
C.F.M. at .2 S.P. _........450 to 600 
Motor << 
| eee 10” x 25” 








@ Fully approved by AGA for natural, manufactured and L.P. gases. 


VORGE HEA 


Coal-Burning @ Winter Air- Replacement e Gas and Oil- 
Furnaces Conditioners Units Burning Furnaces 





Gas and Oil-Burning Floor 
Water Heaters Furnaces 


: NORGE HEAT DIV., BORG-WARNER CORP., 670 E. WOODBRIDGE, DETROIT 26, MICH. 
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Must your Customers ..__' 
pinch pennies for 
food and 


WASTE DOLLARS 
FOR FUEL 

















Automatic Anthracite Stokers—In- 
stalled in an existing boiler or furnace and 
in new houses, automatic hard coal stokers 
deliver plenty of heat quickly . . . save up to 
52% on fuel bills . . . eliminate fuel worries. 
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The Revolutionary Anthratube —The 
Anthratube saves on fuel bills . . . its proved 
efficiency is over 80%. This scientifically 
engineered boiler-burner unit, with “Whirling 
Heat” and other revolutionary features, pro- 
duces quicker response and superior perform- 
ance than units using other types of fuel. 
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@ Here’s how you can be a real 
friend to your customers . . . and 
build good will plus future business 
for yourself. 

Just ask a few customers if 
they would rather burn money or 
Anthracite . . . it’s as simple as that. 


Then tell your customers how 
they can offset today’s high living 
costs with completely automatic 
Anthracite equipment. 


You'll find that most people will 
welcome the chance to save $100 to 


Automatic Anthracite Heat offers 
savings up to §2% on annual fuel bills 




















$200 every year .. . particularly 
when they learn they can have all 
the comfort and convenience of 
completely automatic heat. More- 
over you can assure them they will 
have plenty of heat . . . because 
there’s plenty of hard coal now, 
and for years to come. 


Get complete information about 
modern coal stokers, and data on the 
revolutionary new Anthratube, by 
writing to Anthracite Institute now, 







ANTHRACITE INSTITUTE 


101 Park Avenue ® 





New York 17, New York 
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SHE’S YOUR 


BEST , 
“Salesman 















She’s a good solid citizen with a lot of friends right in the 
community in which you do business. She’s the common- 
sense sort of American housewife who knows a good thing 
when she sees it, and talks about a good job when she gets 
it. She’s to be found in large numbers in every community. 
When you make a heating installation don’t underestimate 
her appreciation of details; for when she is pleased, she is 
your best “salesman.” 





On gravity jobs or conversion to air conditioning, either 
the H&C No. 130 Baseboard register or the 330 Sidewall register is bound to please her. The design is pleasing; 





pd the superb Metalustre finish is really outstanding, 

of the valve never sticks, yet will stay put at any 

re- desired angle even with forced air; the stackhead 

ill overlaps the frame to prevent streaking and in 

ise every detail the careful workmanship that 

Ww, produces a truly superior product is evident. 
Baseboard Intakes Nos. 623 and 653, to match, are 
available. 

put 

-he 

by 

We 


The H&C line contains the ideal register for every type of installation. See them at your H&C 
Jobbers’. Write for catalog No. 49. 








HART & COOLEY } 
' MANUFACTURING CO. Holland, Mich. 


WORLD'S LARGEST MANUFACTURERS OF REGISTERS, GRILLES AND FURNACE ACCESSORIES 











In Canada: Hart & Cooley Mfg. Co., Fort Erie, N. Ontario 
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Again it's the LIGHT METAL 
selected as the RIGHT METAL 





FOR THIS IMPORTANT CONSTRUCTION 
AT A B. F. GOODRICH PLANT 


The Huffman-Wolfe Co. of Columbus, Ohio, con- 
tractors for this interesting installation at the Plastic 
Products plant of B. F. Goodrich Company in Marietta, 
had definite reasons for choosing Reynolds Aluminum. 
This picture story tells why sheet metal men are turning 
to aluminum as the right metal for more and more jobs. 


Aluminum dust 
collectors save 
plastic trim- 
mings for re- 
processing. This 
metal rules out 
red-rust, solves 
the big cost of 
continued re- 
painting. 





FREE! Send for this helptul booklet on the proper 
use of Reynolds Aluminum for sheet metal work. 






30 


Reynolds Aluminum is the right metal from a profit 
standpoint, too. When you add up the advantages of 
aluminum, the total reads “profit.” Three times the 
working metal per pound—more complete shop fabri- 
cation—speed in handling and erecting are exclusive 
advantages of this lighter, longer-lasting metal. 

Special benefits are reported with each new use of 
Lifetime Aluminum for sheet metal construction. The 
picture report here shows how aluminum is the right 
metal for you when the job has to be RIGHT. Since 
it costs no more, why not use the best and the easiest 
metal to work with . . . use Reynolds Aluminum, con- 
veniently stocked by a distributor near you. Just look 
for Reynolds Aluminum listed in the yellow pages of 
your telephone directory. For more complete infor- 
mation, write to address below. 





Corrosive fumes won't eat into This exhaust hood is above a tank 
these aluminum exhaust stacks, but for highly explosive solvent. Alu- 
“- S oaveer a eS anes wate ; minum’s non-sparking quality is a 
“a, a safety factor here. 


REYNOLDS METALS COMPANY, Aluminum Division, 2542 South Third Street, Louisville 1, Ky. 


REYNOLDS 
Lfetime ALUMINUM 


THE COMPLETE ALUMINUM SERVICE FROM MINE TO FINISHED PARTS 
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the GREATEST line of 


Heating Equipment with 


the NEW MONCRIEF 
Pressure Vaporizing 
Oil Fired Units 








Moderately pres 


o High @ Qualit es 


0. 
me <n icing Fe Ne —_ 


» Factory 455 sos 


Write for NEW Colorful Descriptive Literature. 
See your MONCRIEF Jobber for Complete Information. 




















THE HENRY FURNACE COMPANY 


Medina, Ohio 














Through the use of imagination, Mr. 
Henry Joda conceived the idea of 
“quilting” standard-finish stainless 
steel sheets for decorative purposes. 
Proof of its success in this and many 
other installations is found in the num- 
ber of orders Mr. Joda bas received. 
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In the words of Mr. Henry M. Joda, a leading 
Chicago sheet metal fabricator for the past 
thirty-five years: 


“I’ve specialized in stainless steel work for a 
long time. I’ve watched stainless steel grow 
from practically an unknown material to a 
point where it’s in demand for many different 
applications. 


“One of the most important lessons I’ve learned 
from this experience is that imagination plays 
a big part in landing the good, profitable jobs. 
Tools and workmanship also are important, 
but it’s much easier to overcome the usual stain- 
less steel cost objections if you offer something 
unusual and different. 





REG. U. S, PAT. OFF, 






STAINLESS STEEL 


V Check ALL 12 advantages: ¢ RUST AND CORROSION - RESISTANCE 
© HEAT-RESISTANCE © HIGH MELTING POINT © LOW COEFFICIENT OF EXPANSION @ 
HIGH STRENGTH ® GOOD DIMENSIONAL STABILITY © NO METALLIC CONTAMINATION 
® EASY TO CLEAN © EASY TO FABRICATE © EYE APPEAL © LONG LIFE © LOW END COST 
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CHICAGO CONTRACTOR SAYS: ; 


Hing you need it LOG 


“Any fabricator who uses his imagination 
—takes advantage of the many design possi- 
bilities of stainless steel—will learn, just as 
I have, that there isn’t any better or more 
profitable type of work.” 


You'll find a complete story about stainless 
steel fabrication in Republic’s FREE booklet 
—The Fabrication of Republic Enduro Stain- 
less Steel. If you haven’t already received a 
copy, write for yours today. 


REPUBLIC STEEL CORPORATION 


Alloy Steel Division « Massillon, Ohio 
GENERAL OFFICES e CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17,N.Y. 
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American-Standard 


First in heating ... first in plumbing 


@ Here’s a winter air conditioner that has what it takes 
to be a “best seller” in your small home market. STYLE? 
The Saratoga is trim and good-looking. CONSTRUC- 
TION? The Saratoga is expertly and sturdily built of 
finest materials. PERFORMANCE? It’s efficient, eco- 
nomical, dependable. PRICE? Easily within the means 
of owners of small homes. 


Yes, you can really do a sound selling job with the 











on Saratoga. Show this winter air conditioner in your store 
ssi- .. talk it up among your building acquaintances. You'll These FEATURES spell 
as be surprised to see how much business will come your “— 
ore wa folks discover you’v he eal Efficiency! 
y once folks discover you’ve got an automatic winter 
air conditioner that fits both their needs and their bud- 
_ gets. For complete information about the Saratoga and The Saratoga Winter Air Conditioner has 
let other quality winter air conditioners and warm air fur- a heating element of heavy boiler plate 
in- naces in the American-Standard line, contact your Whole- steel. Compact, colorful jacket contains 
la sale Distributor. American Radiator & Standard Sani- both heating element and blower-filter unit 
tary Corporation, P. O. Box 1226, Pittsburgh 30, Pa. to give the Saratoga a smart appearance, 
Trim jacket also covers oil burner. Avail- 
N Here's the Ticket able with a specially coordinated Arco- 
s ie eZ ia flame Oil Burner as a complete oil heating 
.Y. es pt. jo pene cS unit, or for use with any other standard 
<a ant? Pe quality burner. Has a capacity of 95,000 
6g s the Line Btu at register. 
- 0 better business tn 4O/ 
a When you sell American-Standard products you get all the selling aids you 
3 Riswadiedaaeee: eto ni Mark of Merit 
ss 
4 Sewing home and imduatry 
ci * AMERICAN BLOWER * CHURCH SEATS * DETROIT LUBRICATOR * KEWANEE BOILER * ROSS HEATER * TONAWANDA IRON 
AMERICAN ARTISAN, May, 1949 








HAT NEXT! 


HOW GOOD CAN AN 
OIL BURNER BE? 





YOU’LL SOON FIND OUT 
FROM 





J 


MAKERS OF THE 
FAMOUS ECONOMY CLUTCH OIL BURNER 


AMERICAN ARTISAN, May, 1949 

















SPECIAL co 
ATED 
UFACTURING TERNES 


MAN 


Weirite quality is of two-way value to 

the user. Not only does it make your 

\ /} finished products better . . . it also 
Ie’ enables you to produce them eco- 
nomically and profitably. Complete 


{or good end results, begin with control of materials, from mine to mill, 


and rigid process control through 


every step of manufacture, enable 
Weirton to turn out tin mill products 
of uniformly high quality. Any of 
these tin mill products can be supplied 
lacquered or enameled, if desired. 


WEIRTON STEEL CO. 


WEIRTON, W. VA., Sales Offices in Principal Cities 


Division of NATIONAL STEEL CORPORATION, Executive Offices, Pittsburgh, Pa, 
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@ Sheet metal workers prefer 
Niagara Foot Shears because 
they combine strength, stiffness, 
lightness and portability. Un- 


breakable steel construction and 


absence of deflection mean &- © o i % 4 = A a N 


accurate cutting. They provide 


smooth, well-balanced action, Write for Bulletin So-E 


convenient operation and clear NIAGARA MACHINE & TOOL WORKS ¢ BUFFALO 11, N. ¥ 
visibility of cutting line. DISTRICT OFFICES: DETROIT - CLEVELAND - NEW YORK 
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With the addition of three new ‘‘twin-units,’’ Rich- 

mond’s complete line of cast-iron Gas Winter Air Con- 

ditioners is able to fill most any warm air job. Large estates 

or compact cottages— medium size homes or commercial 
installations—there is a unit in the Richmond line to fill your need. 


Check these capacities—they range from 66,000 to 280,000 BTU 
input. Models GHA 22-23-24 are paired up in a handsome “‘whiter- 
white” steel jacket with one set of controls—the GHA 1, 2, 3 and 4 
are single units. All jackets are only 42" high—giving plenty of head 
and duct room. For jobs where floor space is at a premium, vertical 
units (same ratings as GHA 1, 2, 3 and 4) are available. 


UNIT 
NO. 


| AGA RATINGS 
| INPUT BTU PER HR. OUTPUT BTU PER HR. 
GHA-1 66,000 52,800 
| 
| 


90,000 72,000 
GHA-3 115,000 92,000 
GHA-4 | 140,000 112,000 
GHA-22 | 180,000 144,000 
GHA-23 | 230,000 184,000 
GHA-24 280,000 224,000 


RICHMOND 


RICHMOND RADIATOR CO.—AFFILIATE OF REYNOLDS METALS CO. 


GHA-2 


ee te ER ee cm 
See your wholesaler or MAIL COUPON TODAY AA-5 


Richmond Radiator Company 

19 East 47th Street, New York 17, N. Y. 

Please send me complete information and illustrated folder 
wy on the new twin unit Richmond Gas Winter Air Conditioners. 
> mens * No obligations, of course. 


RMI 
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No. 256 U.S. AIR-CONDITIONING 

REGISTER — Versatility permits Installation J 
in any Location With Any Style of Stackhead ‘, 
and on any type of Air-Conditioned Heating and 
Cooling Systems. Why consider Substitutions 
when the No. 256 Costs No More. 
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No. 40 Series U.S. Gravity Baseboard 
Register — Two-Piece Construction with 
removable Grille — attaches to 
Baseboard Frame with Patented Turn- 
Buttons (instead of easy-to-lose screws ). 











Comparison wins the Decision 

For the No. 40 Series. Prompt Shipments 
of All Standard Sizes from Stock — 
Speedy Production on All Special Goods 





made to order. < 


Write now for Latest Catalog No. 47 and Prices 


United States Register Company 


BATTLE CREEK > MICHIGAN 
MINNEAPOLIS * KANSAS CITY * ALBANY 
Serving Leading Jobbers from Coast to Coast 
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When you need steel, it’s always a. good 
idea to try us first. We are constantly.in- 
creasing our facilities and expanding our 
organization in order to serve our cus- 
tomers more quickly-and efficiently. For 
example, new warehouse buildings, scien- 
tifically laid out to speed zoning and load- 
ing, have been erected in a number of our 
districts. In several other important mar- 
keting areas we have opened new ware- 
houses. And all our plants are being 
equipped with the latest machinery for 
cutting, processing and handling materials. 

his progressive planning has but one 
object in view—giving you the very best 
in steel warehouse service. 

As rapidly as possible, we are increasing 
our stocks. If you will check with us, you 
will find that many grades and types of 
steel are now available for prompt delivery. 

So, try us first—for steel—for metal- 

working tools, supplies and machinery. 
» Simply telephone, wire or write the ware- 
= >> house or sales office nearest you. 
Your inquiries for literature covering 
Stainless, Alloy and High Strength Steels 
will be given prompt attention. You're 
under no obligation. 


| United States Steel Supply Company 

| Dept. J-59, 208 S. La Salle St., Chicago 4, Ill. | 
|] Without obligation on our part, please send us free | 
| booklets on the U-S-S Steels checked below: 





| T) Stainless C Alloy [) High Strength 
l 
| Name....... Bees ce ncceesecs | 
| l 
| Piven TERM. cc cc cccvcccccescsscecececesosceeseees | 
| l 
| MEPOORs 6. o 0:06.0006 000 c66ecdceneeé eee 660b0e0R0N Ss | 
| | 
0 ere Zone State reves f 
ee ee ee ee ee ee. —— ee ed 





CLEVELAND + 10s Re BALTIMORE + BOSTON - CHICAGO 
* MILWAUKEE . 
PORTLAND, ORE. OLINE, Iki. - NEWARK . p 
Also Sales Offices ot Ber EANQSCO + S8ATME < St.10uNS + Twas cu tm ena 
SCITY - PHILADELPHIA - TOLEDO - Tusa . th seg 
Headquarters Offices: 208 S. La Salle St.—Chicago 4, ILL. nen 
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* Provides vital data on the perform- 
ance and efficiency of heating, venti- 
lating and air conditioning systems. 


* Detects even the slightest drafts be- 
cause it is capable of accuratel an meas- 
uring velocities as low as 10 


* Gives instantaneous direct readings 
without the necessity of timing, calcu- 
lation, or reference to tables or graphs. 


* Non-directional — measures air ve- 
locity accurately regardless of direc- 
tion of air flow . . . measures low 
room air velocities of a turbulent 
nature. 


* Measures velocities without being 
influenced by any normal static pres- 
sures usually found in heating, venti- 
lating and air conditioning. Particularly 
valuable in measuring neck velocities 
of air diffusers. 

* Lightweight — weighs only 10 Ibs. 
complete with “A” batteries available 
everywhere. 


* Provides laboratory accuracy in a 
portable field unit. 

* Can take measurements at points 
ordinarily inaccessible. 


* Special voltage regulating circuit 


THE ANEMOTHERM IS A DEVELOPMENT OF 


ANEMOSTAT CORPORATION OF AMERICA 


10 EAST 39th STREET, NEW YORK 16, N. Y. 


Manufacturers of Anemostat Draftless Air Diffusers 


AIR VELOCITY 


AIR TEMPERATURE 


STATIC PRESSURE 


provides accurate readings regardless 
of battery condition. 


* Greater accuracy of reading is 
sured because the pointer is Rob 4 
dam to prevent oscillation—thus 
producing average readings. 
* Velocity reading is self-compensated 
for changes in ambient temperature. 

* Operates on self-contained batteries 
. . . is not subject to line voltage fluc- 
tuations of ordinary lighting circuits. 
* Spread of the scale over multiple 
bands permits easier more accu- 
rate reading. 
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> The New 
Swierer> 


Series “R” OIL 


nI-BOY 


WITH 
RADIATIN 


Fits VICTOR Efficiency in the Utility Koom 


-.. another Sale for You in the Space-Saver Home! 


The new HI-BOY is the latest addition to the VICTOR line of 
quality furnaces. It enables VICTOR dealers to compete 
successfully on all types of installations. The new space 
saving VICTOR HI-BOY takes you into the small,modern home 
with the assurance of another fast sale. 


VICTOR HI-BOY FEATURES 


@ Equipped with exclusive VICTOR Heat Radiating FINS. 

@ Efficient VICTOR Gun-Type Oil Burner. 

@ One side access to flue, burner, blower and filter for 
snug corner or wall installations. 

@ Side or platform filter unit. 

@ VICTOR rugged, boiler-plate steel construction. 

































Write Yd ... investicate THE VICTOR LINE NOW! 


The enlarged VICTOR plant permits increased production in '49. Prompt deliveries 
. furnaces with exclusive features for every type installation ... coal, gas and oil 
. assures more sales ... more profit for you in today’s buyers’ market. 


New accounts are being added ... write or phone us TODAY! 


COAL + GAS + OIL FURNACES + OIL BURNERS + STOKERS + BLOWERS + ACCESSORIES 


UVa ad S-0 Me 1d, 7: ee oD 


VICTOR Quality Furnaces Since 1890 


1322-1332 N. CAPITOL AVENUE . INDIANAPOLIS 7 INDIANA 
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No more fishin with a Bare Hook 


G6 





use(® fiking bait ~ 
v _ 
and youll get ‘em! 

























Between 1941-1949 you didn’t have to work for 
orders. It was just like fishing with a bare hook. 
Everybody bit at anything. All you had to do 
was pull the juicy orders in and throw back 
the ones you didn’t want. 


Fishing for sales in 1949 is going to be a lot 
different. Today's customer is much choosier: 
resistance is a lot stiffer . . . and it’s going to 
get tougher. But, remember this—there’s as much 
potential business as ever before. What you'll 
have to do is use the choicest bait for your 
sales hook. 


There's no question but that Viking’s “Qui-ette” 
Blower Package is the choicest lure” you can 
offer. Your potential customers will gobble it 
up. Now ... if you'll dangle the other hook, 
baited with Viking’s Humidifier (it’s tops) you'll 
get two” bites” at once without any extra effort 
on your part. 


Always use Viking’s live bait’ for every fishin’ 
trip. Sold by all good jobbers. 





— king AIR CONDITIONING CORPORATION 


5600 WALWORTH AVE. > CLEVELAND 2, OHIO 
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It’s designed to provide industry with low-cost, high pro- 
duction units that are highly flexible in design and opera- 
tion ... relieving heavier presses of short runs and lighter 
work. Presses are scinathentbp fool-proof in operation. Frame 
is extremely rugged. Fingertip controls are conveniently 
located at hand level. Available for immediate delivery, in 
standard width (between uprights) of 24”’— 31"— 36”"— 42” 
respectively. Available in special width up to 72” at small 
additional cost. Movable bed plates. Pumping unit has by- 
pass relief valve which can be set at any pressure up to press 
capacity. Presses available for either vertical or horizontal 
operation. All Standard presses equipped with 2-speed built- 
in hand pumps for more sensitive and versatile operation. 


THESE ‘SPECS’: 


CYLINDERS: Standard Models furnished with 6" bore, 
74" stroke — spring return type; also 5" bore, 744" stroke — 
spring return type. Above presses are standard. Following 
can be furnished at additional cost: Double Acting, 6" bore, 
7" stroke; 6" bore, 11" stroke; 5" bore, 7" stroke; 5" bore, 
11" stroke. Special long stroke cylinders also available, up 
‘to 48" in length, for incorporation in suitable press frames 
of our make. 


PUMPING UNITS: These units can be supplied in vari- 


ous volumes and pressures, in a total of 13 combinations. 








Presses include V blocks, Gauge, Motor Controls, 
Pressure Regulator, etc., complete and ready to 
attach to electrical source. 


THESE USES: 








There are so many everyday production uses for 
these versatile KRW kawille Presses that we 
have lost count. Here are a few of the more obvious 
..- blanking, forming, bending, broaching, straight- 
ening, stamping, embossing, numbering, upsetting, 
laminating, pressing and hot or cold forging. KRW 
Engineers are daily developing other uses. If you 
have only a vague idea of how these presses might 
be used in your plant, let us have it ina rough form. 


We'll do the rest. 


53 2/1 MM THESE PRICES: 


Depending upon capacity of pumping equipment, prices 
of seme! nae - a pa Eeibealie ema are as 
follows, F. O. B. Factory: 25-ton press from $727.00 to 
$992.00. 50-ton press from $806.00 to $1058.00. 60-ton 

ress from $1070.50 to $1135.00. 75-ton press from 

1198.00 to $1258.00. All motors in the above units are 
220/440 volt, 3 phase, 60 cycle. Any change in motor 
specifications is extra. +*Subject to change without notice. 


k-R-‘WILSON 
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215 MAIN ST. 








MODERNIZE AND MOTOR. 
IZE YOUR PRESENT KRW 
PRESS with one of these com- 
pact motor drive units. They 
come complete ready to connect 
to your press. Require very little 
extra floor space. Write for con- 
version unit prices, giving the 
capacity and serial number of 
your press. 


MAIL THIS COUPON 


It will bring you all the money-saving 
facts about these low cost, high produc- 
tion hydraulic presses. Now is the time 
to get ready for the highly com- 
petitive days ahead. 


~ 


Ba. Ran 
{ ght F eel 
4 Fa ll 


als 


Pe nna 











eeeee008 080000 eeeeeeeeeeeeee 
K. R. WILSON, 215 Main St., Buffalo 3, N. Y. 


Please send me complete information on KRW 
Motor Driven Presses as follows: 


[] 25-ton [] 50-ton [) 60-ton 
[) motor drive conversion unit ([] Press Cap. 
INE citertcttnncmeniinnesnitnas 


[] 75-ton presses 
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Why 


itietel (“Mellie mT 
lime i iitere (tei ixelitelilht-¥4 


When a Master Kraft Franchise will make you 
money in these times of price cutting. 


Yes, when you sell Master Kraft, there's 
no need to “meet the other fellow's 
price.” You get your price. A price 
that leaves you a good round profit! Be- 
cause of the patent-protected features of 
Master Kraft, there is no other burner 
on the market like it. To lick price 
competition—to beat out a// your oil, 
gas, or coal competition, you have fea 
tures such as no other burner can have 
For example, the Dual-Oxenizer, which 
has made possible savings for home own- 
ers from coast to coast wp to 50% on 
fuel costs. This exclusive Master Kraft 
feature, the Dual-Oxenizer, combines a 
double charge of oxygen with the oil, 
produces a clean, bright cone of fire. 


The remarkable economy in fuel oil re- 
ported by home owners from coast to 
coast, and the patented Master Kraft 
features, give you a sure-fire selling tool 
match, no 


which no other dealer can 


matter what his price may be. 


MAIL THAT COUPON TODAY! 


2155 Columbus Ave. 
Springfield 2, Mass. 


Name...... . 
City 


_— eae ae ee ee ee 


¢ 
. 


HARVEY-WHIPPLE, INC., Dept. AA-2. 


Please send me information NOW. 


Yes, the Master Kraft franchise is a 
money maker for you NOW ... . this 
year. By handling the Master Kraft 


line, you are handling equipment that 
leads the field economywise, engineer 
ingwise, servicewise and safetywise. 
Economywise Master Kraft is proving 
itself from coast to coast to be saving 
up to 50% on fuel oil costs. Home 
owners from coast to coast are writing 
enthusiastic letters to the factory testi- 
fying that up to 50% is being saved! 
Engineeringwise Master Kraft oil heat- 
ing equipment has included in it an 
engineering feature that makes the ordi- 
nary type burner out of date. 

The Dual-Oxenizer combustion head 
(Patents Pending) produces the Aottest 
flame ever produced in an oil burner be- 
cause it gives a double charge of oxygen 
to the oil. 

Master Kraft is new selling power for 
you. Master Kraft is advertised in na- 
tional magazines, including Small Homes 
Guide, American Home, Better Homes 
and Gardens, and others. Get the full 
story— 











the 
Master Kraft 


line 


(Patents Pending) 


the Master Kraft 


Conversion Burner is sav- 
ing Home Owners up to 
50° on fuel costs. 





the Master Kraft 


Warm-Air Conditioner 
Unit made in 5 models to 
heat almost any size home. 








Read at the left what is 
waiting for you! 











The Master Kraft 


Sun-Blaze Boiler Unit made 
in 3 models to heat almost 
any size home. 













ALLELES ILLS LA 


HARVEY-WHIPPLE, INC. 
Springfield 2, Mass. 
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1. Standard paper-covered duct 








HOW TO CUT DUCT AND FUEL COSTS 


(and retain desired B. T. U. delivery) 


Simply specify Kaiser Aluminum for all heating ducts! 
The above illustration is a simple example. It is a 
comparison of materials in ducts of a specific size, oper- 
ating under identical conditions. 
Note what happens to the initial air temperature of 
175°: At the end of 100 feet, delivered air temperature 
actually varies from 128° to 147°. 


Why? Because of different radiation losses from 
the surface of the ducts. 


These comparisons were proved by actual tests con- 
ducted by Aladdin Heating Corp., under the direction 
of B. F. Raber, Professor of Mechanical Engineering, 
and Mr. J. T. Gier, Research Engineer.* 

With such proved facts, it’s easy to see how duct 
systems of light, strong Kaiser Aluminum can be more 


economical! Only duct with 4%” insulation can deliver 
more heat— but it costs far more. 

Because bare Kaiser Aluminum radiates less heat, 
installation savings are possible through elimination of 
insulation. And fuel consumption is cut because of lower 
required B.T.U. input. 

So, to cut duct costs and fuel costs— always specify 
ducts of Kaiser Aluminum! 


* Name of university supplied on request. 


Permanente Metals 


PRODUCER OF 


Lemp A roman 
Giser Alum 





SOLD BY PERMANENTE PRODUCTS COMPANY, KAISER BLDG., OAKLAND 12, CALIFORNIA ... WITH OFFICES IN: 


Atlanta * Chicago * Cincinnati + Cleveland + Dallas * Detroit * Houston * Indianapolis * Kansas City * Los Angeles * Milwaukee 
Minneapolis * New York + Oakland + Philadelphia + Portland, Ore. * Salt Lake City * Seattle * Spokane * St. Louis * Wichita 


EXPORT OFFICE, OAKLAND, CALIFORNIA ° 
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WAREHOUSE DISTRIBUTORS IN PRINCIPAL CITIES 


Copr., 1949, Permanente Metals Corp. 
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employee heating comfort is 


measured “by the FOOT.” 








When it comes to keeping employees comfortable and at 
top efficiency, one Btu below the knees is worth 100 above 
the head. That's why it is good business to insist on 


DRAVO HEATERS 


Dravo Counterflo Heaters banish floor chills; each unit 
blankets from 4,000 to 20,000 square feet of working area 
with warmth. The recirculation principle of Dravo Counterflo 
Heaters tends to hold the warm air at the working level, thus 
reducing roof heat loss and saving fuel dollars. Air throw 100- 
150 feet; no ducts needed for open areas. Users report first 
cost 50 to 66% less than wet-type systems. No fuel worries; oil 
or gas-fired, readily converted from one to other. 80-85% 
efficiency. Units furnish ventilating air in summer. Immedi- 
ate deliveries, easy installation. Ask for Bulletin EF-523-5 


DRAVO 


CORPORATION 
DRAVO BUILDING, PITTSBURGH 22, PA. 
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Dravo also manufactures the DRAVO CRANE CAB COOLER for air conditioning hot-metal crane cabs. 
PITTSBURGH + CLEVELAND + PHILADELPHIA + DETROIT - NEW YORK + CHICAGO + ATLANTA + BOSTON 


Sales Representatives in Principal Cities. Mfd. and Sold in Canada by Marine Industries, Ltd., Sorel, Quebec. 








46 AMERICAN ARTISAN, May, 1949 











Showing just a few 
Char-Gale fittings 








Feather Light 


The easiest handling fittings ever made! Cut strain and time on 
installations—cut transportation time and cost—cut handling time 


on the job. es Z, 
C= 


Stronger - Longer Lasting Mr 





84 ee et eo ~ 





Rustproof clear through! Installations are stronger with aluminum— 


last years longer. 
Le 


Better Looking <2 


More customer satisfaction! The smooth, bright beauty of these 
fittings does not discolor with heat or time. Needs no painting or 
covering—just naturally beautiful. 





a ad It Costs No More! 


PREFABRICATED ~~ ’ . MINNEAPOLIS 


DUCTS AND FITTINGS 


FOR WARM AIR a OMAHA 


HEATING 


——— _ ANOTHER PRODUCT OF CHAR-GALE METAL CRAFTSMEN 


"NO HEATING PLANT IS BETTER THAN ITS INSTALLATION — NO INSTALLATION CAN BE BETTER THAN ONE OF CHAR-GALE FITTINGS” 
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The MOR-SUN line of die-pressed steel furnaces 


is undoubtedly the world’s fastest moving col- 








lection of 12 gauge contraband. Frankly, we 


admit to the theft of every product advantage! 


We've stolen from experience, robbed research, 
and trespassed on the private opinions of home- 
owners . . . We've stolen the precision mass- 
production methods of the automotive industry, 
hijacked the factory-assembled, easy-installation 
principles from home appliances, and flattered 
by imitation all the graceful lines of modern - 


Streamlining. 


We've been dividing the “loot” with ‘‘fences” 
(merchandisers to you) all over the country, and 
we'll be glad to smuggle a few MOR-SUNS — 
completely assembled and packed in innocent 
looking crates — to you, to help your customers 
steal more B.T.U.s from each fuel dollar. (MOR- Es 
SUNS cheat Gas, Oil, and Liquified Petroleum ; 


Gas suppliers with equal craftiness). 





STEEL PRODUCTS, INC. 


601 AMHERST ST., BUFFALO 7, N. Y. 
















































a cold killer 














THE “TOASTER” 
T-4, 5, 6,7, 8.9 


—— 










































“The Sun Never Sets with MOR-SUN” 











Beeause 
It’s 
6 in I 


e It’s the COMPLETE 
automatic control unit that 
matches the quality of the finest oil burn- 
ing furnace you make or sell. UNAPAC 
makes possible “Magic Pilot” oil con- 
trol, thermostat temperature control, bon- 
net limit control, blower or fan control, 
modulating draft control and summer 
air circulation. A// automatic furnace 
functions are provided for in one quick- 
ly installed unit. You spend less, cut 
assembly and installation costs, elimin- 
ate tricky wiring, save shipping expense. 
And, to top all these advantages, you 
can bank on customer satisfaction. 


If you are not now using this advanced 
unit, write for complete details. 


Seer 






HUTOMATIC PRODUCTS COMPANY 


2452 NORTH THIRTY-SECOND STREET © MILWAUKEE 10, WISCONSIN 


DEPENDABLE 62 Gotrol 


DESIGNED TO ELIMINATE SERVICING 


AMERICAN ARTISAN, May, 1949 
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from the BRYANT Gravity Warm-Air Furnace’’ 


*Penn-Pitt Construction Co.’s Green Valley houses are 
heated by Bryant Model GS-57 Gas-Fired Gravity Furnaces. 


Heating Contractor: George Kurtz, Pittsburgh, Penna. 
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say J. J. and C. V. Cravotta, Penn- 
Pitt Construction Co., Pittsburgh, Pa. 


“300 installed, 300 operating without a 
hitch. That's our experience with the Bryant 
Model GS-57 Gravity Furnace in our Green 
Valley* Project. We have also used them 
with equal success in other projects and 
intend to use them in still more. We like 
our house buyers to be completely satisfied.” 


The Bryant Model GS-57 is an efficient, 
completely automatic unit designed spe- 
cifically for gravity warm-air systems in 
small and medium-sized homes. It is 
made in four sizes, inputs 70,000 to 
140,000 Btu per hour, with models for 
natural, manufactured, mixed and LP- 
Gases. 


The Model GS-57 features an all-welded 
heat exchanger of heavy gauge steel in 
which all flue gas travel is upward. 
There are no condensation pockets. 
Burner baffle, in combination with 
burner, contributes to unusually uniform 
temperatures of heat exchanger and elimi- 
nation of hot spots. 


Other GS-57 features include the cast 
iron axial burner with raised drilled 
ports which insure correct heat distri- 
bution to transfer surface; Fiberglas insu- 
lation, which holds heat in, keeps casing 
temperatures down; compact, fully auto- 
matic controls that are easily accessible 
for inspection or adjustment. 


Let the pup be furnace man 
... and water boy, too! 






AUTOMATIC HEATING 


BRYANT HEATER DIVISION 


Alfiliated Gas Equipment, Inc. 
Cleveland, Ohio . Tyler, Texas 
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Protecting YOUR Reputation— Maintaining OURS 


DETROIT, famous for quality for over seventy 
years, now offers you the most aggressive and 
complete backing in its history. In addition 
to DETROIMS great nation-wide distributing 
organizations and an exceptionally well 
qualified factory service group, every control 
in the DETROIT line is Certified. This means 
Controls you can sell with confidence because 





LUBRICATOR COMPANY 


FHETROIT 





5900 TRUMBULL AVE., DETROIT 8, MICHIGAN 
Division of Americay Ranuror & Standard Sanitary conroration 


CANADIAN REPRESENTATIVES: RAILWAY AE O44 
SPECIALTIES, LTD. — MONTREAL, TORONTO, 


AMERICAN ARTISAN, May, 1949 


they are built to give your customers the 
maximum in convenience, reliability and 
economy—greater satisfaction for users,added 
profit for you. The next time you order heat- 
ing controls, specify DETROIT, For, only with 
DETROIT do you get the important plus value 
of this Certified Quality— protecting your 
reputation, maintaining ours, 





See the DELES! Lubricator exhibit in Booth 413 at the 
National Oil Heat Exposition in Boston, May 16-20. 





DETROIT HEATING AND REFRIGERATION CONTROLS @ 

ENGINE SAFETY CONTROLS © FLOAT VALVES AND Olt 

BURNER EQUIPMENT @ DETROIT EXPANSION VALVES 

AND REFRIGERATION ACCESSORIES ¢ STATIONARY 
AND LOCOMOTIVE LUBRICATORS 


Seung home amd imaiustry AMERICAN-STANDARD » AMERICAN BLOWER + CHURCH SEATS» DETROIT LUBRICATOR + KEWANEE BOILER + ROSS HEATER « TONAWANDA IRON 





Look for this Certificate 
—only Authorized 
DETROIT Wholesalers 
sell certified Controls. 























THE #4000 NAME 










“Hot Scot 


_fr— 
| end here’s the $1,000 winner... 




















Richard F. Shoemaker 
1136 South Peoria St. 
Tulsa, Oklahoma 

















LS ETT Te 


THANKS A THOUSAND TIMES... 


to the many hundreds who suggested names for the com- 
pact, new’ Hot Scot.” Your enthusiastic display of interest 
in the newest member of the KO«Z+AIRE family has been 
overwhelming. We also wish to thank our most capable 
judges: Mr. Edward C. Carter, Editor of SNIPS; Mr. John 
Peterson, Editor of AMERICAN ARTISAN; and Mr. 
Edwin A. Scott, Editor of SHEET METAL WORKER. 


Watch for announcements regarding the availability of 
this evolutionary, new heating unit. 





MR. SHOEMAKER’S 25 WORD STATEMENT: 
A good name for this product must give two main 
ideas to the buyer: first, Heat; second, Economy 
of cost of operation. 


JONES & BROWN, INC. 


439 SIXTH AVENUE - PITTSBURGH 19, PA. 
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Production Short Cuts to Reduce Costs 





FEST Taper aged, oiligh cud, aon 


Bauer & Black Duct Connector Tapes, in the 
test above, retained both their strength and the 
airtight seal in this flexible duct connection. 
When the flame died down, there was no weak- 
ening, no afterglow! 

HERE’S WHY: Both tapes are made of 
Fiberglas*—thin, super-strong, enduring and 
heat-resistant. Each tape is coated—No. 281 on 
both sides, No. 263 on one side—with a thermo- 
setting adhesive that grips tighter under heat, 
and actually improves with age! 


With these two tapes and a third material—a 


neoprene-coated Fiberglas fabric—you can 
make the neatest duct connections you’ve seen 
yet, with dependability far in excess of normal 
job requirements! Tape 263, used alone, is a 
time and money-saver in hundreds of heating 
and air conditioning sealing operations. 


For handy rolls of Bauer & Black Duct Con- 
nector Tapes-281 and 263, see your local jobber. 
For full information on tests, underwriters’ 
standards, and a list of governmental agencies 
approving these tapes, Write Bauer & Black, 
Dept. T-5. 


#Reg. U.S. Pat. Off. (by Owens-Corning Fiberglas Corp.) 


Products of 


BAUER & BLACK 








Division of The Kendall Company ¢ 2500 S. Dearborn St. © Chicago 16 


Industrial Adhesive Tape 
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PRESSURE SENSITIVE 





Research to Speed and Improve Methods 























for GRAVITY HEATING 
Auce©>REGISTERS > - - 


Auer makes a complete line of 





registers and returns for warm 





air systems, for floor, base, or 
wall—of which only a few are shown here. 
We also have a variety of attractive registers 
and grilles for all air conditioning purposes 
—including several adjustable and direction- 
al styles. All models are shown in our Cata- 
log. For uniform quality and value, use 
Auer’s complete register service. Genuine 
Auer Registers are made ONLY by the Auer 
Register Company. 





/ 


| 
| 
} 


i 





Fig. DR—DuraBilt Floor Register 








Fig. DSC—DuraBilt Cold Air Face for Floor 


Ask for complete Auer Register Book, 
or separate Grille Catalog "G" on 
perforated grilles. 


THE AUER REGISTER CO. =. 


3608 Payne Avenue Cleveland 14, Ohio aiaas Chats Boer 


REGISTERS 


& GRILLES for AIR CONDITIONING & GRAVITY 
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1-5-5 STAINLESS STEEL 


ou know of some roof drainage materials that 
require a lot of maintenance. You know of 
others that require very little. Here are the facts 
about one material that requires none whatever! 





Stainless Steel is so resistant to corrosion that 
gutters, downspouts and flashings made of U-S-S 
Stainless after ten years’ exposure in the highly 
corrosive atmosphere of a Pittsburgh suburb to- 
day look as good as the day they were installed. 
During that time they’ve required absolutely no 

maintenance. From all indications they will last 
as long as the building. 


With roof drainage systems built of Stainless 
Steel, first cost is last cost. No painting is re- 
quired. No cleaning is needed. Adj: acent walls are 
never discolored by “bleeding.” Repairs and 

maintenance worries are things of the past. 


Would your customers be interested in Stain- 

less Steel construction? They certainly would, 
especially when you can tell them that despite its 
superior qualities U-S-S Stainless construction costs 
no more. 
It’s a fact. Actually the material cost of U-S:S 
Stainless Steel for drainage may even be slightly 
lower than that of other metals. That’s because 
Stainless Steel weighs about 10% less per square 
foot than the non-ferrous material used for qual- 
ity jobs in the past. Thus, gage for gage, you get 
10% more usable material with Stainless. 

Cost is further reduced because U-S-S Stain- 
less Steel, when formed, has twice the strength of 
most other metals used for roofing purposes. Thus 
U-S-S Stainless can be used with perfect safety 
in lighter gages, not only for residential use, but 
also for commercial and industrial applications 
that call for heavy thickness in other metals. 











U-S‘S STAINLESS STEEL HANDLES EASILY 
BOTH IN FABRICATION AND INSTALLATION 


Because the 26-gage U-S-S Stainless recommended for the most applications is so 
light yet so strong, gutters and downspouts can be fabricated in extremely long 
lengths which are so rigid that they handle easily and thus greatly simplify and 
speed up installation. Fabrication of these comparatively simple forms presents 
no special problems, requires neither special shop procedures nor special 
equipment. 

U-S-S Stainless Steel sheet and strip are readily available now. The proper 
grade—U-S-S 18-8, Type 302—is stocked by most warehouse suppliers and 
by United States Steel Subsidiaries. /f you want further information, write to 
Carnegie-Illinois Steel Corp., 2085 Carnegie Bldg., Pittsburgh 30, Pa., for our 
catalog “‘Roofing Products of Stainless Steel." 











AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO - CARNEGIE-ILLINOIS STEEL CORPORATION, PITTSBURGH & CHICAGO 
COLUMBIA STEEL COMPANY, SAN FRANCISCO - NATIONAL TUBE COMPANY, PITTSBURGH - TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM 
UNITED STATES STEEL SUPPLY COMPANY, WAREHOUSE DISTRIBUTORS, COAST-TO-COAST - UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U°S°S STAINLESS STEEL 


SHEETS - STRIP - PLATES - BARS - BILLETS : PIPE - TUBES - WIRE - SPECIAL SECTIONS 








9-926 
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ALBANY 7 
R. B. Taylor 
966 Broadway 

ATLANTA 
J. J. O'Shea 
305 Techwood Drive 

BALTIMORE 
Machinery and Equipment 

Sales, Inc. 
1014 Cathedral St 

BOSTON 76 
E. Daniel Johnson 
(Melrose Station) 

507 Main St. 

CHICAGO 6 
Emmert G Trumbo 
20 N. Wacker Dr 

CINCINNATI 2 
S$. O. Johnson 
626 Broadwa 

CLEVELAND |! 

Weager G Sherman 
418 Rockefeller Bidg 

DALLAS 1 
T. H. Anspacher 
1801 Tower Petroleum Bidg. 

DAVENPORT 
D. C. Murphy Co., Inc. 
305 Security Bidg. 

DENVER 17 

Hendrie G Bolthoff 
Mfg. & Supply Co. 
Terminal Annex D, Box 5110 

DES MOINES 9 
D. C. Murphy Co. 

840 Fifth Ave. 

DETROIT 16 
Coon-DeVisser Compan 
2051 W. Lafayette Biv 

GREENVILLE, S. C. 

Roy A. Stipp 
228 N. Main St 

HOUSTON 2 
D. M. Robinson 
407 Scanion Bidg. 

INDIANAPOLIS, IND. 

S. E. Fenstermaker Co 
937 Architects G Builders 


Bidg. 
KANSAS CITY, MO. 
W. K. Dyer 
1080 Federal Reserve Bank 
Bidg. 
KNOXVILLE 12 
C. F. Sexton 
702 Empire Bidg 
P. O. Box 2224 
LOS ANGELES 13 
Halladay G Knauff 
448 S. Hill Street 
LOUISVILLE 2, KY. 
Mr. H. M. Lutes 
633 S. Sth St 
MEMPHIS 
Humphrey-Wvnne Co 
620 Sterick Bidg. 








MIAMI 33 
H.L. McMurry G Co. 
P.O. Box 11 
Coconut Grove 

Station 

MINNEAPOLIS 2 
E. Floyd Bell 
2102 Foshay Tower 

NEWARK 2 
G. C. Norman 
27 Washington St 

NEW ORLEANS 12 
Deviin Brothers 
1003 Maritime Bidg 

NEW YORK 7 
Koithan G Johnson 
39 Cortiandt St. 

OMAHA, NEBR. 
Wain Engineering Co 
415 Brandeis Theatre Bidg 

PHILADELPHIA 2 
Davidson G Hunger 
1200 Cunard Bidg. 

PITTSBURGH 22 
H. Lee Moore 
345 Fourth Ave. 

PORTLAND 5 
Arthur Forsyth Co. 

921 S. W. Oak St. 

ROCHESTER 4 
R. D. Moyer 
846 Sibley Tower Bidg 

SAN FRANCISCO 9 
Chas. W. Lockhart 
1214 Central Tower Bidg 

ST. LOUIS 3 
J. W. Cooper 
2118 Pine St 

SALT LAKE CITY 
Pace-Turpin Co 
1726 So. Third West St. 
P. O. Box 655 

SAN ANTONIO 


Langhammer G Rummel Co. 


300 Bium St. 
SEATTLE 1 
Arthur Forsyth Company 
3150 Elliott Avenue 
SPOKANE 
Arthur Forsyth Co 
W. 128 Second Ave 


TAMPA 
H. L. McMurray G Co 
P.O. Box 1106 
TOLEDO 2 


Carl M. Eyster Co 

1118 Madison Ave 
WASHINGTON 5, D. C 

G. S. Frankel 

310 Woodward Bidg. 
WILKES-BARRE 

Power Engineering Corp 

517 Brooks Bidg 


Call in your nearest "Buffalo" 


Representative—his "Air 


Know-How” is at Your Service 
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READY AND COMPETENT 


to work with your consulting engineer 


ON YOUR AIR PROBLEMS 


To make your investment in air pay you maximum dividends, it’s more than 
a matter of buying a good fan or a good air conditioning unit. In today’s 
complex air handling problems, proper selection of equipment is often the 
only answer—plus an effective link between your own engineer and the 
firm supplying the equipment. 












This is one of the reasons why “Buffalo” installations have been so satis- 
factory to users. “Buffalo” equipment, a complete line of field-proven fans 
and air conditioning units—plus the “Buffalo” representatives at left—give 
you this ideal combination. 


“Buffalo” representatives know their equipment and the jobs it is designed 
to handle. They are Graduate Engineers with one to five years of factory 
training, in addition to wide field experience. And they have all the resources 
of the “Buffalo” home plant engineering staff to back them up. 





Buffalo 
Limit-Load 
Fan 





Buffalo 
Air Washer 





Buffalo 
Air Conditioning 
Cabinet 








BUFFALO FORGE COMPANY 


504 BROADWAY BUFFALO, NEW YORK 
Canadian Blower & Forge Co., Ltd., Kitchener, Ont., Branch Offices in all Principal Cities 


INDUCED DRAFT EXHAUSTING 
PRFECCIIRE RINWING 


AIR TEMPERING 
HEATING 


AIR WASHING 
elelii ic: 


VENTILATING 
EQOECEN NR AFT 

















v4 
“\~ Furnace body made of copper- 
bearing steel, actually twice as 
heavy as many other makes. 
al, 
-\~ More than 5,000 square inches of 
active heating surface — assures 
quicker heat, higher efficiency and gen- 
erous reserve capacity. 
af, All lectri ided d 
git seams electric welded an 
pressure tested at factory —no 


in-the-casing joints. 


ient self-cleaning 
radiators — no complicated tubes 


or down-draft arrangements. 


af, Complete package design including 
7\~ 


controls, balanced to operate as a single 


furnace, burner, blower, filter and 


unit under completely automatic control. 

















paey CUTAWAY VIEW 
oy MODEL RX-5 












There are probably ten small-home owners who want the luxurious 
convenience of automatic oil heating, to every single owner of a large 
home. The PREMIER dealer, with today's finest quality equipment, 
can make these small-home installations in a highly satisfactory man- 
ner, and the profit for the dealer on these installations is highly 
satisfactory, too. 

Note the unusually good design and fine construction shown in the 
above view of the PREMIER RX-5 (85,000 B.T.U.). The same type of 
construction goes into the PREMIER High Boy type RX-4. Here is 
quality comparable with that of the largest and finest PREMIER 
oil-fired air conditioners, yet these smaller units are strictly com- 
petitive in the small home field. 


With equipment like this, coupled with a broad program of merchan- 
dising and engineering cooperation, PREMIER is helping the Inde- 
pendent Furnace Dealer to stay independent. Why not inquire today 
about the PREMIER Exclusive Dealer Franchise for your locality? 


PREMIER FURNACE COMPANY 


Heating. 
Fuel Rarning 
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. Air Conditioning. 
and Cosliag Equipment 


. Automatic oe and Office 


+ Dowagiac, Mich. 


SAME SALES 
POLICY 
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ANNOUNCING THE NEW 


CHECK THESE 


EXCLUSIVE 


FEATURES... 


SAFETY-LOCK SWITCH—positive protection 
against accidental starting. LONG-SHAFT TRANSVERSE MOTOR- 


MOUNTING transmits as much as 25% extra 


UNIQUE SHOCK-ABSORBER GEARING har- 
power, supports blade on oversize ball bearings 


nesses the added power of these great new 
saws, gives extra life to motor, gears, spindle from one side of the tool clear to the other. 


and blade. 

EXTRA WIDE REENFORCED STEEL SAFETY 
BASE for better balance—easier to handle, 
far safer to use. 


PROTECTED DEPTH AND BEVEL SCALES. 


In plain sight when you use them—out of 

5 — 7 ees. 
Sihor_Low 6 
Mex. Depth of Cut.... .2%” 
45° Depth of Cut 


the way when you don’t. Always accurate. 


AMERICAN ARTISAN, May, 














StherLine SAWS 


with exclusive Long-Shaft Transverse Motor Mounting 
for EXTRA POWER and LONGER TOOL LIFE 





Ready now—alter two years 
of laboratory and field tests. 
See the great new Silver Line 
Saws at your nearby Thor 
distributor. 








Max. Depth of Cut. . . .2'«” 
45° Depth of Cut....... 2" 


AMERICAN ARTISAN, May, 1949 





INDEPENDENT PNEUMATIC TOOL COMPANY 


Avrora, Illinois 
Export Division. 330 West 42nd Street, New York /8, N.Y. 


Birmingham Boston Buffalo Chicago Cincinnati Cleveland Denver Detroit Houston 
Los Angeles Milwaukee New York Philadelphia Pittsburgh St. Louis St. Pout 
Salt Lake City Seattle San Francisco Toronto, Canada Sao Paulo, Brazil London, England 


ORTABLE POWER 








Sibwasias “10” Sheer Lou a 


Max. Depth of Cut. .... Vr” Max. Depth of Cut..... 3%” Max. Depth of Cut..... 4%" 
45° Depth of Cut....... 2%" 45° Depth of Cut....... 2%” 45° Depth of Cut....... 3%” 
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These plans call for 


WINTER AIR 
CONDITIONING 








BOTH 


These plans call for 


RADIANT 
HEATING 


CALL FOR THE 


NEW, IMPBAOVED, GAS-FIRED 


famibiot 


If your clients and prospects prefer winter air 
conditioning, you can provide them with a new 
kind of indoor comfort. For with Janitrol there 
need be no “cold intervals” as these new models 
can be installed for C-A-C operation and Time- 
Modulation control. This means constant, un- 
varying floor to ceiling temperatures more 
closely controlled than ever possible before. 
Yet, this great heating improvement costs no 
more to buy... mo more to operate. 


For certain types of house plans the features of 
radiant panel heating have many advantages. 
There are also many advantages to the use of 
Janitrol warm air heat for radiant systems. 
Installation can be simple ...its practicability 
proved in hundreds of homes. Floor or ceilings 
are used for radiation...there’s nothing to get 


SURFACE COMBUSTION CORPORATION e 


out-of-order in the heat distributing system. 

Remember, when you install Janitrol heating for 
winter air conditioning or for radiant panel heat- 
ing you’re assured of continued customer satis- 
faction and a minimum of service on your part. 


You gain the advantage of selling the Time- 
Proven Janitrol line that’s probably more con- 
sistently advertised to both architects and 
builders as well as the public. 


Don’t discount the great preference this ad- 
vertising and owner good-will has built up for 
Janitrol, find out without delay why so many of 
our successful Janitrol dealers tell us “Janitrol 
is easier to sell than sell against.” 


Your letter will receive prompt attention from a 
Janitrol field representative. Write us today. 


TOLEDO 1, 
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Compact, Quiet, 
Interchangeable 


with Solenoid Valves, 


this NEW Small 
WHITE-RODGERS 
Diaphragm Gas Valve 
now brings you 


_ QUALITY PERFORMANCE 


Ideal for replacement 


Type 26A01 


Fits regional requirements 
Better for unit heaters 
Quieter for floor furnaces 
Manual reset optional 

For any kind of gas 

Yo" and 34” pipe sizes 


A.G.A. listed Kha 


Write for complete White-Rodgers 
catalog of gas valves standard size 
and safety pilots. diaphragm valve 








ELECTRIC CO. ST. LOUIS 6, MO. 





FOR REFRIGERATION - HEATING 
AND AIR CONDITIONING 
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—— ls COMBINED | VENTALARM’ SIGNAI 
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“ALL-IN-ONE” VENTALARM GAUGE 


A VENTALARM signal at the usual price. A gauge for only 75 cents 
more! Or — put it another way. If you are now paying $1.75 for 
your gauges, you get a VENTALARM signal for only 95 cents more! 


SAVE $2.00 PER BURNER INSTALLATION 


Instead of buying two items, you buy only one. And you save 
$1.00 on that. Furthermore the VENTALARM case acts as a reducer 
from 2” or 1%” tank opening to 1%” vent pipe. So you save an 
additional 25¢ by eliminating need for a reducing bushing. You save 
in labor because you install one item instead of three. That helps 
inventory too! Then again, you need one less tank flange opening. 
So you can save 30¢ to 40¢ on your tank order specifications. A real 
money saver! 


INSTALLATION 
Just screw it into the vent opening of the tank. If there is oil in the tank, 
: the cork arm bends at the FLEXO-JOINT in passing the sides of the 
) tank. Straightens out correctly when in permanent position. Could 
anything be easier? The vent pipe screws into top of VENTALARM 


(II 


ii 
if 


HY 


GAUGE. No leaks because all fittings are threaded including the 
GAUGE CAGE. 


| SIZES 
Available for 275 Basement Tanks with depths of 22”, 24”, 26”, 27”, 
| 42”, 44” and 47”. Specify tank depth and tank opening when ordering. 
For 1%” or 2” tank openings. List Price Complete $2.70. 


—— | AT YOUR SUPPLY HOUSE 


Your jobber will soon have VENTALARM GAUGE in stock along with 
the other VENTALARM signals he now carries. Get your order in early. 
It looks like a hot number! 


SEE IT AT SHOW—BOOTH 331 


Manufactured under one or more of the following U. S. Patents RE 2239 1; RE 21930; 2,143,476; 2, 143,492; 
2, 143,706; 2,2 12,620; 2,227,322; 2,227,323; 2,249, 180; 2,257,656; 2,276,798; 2,328,686; 2,330,983; 
2,429,280. Additional patents ‘pending. Pat. Canada 1938. Foreign patents issued and pending. 
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Left: WILLIAM S. DODGE 


Right: HENRY C. TAYLOR 











Dodge & Taylor 
Airtemp Dealers, Baldwin, N. Y. 


line team up for year ‘round profits” 


@ “That’s why we selected a Chrysler Airtemp 
franchise when we started our business 15 years 
ago; Mr. Dodge writes. “And a wise choice it was, 
too! Airtemp’s 4-season line, the Chrysler reputation 
for fine products and sound dealer policies, plus 
strong national and local advertising, helped us 
grow from a small concern to a thriving business. 
We now serve all Nassau county with our 11-vehicle 
fleet and have thousands of heating and air-con- 
ditioning systems installed? 


If you are looking over products you'd like to handle 
—products that will insure you a substantial year-in, 
year-out business--look to the Chrysler Airtemp 
“Basic 6” 


line. You'll find Airtemp offers all of the 


AIR CONDITIONING - HEATING 
COMMERCIAL REFRIGERATION 





factors that are essential to a profitable dealership: 


1. Products Engineered for Finest 
Performance 


THE 2. National Advertising and Sales 
Promotion That Bring Results 


BASIC 3. A Well-Known and Trusted Name 
4. Factory-Trained Sales-and-Service 


“unny Personnel 
§ 5. Products to Sell Every Month in the Year 


6. Ample Facilities for Modern, Engineered 
Production 


Before you make a decision, get the facts on Air- 
temp. Mail the coupon today and learn full details 
about the “Basic 6; and why Chrysler Airtemp 
offers you a better opportunity for bigger profits. 


AIRTEMP DIVISION OF CHRYSLER CORPORATION 
DAYTON 1, OHIO 


“ 
Send “Packaged” air-conditioning information to: 

















AIRTEMP DIVISION 
OF CHRYSLER CORPORATION 
Dayton 1, Ohio 


In Caneda: 


AIRTEMP 


Ory’ 
CHRYS:! 


Therm-O-Rite Products, Ltd., Toronto 
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CHRYSLER 





Name____ 
Address —_ 


Phone 





Kind of Business 


AA-5-49) 





“Chrysler Airtemp’s fine name and 4-season 
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leads again! 


Rounded corner panels eliminate air pock- 


Gers, reduce flame roar and turbulence. 


Reinforcing flanges on flat panels prevent 
|] @distortion and warping, assure mainte- 


nance of original shape. 


Panels made in several widths for easy 
¢ fitting to a wide range of chamber dimen- 


sions. 


Write, wire or phone for full details. 


STEFCO STEEL COMPANY 
Heating Equipment Div., Michigan City, Ind; 





pas 


Easy to instali—no 
backfill, no tools, no 
cementing, no need to 
remove old chamber 


iS 





Four thicknesses at 
seams — provides extra 





boxes. Easy to fit any size or shape firebox 


PANELOX 





PANELOX 





al 


strength, rigidity RECTANGULAR. Provides more combustion area in narrow 














ROUND. New design! New flat port panel for easier 
Tor itale Meh oli gal-1aeeltlsMmmc-llabielget-lem Titamie) o-lale) 
bottom flange. Seams strengthened 


prevent warping 








LO1OP- V2 i mc labieleeialeMil-lalel-melamil-l@el- talib ale) islet te 


corner panels permit perfect flame pattern 





























Close-up of a PETRO owner 
“selling” you to his neighbor | 

































































OBSERVE A HOMEOWNER telling his friends about you WHAT ELSE DO YOU GAIN WITH PETRO? 
and the Petro you've installed for him, and you'll see him 
bubble over with enthusiasm. For to him a Petro means 
oil heat at its best. Nothing can match it for fine heating 


performance and year-round economy. | 
In this way more and more homeowners are being VIGOROUS PROMOTION THROUGH NATIONAL ADVERTISING, reaching 
every oil burner prospect in your territory . . . building | 

| 


OUTSTANDING SELLING FEATURES, such as patented “Tubular 
Atomization” assuring your customer more heat from 
less fuel. 








“P : wales suite — benefit and profit! ’ up a preference for Petro and helping pre-sell you as a 
Oil burners, boiler-burner units, furnace-burner units, leading heating contractor in your community. 

water heaters—they’re all carried by the established heat- suite. ecfectien a a 
; er : ; PRODUCT DEPEND. ’ over ears’ oil hea 
SG OE PS eeees Oh Your STEN CNS Geom. “know-how” of the world’s oldest, ted 4 exclusive oil- 
heat equipment maker. 

PETROLEUM HEAT AND POWER COMPANY 

Stamford, Connecticut 


pees 

Makers of Good Oil Burning Equipment Since 1903 - 

REFINERIES...FUEL OIL STORAGE AND DISTRIBUTION TERMINALS | 

NATIONWIDE OIL BURNER SALES AND SERVICE FACILITIES | 
J 


OlL BURNERS + BOILER-BURNER UNITS 
FURNACE-BURNER UNITS + WATER HEATERS 
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You'll ring up a handsome profit 


with stainless steel restaurant work 


Wherever food is handled or served there is a 





natural place for stainless steel—and a _ profit 
opportunity for you, 

Why not start by checking the hotels, restau- 
rants and cafeterias right in your own commu- 
nity? Then, if there’s modernizing to be done, you 
can confidently recommend stainless tables, cab- 
inets, counter-tops, hoods and other equipment 
you can readily make in your shop. 

You can assure prospects that ARMCo Stainless 
Steel is just as practical as it is beautiful . . . that 
this solid, rustless metal will last as long as the 
equipment is usable. Point out that its great 
strength and hard surface resist scratching and 
denting ... that its bright, smooth finish cleans up 


\RMC, RMCH 





in a jiffy with soap and water or kitchen cleansers. 

In the shop you'll find that Armco Stainless 
Steels readily shear, form, weld and solder with 
standard equipment. 

Your Armco Distributor is ready to supply 
you with Armco Stainless 
sheets, bars and angles— 
also a copy of our valuable 
“Fabricating Tips” shop 
manual. Just get in touch 
with him, or write to Armco 
Steel Corporation, 214 Cur- 
tis St., Middletown, Ohio. 
Export: Armco Interna- 
tional Corporation. 


O STAINLESS STEELS 
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You can solve almost every coal 
heating problem, and make a bigger 
profit for yourself, with Combustion- 
eer’s complete line. For any installa- 
tion .. . from the small home to the 
large industrial plant . . . there’s a 
Combustioneer model that’s sized 
right, designed and built, for that par- 
ticular service. Hopper-feed or bin- 
feed, burning 15 to 1000 Ibs. per hour 
. . . you'll be able to equip homes, 









AUTOMATIC COAL STOKER 


THE STEEL PRODUCTS ENGINEERING CO., SPRINGFIELD, OHIO 
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ONLY COMBUSTIONEER HAS the Automatic 
Respirator which supplies the correct amount 
of air, and the “Pulsating” Transmission 
which agitates the fire bed constantly both 
during the feeding and off cycle. These ex- 
clusive Combustioneer features mean more 
satisfaction for users, more profit for you. 





factories, stores, theaters, hotels, 
apartments, public or other buildings 
with a Combustioneer Automatic 
Coal Stoker. 


We'll Help You Sell 


Combustioneer’s merchandising plan 
includes catalogues, folders, post 
cards, sales letters and many other 
sales helps for all kinds of prospects. 
Newspaper advertising is supplied on 
a 50-50 cooperative plan. Our field 
men assist you with sales and heating 





problems. Our factory schools train 
your salesmen and service men. 


Write Today...for Profits 


We offer you an exclusive Combus- 
tioneer franchise. All Combustioneer 
a in your territory ...and they'll 

e big profits . . . will come to YOU. 
Write us now, today, for full details 
of the Combustioneer Franchise and 
Sales Plan that will help you close 
heating prospects, help you make 
more money! 











The Steel Products Engineering Co. 

1227 W. Columbia Street ; 

Springfield, Ohio : 

Please send me, without obligation, full details of 
your Combustioneer Franchise. 
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Super-Clean Air for shoppers in new 


Houston, Texas store 


tO | p yS HIS masterpiece of modern retailing is the 





nation’s first large, all-new department store 
since 1929. Every detail of this store is the reali- 
zation of postwar styling and design. Windows 
have been eliminated except for street level dis- 
play. Inside there’s a wonderland of indirect 


lighting and luxurious appointment. 
And there’s even luxury in the air— 
it’s super-clean because AAF Elec- 
tronic Precipitators are a basic feature 
of the modern air conditioning system. 


Air inside this 12 million dollar 
store is free from dust, dirt, lint and 
smoke. It’s a pleasant place for cus- 
tomers to shop. Management benefits, 
too, because super-clean air cuts clean- 
ing and maintenance costs—keeps 
merchandise more appealing with a 
fresh-from-the-maker appearance. 
Every part of this store is engineered 
for efficiency and smooth operation, 
including the air. 

The savings from super-clean air 
make it a low cost luxury no business 
can afford to be without. And you can 
assure your customers all of its many 
benefits when you recommend AAF 
Electronic Precipitators. There’s a 
type and size to meet every commer- 


cial or industrial requirement. For complete 


Raymond Loewy Associates, New York City, Planning Specialists information, call your local AAF representative 
Kenneth Franzheim, Houston, Architect or write direct to— 


Edward E. Ashley, New York City, Consulting Engineer 


Ss -F k Company, Houston, Contractor for Heati d 
eee “Air-Conditioning Installation, = AMERICAN AIR FILTER COMPANY, INC. 





AIR FILTERS 


355 Central Avenue, Louisville 8, Ky. 
In Canada: Darling Bros., Ltd., Montreal, P. Q. 


AND ELECTRONIC PRECIPITATORS 
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Heres a Suggestion TO EXECUTIVES OF ORIGINAL 
EQUIPMENT MANUFACTURING COMPANIES IN WARM | 
AIR HEATING, VENTILATING, and AIR CONDITIONING. 

| 


When sales are dropping off and volume, against which to distribute 
overhead, shrinks, it is reasonable to consider utilizing your own plant 
facilities and manpower to handle as much of your manufacturing as 
possible. It is consequently good business to examine the potential 
advantage of building your Blower Assemblies in your own plant. Out 
of each blower dollar, your wheels, drives and bearings will cost 
approximately 45%, so that 55% of each dollar remains in your own 
plant to carry your overhead. 





Morrison makes available to you, to facilitate your building of your own 
Blower Assemblies, complete Morrison 
Engineering Service, as well as Air- I | 4 
stream Blower Wheels—10” to 16”, i 
double width, double inlet. | 


MORRISON PRODUCTS, INC. = |. 


16816 WATERLOO ROAD e CLEVELAND 10, OHIO 
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Capacity 10 Foot, 10 Gauge, Mild Steel 








9 reasons why everyone in the plant likes 


Sound engineering has produced an 
accurate, high production shear for 
less money. The No. 10-10 takes the 
toughest shearing jobs in stride and 
is shipped completely equipped, ready 
for continuous capacity operation. 
Rugged construction and precision 
features insure accurate cutting plus 
economical operation. The following 
features are standard. 


1. Massive construction ... Semi-steel 
castings with a high steel content are 
made in the modern Wysong and Miles 
Foundry to carry greater stress than 
required for continuous capacity loads. 
By being underdriven, weight is low 
and the.shear has rigid stability. 


2. For accurate shearing . . . The bed 
is squared with the end frames in all 
directions. Holddown and knife-bar 
travel is true because ways are hand- 
scraped for perfect bearing and are 
squared with the bed. Solid, standard 
alloy steel blades with 4 cutting 
edges, backed by massive knife-bar, 
cut straight, cleanly and accurately. 
3. Front-operated back gauge ... It 
accurately adjusts to .0078 (1/128th) 
of an inch by turning the handwheel 
conveniently located on the front of 
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THE WYSONG & MILES No. 10-10 SHEAR 


the shear. This gauge saves many 
steps and increases production. 


4. Positive compensating holddown . . . 
Individual spring actuated plungers 
in each foot firmly clamp sheets of 
varying thicknesses and small strips 
without adjustment. 


5. 9-Jaw Clutch. .. Built of hardened, 
forged alloy steel for long life, the 
jaws mesh smoothly, engage instanta- 
neously, and the load is distributed 
equally over all 9 jaws. A twist of 
the wrist sets the clutch for single 
stroke or continuous shearing. Wher- 
ever this Wysong and Miles designed 
clutch is in use, it continues to give 
trouble-free service. 


6. Self-lubricating eccentrics ... For 
thorough lubrication and cool opera- 
tion, on each revolution, eccentrics 
are bathed in a reservoir of oil con- 
tained within each end frame. 


7. Cam-operated brake . . . Since brake 
engages only to hold the knife-bar in 
the top position, there is no drag on 
the balance of the stroke. Powerful 
counterbalancing springs aid in re- 
turning the knife-bar smoothly to the 
top position. 








8. Testing and guarantee . . . Before 
leaving the factory, each shear is 
thoroughly tested with an automatic 
trip for 24 hours of operation. Each 
shear is shipped in perfect operating 
condition and each shear is backed 
by a year’s guarantee. 


9. Economical . . . You’ll be pleasantly 
surprised at the low cost of the No. 
10-10 shear. 100% jig and fixture 
construction, plus simplicity of design 
means easy maintenance, making the 
No. 10-10 economical in operation... 
truly a great shear value. 


Write for Catalog No. 22 giving full 
information and specifications on the 
Wysong and Miles line of Sheet Metal 
Machiney ... Squaring Shears, Power, 
Air and Foot operated; Slip Roll 
Formers and Rotary Combination 
Sheet Metal Machine. 


Wis0WCena MILES C9 


633 FULTON STREET 
GREENSBORO, N. C. 
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Package Unit 


PACKAGE BLOWER FILTER UNIT 








For more profits, sell “The Finest Line for 49.” The new LAU 
9000 Series Package Unit . . . with so many outstanding features 
that help you sell and install easier. . . . quicker. Outstanding in 
performance, handsome design and low cost. You and the con- 


sumer profit more every way. Your customer can have Constant 


























: ; . . . ‘ | 
Air Circulation of warm, dust-free comfort throughout his | 
home. You can install faster and more profitably. Get QUICK '} 
DELIVERY on all sizes. Available in a complete range of air 
deliveries to meet practically any installation problem. 
| 
if 
liy E ror'4 9 | 
l} 
Compare these Superior Features } 
| 
if 
i 
1} 
1} 
1} ; 
l | 
1 
Ht | 
‘ , } / 
Large size access door . . . easy to Complete unit in one package (ex Greater motor adjustability range Easy to fit cold air return to top 
service motor, belt or filters. Leave cept motor) easy to put in base- . . . Variable motor speed pulley of units. Saves time and effort | 
door off fer summer operation. ment . . . simple to install. readily accessible. during installation. | 
| Y 
- thy | 21 
— } 
No metal to metal contact be Iwo air filters of throw-away New center-suspension blower Handsome, modern design . .. 
tween blower and casing. Quiet type... each 1” thick for best wheel the best on the market. Pro- rugged construction of heavy 
running and vibration free. esults in dust-free comfort, vides maximum air delivery. gauge steel. Beautiful finish. 


Write Today—Dept. "A’’—for Complete Information 


THE | [J BLOWER (om 


o” Comamonns pavtron *. 081 @& ae & A 








AMERICAN ARTISAN, May, 1949 71 














Here’s Your Stainless Department 





Consider your nearest Ryerson plant the stain- 
less steel department of your own sheet metal 
shop. When the job calls for this longer lasting, 
better looking material remember that large 
and diversified Ryerson stocks of Allegheny 
Stainless are virtually as near you as your 
telephone. . 

Remember, too, that Ryerson—the nation’s 
pioneer stainless distributor—has a quarter- 
century of stainless experience to help you in 
specifying and fabricating this profit-building 
material for downspouts, gutters, conductor 
pipes, ducts—any job that has to be ruggedly 
rust and corrosion resistant—and easy on the 
eyes. 

The shop equipment you’re using now is 
sufficient for fabrication of Allegheny Stainless 
in most sheet metal applications. Because of 


its permanence, the cost of Allegheny Stainless 
is no more in the long run—and sometimes less 
than that of other materials regularly used for 
quality jobs. So sell stainless for better jobs— 
and greater profits. Plenty of Allegheny Stain- 
less and the know-how to apply it to the job 
at hand is right in your own stainless depart- 
ment—your nearby Ryerson Plant. 





| PRINCIPAL PRODUCTS 


BARS—Carbon & alloy, bars, tubing, welding 
hot rolled & cold finished rods. 
STRUCTURALS — Chan- PLATES—Sheared & U. 
nels, angles, beams, etc. M., Inland 4-Way Floor 
TUBING—Seamless & Plate 
welded mechanical & SHEETS—Hot & cold rolled, 
| boiler tubes. many types & coatings 
STAINLESS—Allegheny MACHINERY & TOOLS— 


| metal plates, sheets For metal working 








RYERSON STEEL 


JOSEPH T. RYERSON & SON, INC. PLANTS AT: NEW YORK 


BOSTON « PHILADELPHIA « DETROIT ¢ CINCINNATI 


CLEVELAND «¢ PITTSBURGH ¢ BUFFALO ¢ CHICAGO « MILWAUKEE e ST. LOUIS *« LOS ANGELES « SAN FRANCISCO 
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Readers Demand Panel Heating Design 


ETTERS RECEIVED IN RECENT MONTHS from 
readers requesting information about the ap- 
plication of warm air panel heating to slab floors 
in basementless houses reveal an increasing need 
for an approved basic design for installing this 
type of heating system. Only a few of these letters 
appear in the EDITOR’S NOTEBOOK because space 
limitation permits publication of only those letters 
which seem to be of general interest. This limita- 
tion also prevents proportioning published letters 
according to the interest a particular subject 
may generate. Requests for general information 
about applying warm air heating to slab floors 
have predominated and the fact that so many have 
been so similar accounts for the disproportionate 
few that have been published. 

For several years, AMERICAN ARTISAN has been 
aware of this growing need for design data and 
has attempted to supply it by referring requests 
for specific information to a specific article or 
source; and requests for general information, to a 
reprint of previously published material. How- 
ever, it has become apparent that current requests 
are arising from a lack of practical data for this 
method of heating and that they are motivated by 
a demand resulting from public interest in panel 
heating and the home builder’s quest for warm 
floors in a house design that incorporates the 
economy of basementless construction. An ap- 
proved design for warm air floor panel heating 
has not yet been established by the industry and 
unless it is made available immediately, many con- 
tractors will feel the influence of competing meth- 
ods on their sales volume. 

AMERICAN ARTISAN has published considerable 
material concerning the principles of a number of 
warm air panel applications and when these are 
added to the fund of information available, it 
appears that all practical methods have been pre- 
sented and many considerations of design and 
application have been discussed. However, the 
data for design is not in a practical form. It needs 
to be assembled, interpreted, and simplified for 
practical uses. That in itself is a sizable under- 
taking but more difficult is the meeting of minds 
by the industry on one or several practicable 
methods because, lacking the incontestable proof 
of research, each proponent has his own personal 
opinion of the best method of application and the 
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correct procedure for design. 

Wide-spread interest in panel-convention sys- 
tems, which discharge warm air into occupied 
space, indicates that there is a desire to retain the 
principles of warm air heating in a panel system 
and contractors display apathy toward methods 
which do not provide these natural advantages. 
The desire to retain the advantages of air circula- 
tion, humidification, and filtering is also evident 
outside the industry when architects, manufac- 
turers, and builders engage in attempts at re- 
search of panel-convection heating. Some of these, 
unfortunately, are attempts to justify the use of 
a specific product and are conducted by inexperi- 
enced personnel. Others, such as builders, are at- 
tempting to improve this method by trial and 
error and so, take advantage of public acceptance 
of both panel and warm air heating. 

Many warm air heating men have hoped that 
interest in new architectural trends which have 
fostered new heating methods would subside as 
building materials became available in postwar 
and as the construction industry found its stride 
in peacetime production. However, all evidence 
now shows that the American housewife has taken 
to the basementless house. She has been conduct- 
ing her own research into living and convenience 
aspects of the basementless ranch house and her 
acceptance of its fundamental advantages may be 
observed in almost every community. Its popu- 
larity is increasing. 

Some sources claim that basementless houses 
comprise 30 per cent of today’s residential con- 
struction. Few heating men can work up much 
enthusiasm for the basementless house and fewer 
would advocate it. But it must be heated com- 
fortably despite any dislikes. The ranch house 
with a slab has already become established in 
contemporary American architecture. It is no 
longer a passing fancy. The American housewife 
has accented it and warm air heating contractors 
are finding problems in heating it comfortably. 

Formal scientific research into heating base- 
mentless houses has been delayed too long and 
will be too late to meet the urgent need for an 
approved method of heating design. Design based 
on study of published data and corrected from 
experience is the sole alternative for meeting this 
need now. 
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ABOR legislation promises to be the principal topic 
4 of news emanating from Washington for some time 
to come. Debates on the various bills began during the 
last week in April, with discussion of the new Wood 
bill, H.R. 4290; the Lesinski bill, H.R. 2032; and the 
original Wood bill, H.R. 3228; and others will undoubt- 
edly be introduced before the fight begins. The Rules 
Committee has given the green light for eight hours of 
debate, and for the introduction of amendments. It is 
the latter privilege which promises to keep this debate 
going interminably. Usually the House managers keep 
such tight control on debatable subjects that there are 
no debates. A friend of mine in the Senate says the 
last open forum left on earth is the U.S. Senate, where 
the Senators may still filibuster. He honestly and sin- 
cerely defends the right to filibuster because he thinks 
if that right is once put under tight control there will 
be no place left in the Western world where men and 
women may really get up and discuss legislation and 
other subjects of vital importance. There is no such 
thing as free debate in the House, unless the debate is 
permitted by the House managers through the House 
Rules Committee. 


AFL Opposes Wood Bill 


In this business of the pending labor legislation, it is 
very much to the interest of the Administration group 
to encourage debate. It will please the organized labor 
groups, and most of the friends of the Administration. 
Also it is good strategy; it is hoped that it will help 
the Administration forces to come out of the fight vic- 
torious over the combination of Republicans and 
Southern Democrats who are supporting the so-called 
Wood bill—‘‘so-called” because Representative Wood 
had nothing to do with the writing of it. Just before 
the Easter holidays, the Republicans and Southern 
Democrats put on a sort of cloak and dagger perform- 
ance behind deeply guarded and locked doors, in an 
atmosphere of whispered conferences, and, as a result, 
announced that they had a safe margin of 30 votes to 
pass the new Wood bill, which they wrote while Repre- 
sentative Wood was absent on a vacation, and which 
they handed to him to substitute for his earlier bill 
when he returned to the Capital a day or two before 
Easter. The new Wood bill is generally regarded as a 
reincarnation of the Taft-Hartley Law with the differ- 
ence that the American Federation of Labor regards 
it as “More vicious and more oppressive than the Taft- 
Hartley Law. Wherever the restrictions of the Taft- 
Hartley Act are loosened, such loosening for the most 
part is unimportant, while, on the other hand, the most 
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objectionable of the Taft-Hartley provisions—those 
dealing with injunctions against labor organizations— 
are considerably strengthened.” 


Anti-Administration Strength Is Doubtful 


There are bound to be so many changes and shifts 
in the prospective labor legislation, before it is finally 
enacted, that a detailed discussion of the bills here 
would be a waste of time. Both the bills in the Senate 
and in the House, however, will chiefly be useful as 
springboards, launching platforms, for debate. There 
are few observers in Washington, even fewer Congress- 
men, who do not believe the new labor law will be 
written almost word by word on the floor of the Con- 
gress during a bitter and probably intensely personal 
debate. And this correspondent, who holds no brief 
for the President, predicts that it will be found the 
President still has control over the political forces on 
the Hill and throughout the country. There seems little 
doubt, looking at the situation objectively, that Mr. 
Truman and his policies are still popular with a ma- 
jority in the United States, including the South. There 
is much wishful thinking, and much misguided report- 
ing about the situation, but it is unwise to assume he 
cannot put over the greater part of his program. When 
you get close to those who are opposed to his purposes 
you find the opposition unsure, uncertain, and bewil- 
dered, in the light of the expressed preferences 
throughout the country. The chances are that the 
members of Congress who went back home during the 
Easter holiday will return rather chastened if they had 
become anti-Administration during the first months 
of the Session, while they were exposed solely to the 
highly propagandized atmosphere of Washington. 

The Capital is sensitive to popular thought, but it is 
also easily misled by clever public relations manipula- 
tions. There are no more top-flight public relations 
specialists in any one place than there are in the 
Capital. That is why Congress is seeking to put tight 
controls on lobbyists. Bear in mind that the propa- 
gandist-lobbyist here is almost as numerous and well- 
entrenched in Government agencies themselves as in 
the 600 business, trade, commercial, social, educational, 
financial, religious, charitable, cultural, and every other 
kind of organization that maintains offices here. In 
effect the vast majority of people who hold Govern- 
ment jobs under Civil Service are instinctively and 
almost unconsciously lobbyists for something or other. 
Most immediately each and every one of them is a 
lobbyist to push his own classification up another notch 
or two so he can get more salary. That is natural and 
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human; but it is also tremendously expensive for the 
taxpayers. Is it possible that the only cure may be 
that eventually all of us must go on the public payroll 
in self-protection? Is that how socialism, or some 
other ism which spells state control, will come to us? 

The other prong of the labor legislation, the Wage- 
Hour Law revision, has been discussed here during the 
past months even more than the Taft-Hartley law. 
It is of greater importance to more industrial, com- 
mercial, farm, service, and business units than any 
other legislation. Millions of smaller, independent busi- 
ness units, retailers, wholesalers, and manufacturers, 
through their various organizations, have made an 
impressive demonstration in force to convince Congress 
that its program for revision is all wrong. This demon- 
stration was essentially spontaneous, and sprang from 
all parts of the United States. It represented all levels, 
and many different types of industrial activity. The 
hardware retailers, hardware wholesalers, manufac- 
turers of hardware and farm equipment, furniture 
makers and sellers, laundries, cleaners, dyers, linen 
supply people, automobile servicers and manufacturers, 
upholsterers, hotel and restaurant owners, lumber deal- 
ers, and many types of retailers (represented by the 
American Federation of Retailers), canners, towboat 
operators, as well as many other groups in the national 
economy, worked in combination to secure exemptions 
and to effect various modifications in the pending bill. 
It is known as H.R. 3190, and was introduced by Chair- 
man Lesinski (Dem.) of Michigan, who heads the House 
Education and Labor Committee. He is a spokesman 
for the Administration. 


Effects of Proposed Wage-Hour Revision 


The increase in the minimum wage from 40 cents 
to 75 cents per hour during the normal 40 hour week 
has been opposed by most business people primarily 
because of the resultant increase in the cost of over- 
time labor. For instance, the men employing workers 
on river towboats found that the proposed increases 
would force them to pay their lowest-rated employees 
$18 a day, which would mean that many of them would 
have to go out of business. Canners, fishermen, farmers 
have appeared here and proved that the increase and 
its effect proportionately will force them to increase 
prices to consumers. People in the cotton industry 
made a showing which very convincingly demonstrated 
that the 75 cent minimum would force some of the 
ginners, compressors, and warehousemen to reduce 
their labor force. An appallingly large number of in- 
dustries and businesses which appeared showed they 
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could scarcely survive the cost increases which would 
result from the cumulative increases in overtime pay 
on the 75 cent minimum basis. 


Coverage Would Be Expanded 


In addition to the change in hourly base pay, the 
new Wage-Hour Law would revise the exemptions in 
the present law. Under the new law, retail and service 
establishments doing a business of less than $500,000 a 
year would not be exempt. Exemption would also be 
denied to businesses whose total dollar volume includes 
more than 25 per cent non-retail transactions. There 
would be no exemption for those who do 50 per cent of 
their business in one state, or whose customers are 
located within a 50 mile radius, or who sell to buyers 
who do not purchase for resale in the same form or 
condition. The statute of limitations on back wage 
suits would be raised to four years. The Secretary of 
State would be authorized to institute back wage suits 
on behalf of employees, given power to make binding 
regulations, and given full control over the administra- 
tion of the Act. The law would apply to any business 
which employs more than 16 persons in interstate com- 
merce. The Wage-Hour Administrator and the Courts 
have extended the definition of the phrase “interstate 
commerce” to embrace such a wide and flexible field 
that virtually every business comes under the heading 
of the Act. It has a sleeper clause which many trade 
organization observers regard as dangerous: “Every 
employer shall pay to each of his employees, who is 
engaged in commerce, or in production of goods for 
commerce, and every employer who is engaged in com- 
merce or in production of goods for commerce, shall 
pay each of his employees employed in or about or in 
connection with any enterprise where he is engaged” 
the wages as required in the proposed new law. It is 
pointed out, for instance, previous Wage-Hour Admin- 
istrator interpretations might lead the new Adminis- 
trator to declare any employee who handles incoming 
shipments comes under the law and is entitled to the 
75 cents per hour minimum and overtime, doubletime, 
and premium pay, for hours in excess of the normal 40 
hours a week provided by the law. This would also 
apply to a receiving clerk or to the girl who makes out 
the check in payment of incoming supplies, used solely 
for internal needs. As a result of the increase in the 
minimum wage of lower paid workers under the new 
Act, employers would find it necessary to increase the 
wages of workers earning more than the present mini- 

(Please turn to page 177) 
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Sell Your Prospects Quality Jobs— 
Higher Profits Will Follow 


The easiest sales are the ones you have already made. If your customer 






has already decided to buy a gravity heating system, you can probably 
convince him he should have winter air conditioning more readily than 
if you began to sell the higher price job. Doing this boosts your dollar 


N A medium-sized Eastern city, there are two heating 
| contractors whose shops are within a stone’s throw 
of each other. Both are believers in advertising and 
advertise heavily. Both push lower-priced work in 
their ads in order to bring in plenty of prospects. In 
most outward respects, the selling policies of these two 
contractors are nearly identical; yet, one does a vol- 
ume that is fifty per cent larger than that of his com- 
petitor and realizes a profit percentage nearly double 
the other contractor's. 

What built this larger volume and vastly greater 
profit was a follow-through on the volume advertising 
that both contractors did in almost exactly the same 
amounts. Where one contractor was content to sell the 
lower-priced appliances and services he advertised, the 
second and more prosperous contractor followed 
through by selling quality to the customers who came 
in with price on their minds. 


Better Jobs Give Better Profits 


You do not have to be a “leader” merchandiser in 
order to realize the extra profits that selling quality 
can mean to you. In all shops, a small percentage of 
the jobs produce the greatest percentage of profit. 
These are the quality jobs on which the contractor and 
his salesmen have been able to sell customers a more 
complete job in return for a higher price. 

All of us want to buy as cheaply as possibly. Some 
contractors capitalize on this by selling low priced, low 
mark-up work and depending upon the volume to 
bring them profits. Others have learned how to sell 
the importance of quality to the customer who desires 
price. Their jobs, nine times out of ten, yield higher 
profits to the company than the low-priced work of 
contractors who rely on volume in order to make 
money. 

How can you sell quality to the customer who wants 
price? In the accumulated experience of Indoor Com- 
fort dealers who have been highly successful in selling 
quality to the customer, certain tricks, facts, angles 
and ideas stand out. Here are several of them. You 
can use these proven methods to sell quality to your 
own customers 





volume and the more dollars you take in, the more profit you can make. 


1. Most have found that a successful appeal to sell 
quality, especially over a price objection, must be 
aimed at the customer’s emotions. 

When you're selling the low price of an appliance or 
a service, you show the customer’s reasoning mind how 
much money he will save by purchasing what you 
offer. But when you are selling quality, the most suc- 
cessful appeal will usually be to his emotions. 

For example, you sell a job whose principal point is 
that it is cheap by demonstrating in logical fashion the 
inexpensiveness of the work you propose to do. You 
reason with the customer by citing the low cost and 
the fact that he is unable to match the price you have 
quoted. 

If you want to sell a higher priced job of greater 
quality to the same customer, different tactics must be 
employed. You appeal to his pride of ownership, to his 
vanity (by demonstrating the envy his friends will 
have or the pleasure of showing off such a superlative 
installation). You appeal to his love for his family by 
citing the added comfort and protection this quality 
job will give. You compare him to a wealthy man— 
that tickles his vanity. 

If you do these things and try other approaches to 
his pocket book that go through his heart rather than 
his reasoning mind, you will sell him the importance of 
quality work in more effective fashion than you would 
by appealing to his logical, thinking mind. 

2. Tell what the added quality will do for the cus- 
tomer. If the extra-good job you want to sell offers 
Mr. Customer added advantages, tell about these ad- 
vantages rather than telling about the quality of the 
work or the fine reputation of the appliances you pro- 
pose to install. The customer won’t care greatly about 
the impersonal quality of the higher-priced job. But 
he will care for the comfort and convenience he re- 
ceives. 

3. Pick out some one outstanding advantage that this 
higher-priced installation offers and that no competitor 
can offer your customer. Look over your job to see 
exactly how many things fit this definition. Then list 
them and study the list carefully. 
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Take a good, long look at these exclusives of the 
quality job. They are the hinges on which your most 
important selling appeal will turn. Walk around them. 
Bat them back and forth in conversations with your 
salesmen. Learn everything there is to know about the 
exclusives. 

After you’ve studied them, be sure you have broken 
down the customer’s viewpoint, digested it, and made 
it a part of your selling talk. Because the customer 
cares no more for an impersonal exclusive than he does 
for any other impersonal selling argument that is 
based upon the seller’s viewpoint rather than the 
buyer’s. 

Finally, pick out the one most important of these 
exclusives. Be sure it is not one that looks important 
from your standpoint, but rather one that will mean 
the most to your customer. 

Offer this exclusive as a clinching proof that the 
quality job you want the customer to buy will do things 
for him, and bring him satisfaction, that no other in- 
stallation obtainable can offer. Feature the one big 
argument rather than pointing out a dozen exclusives. 
A single reason-for-buying is easier to grasp than a 
dozen, and is more quickly retained in the prospect’s 
mind. 

The same clincher won’t work with every customer. 
In your preliminary chat, you’ll have gathered a pretty 
good thumbnail impression of what will work. Off this 
impression, you can pick the exclusive that is most 
likely to go over with smashing effect. 

4. Make the customer dissatisfied with lower-priced 
work. You can do this without making the bad error of 
knocking your competition or your own cheaper work 
if you are subtle. One contractor instructed his sales- 
men to do it this way: 

First, he told them to ask the customers, “Do you 
want to have this in your job? Do you want to have 
that?” Do you want to have a third advantage? Anda 
fourth? ; 

Every pointer of the higher-priced, quality work was 
enumerated, including several that seemed obvious to 
the contractor only because he was so familiar with 
them. This introductory: questioning of the customer 
served two purposes. First, it got the customer in a 
“yes” frame of mind, which is important to every 
experienced salesman. Second, it put the customer on 
record as desiring certain things. 


Selling Step-By-Step 


Then the salesman elaborated on each point, taking 
them up one at a time and showing the customer the 
value of each thing he had already put himself on 
record as desiring. This served to intensify his new- 
found need for the things that only the quality job 
selling for a higher price offered him. 

Finally, the salesman paraded out his entire selling 
talk for the higher installation. When he got around 
to the price, he was ready to meet the customer’s price 
objections, if any cropped up in spite of the selling job 
he had done, by showing the customer that only the 
quality job offered him the advantages the customer 
had said he wanted. 

Thus by skillful inference, the salesmen were able to 
make customers dissatisfied with cheap work because 
it did not offer them certain advantages. In the 
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process, the salesmen were careful not to knock their 
competitors’ work, nor did they necessarily low-rate 
cheaper installations that the company itself was 
ready to do. 

5. Bring in the price as a last factor. A mistake 
many salesmen of quality goods make is quoting the 
price too soon. Until the customer is sold on the bene- 
fits which quality work can bring him, he is not ready 
to hear the price of a quality job. After he has been 
made to desire all the advantages, he is an easy mark 
for a price quotation. Before that point, it is suicidal 
to the sale to quote a price on quality, especially if you 
know that the customer wants his work for a price. 

A trick that many successful contractors use is to 
first quote the price in terms of satisfaction, then bring 
in a dollar figure. If the price you quote represents 
some 5 per cent of the figure your customer is spend- 
ing for overall building or remodeling, tell him that to 
procure all the advantages you have sold him will cost 
him just 5 per cent of what he is spending. Then, and 
only then, bring in the dollar price. Your customer 
will have already been made to see the small sum he 
spends for comfort as compared to a larger overall 
figure. 

6. A final trick is to compare your price for quality 
work to the price an automobile dealer charges for a 
Buick, and the price another dealer charges for a 
Chevrolet. Both are good cars. Yet there is a difference 
in the quality of the two automobiles, and consequent- 
ly in the satisfaction each will give to its owner, that 
makes the added cost of a Buick well worthwhile to 
the man able to afford a finer automobile. 


Examples Are Numerous 


Such a selling simile need not be tied around auto- 
mobile prices. You can tie it to anything, the difference 
between building a home with brick and building it out 
of wood. Or the difference between spending ten cents 
to see a “B” Western movie and spending $2.00 to see a 
road show of the picture of the year. It is a good idea, 
if you’re using a selling simile, to choose one that will 
be within the experience of your customer. If you know 
he drives a Buick, then the automobile simile is ex- 
cellent. If he lives In an expensive home, compare 
house-building prices. Comparisons can be found in 
almost any field of human experience. Try to pick one 
that fits your customer and you will drive home your 
point with more emphasis. 

These are six tricks and angles that Indoor Comfort 
dealers all over the country have found to be effective 
quality sellers. Others may suggest themselves to you. 
If you use these and supplement them with ideas that 
your own experience brings to the front, you’ll find that 
you are able to close many more quality sales. 

Selling quality to the customer who wants price 
means that your volume jumps without your making 
any more sales. And more important—quality work 
puts bigger profits in your pocket. It also makes an 
enduring customer friend, because the customer who is 
dissatisfied with the inexpensive job soon forgets that 
he himself demanded price work. He only remembers 
that you did a bad job (in his opinion). The quality 
customer also forgets the price; but he remembers the 
enduring satisfaction that you gave him. He is likely 
to be a permanent booster thereafter. 
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NEWS SUMMARY 


Steel Output Breaks First Quarter Records 


THE RECORD PRODUCTION OF STEEL in the first quarter 
of this year was equal to annual output of over 1300 
pounds of raw steel for each person in the United 
States, an increase of almost 8 per cent over 1948 per 
capita output and more than 50 per cent over a decade 
ago the American Iron & Steel Institute recently an- 
nounced. 

As previously indicated by the Institute, the new 
monthly record output of 8,388,965 net tons of ingots 
and steel for castings in March brought the total for 
the first three months of 1949 to 24,530,181 tons, 9 per 
cent higher than a year earlier and more than half 
the average annual output of the 1920’s. Continued 
production at the March rate averaging nearly 1,894,000 
tons a week would make an annual total of over 98,- 
000,000 tons of steel, an increase of 10,000,000 tons over 
1948 output. 


Steel Allocations Revised 


A SUBSTANTIAL REVISION of steel allocations was made 
under the voluntary agreements program by Secretary 
of Commerce Charles Sawyer. A total of 272,244 tons 
of steel products will be made available under the 
program during the month of July as compared with 
442.415 tons allocated for June deliveries. The revised 
allocations were recommended by the Office of Industry 
Cooperation at a meeting of the Steel Products Advis- 
ory Committee with Secretary Sawyer and other gov- 
ernment officials. Affecting this industry is the alloca- 
tion of 9,000 tons of galvanized sheet (28 ga. and 
lighter) which will be made available monthly from 
July through September for the production of furnace 
pipe fittings and duct work. The original plan of allo- 
cations had covered the manufacture of warm air fur- 
naces in addition to other related products and during 
the second quarter of this year provided 26,400 tons of 
various types of sheet steel monthly. Previously the 
plan did not provide for any allocations to be made 
beyond June 30. 


Relief for Gas Loads 


AT THE EASTERN Natural Gas Regional Sales Confer- 
ence held in Pittsburgh, two new developments were 
offered to the utility representatives in attendance as a 
means to level off peak loads. Gas house-heating loads 
have always presented an economic problem to the 
industry because of the peak demand on production 
facilities during brief periods. 

Marvin Smith, Muncie Gear Works, reported on the 
progress made with gas heat pumps which now have 
been installed in homes and in commercial outlets. By 
extracting heat for homes and business buildings from 
surrounding earth or water in winter months and 
withdrawing heat from interior atmospheres and re- 
turning it to these natural sources in summer months, 
utilities are offered an opportunity for balanced loads 
throughout the year. 
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OF THE MONTH 


C. C. Young, the Gas Service Company, informed the 
conference of the possibilities of shaving peak loads 
offered by the new combination gas and oil burner 
developed by his research organization in cooperation 
with the Midwest Research Institute. 


Oil Heat Industry Goes to Boston 


ALL INDICATIONS ARE THAT ATTENDANCE and interest 
will break all records for the Oil-Heat Institute of 
America convention and the National Oil Heat Ex- 
position, opening in Boston on May 16 and running 
through May 20. This is the 26th annual convention 
of the OHI and plans have been completed to make 
the sessions outstanding for their timeliness and im- 
portance to those in attendance. 

The general theme underlying all activities of the 
OHI has been a belief that the time has come to boost 
the selling effort for oil heat to a new peak; that the 
oil is available and it is just a matter of salesmanship 
now. 


1948 Building Material Production 


MORE BUILDING MATERIALS WERE PRODUCED IN 1948 than 
during any previous year on record, the Department 
of Commerce reported. 

On the basis of preliminary totals for the year, the 
Department’s 1948 Composite Index of Production for 
Selected Construction Materials shows an increase of 
some 5 per cent over 1947, the previous record year. 

According to the February Industry Report on Con- 
struction and Construction Materials, the 1948 gains 
over 1947 were shared by almost all of the Index’s 20 
component materials. Exceptions were: asphalt pre- 
pared roofing, range boilers, warm air furnaces, and 
structural tile. 

For five of the materials included in the index— 
cement, soil pipe, softwood plywood, gypsum board, 
gypsum lath and asphalt siding and felts—1948 pro- 
duction was the highest ever recorded. Three others— 
hardwood flooring, wire nails and clay sewer pipe— 
reached their highest output levels since the 1920's. 


NAFM Elects Officers 


AT THE THIRTY-SECOND ANNUAL MEETING of the Na- 
tional Association of Fan Manufacturers, held at Hot 
Springs, Virginia, March 3-4, 1949, the following officers 
were elected for the ensuing year: 


Edgar F. Wendt President 
R. A. Wasson 


L. O. Monroe 


Vice President 


Secretary-Treasurer 


Mr. Wendt is president of the Buffalo Forge Co., 
Buffalo, New York and Mr. Wasson is vice president 
and general manager of the Clarage Fan Co., Kalama- 
zoo, Michigan. 

(News Summary is continued on page 80) 
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National Warm Air Heating & Air Conditioning 
Association Says —'49 Is Selling Time!” 





J. T. Meek 


LANNING its program around the slogan “’49 Is 

Selling Time” the National Warm Air Heating and 
Air Conditioning Association will hold its mid-year 
convention at the Edgewater Beach Hotel, Chicago, 
Illinois, Tuesday and Wednesday, June 21st and 22nd. 

The business session of the convention will feature 
selling today and sales problems to be faced in the 
future. 

Realizing the need to spur selling in today’s com- 
petitive market, the program committee, composed of 
H. C. Gurney, Chicago representative, Surface Com- 
bustion Corp., and John E. Peterson, editor of AMERICAN 
ARTISAN, are keying the speeches and technical reports 
around sales. 

J. T. (Joe) Meek, executive secretary of the Illinois 
Association of Retail Grocers, well-known lecturer and 
authority on current economic status, will speak at the 
noon luncheon Wednesday. The subject of Mr. Meek’s 
talk will be “The Chips Are Down in ’49.” 

Mr. Meek has been an active figure in trade associa- 
tion work for twenty years and has gained a fine repu- 
tation as an inspiring speaker. For many years he was 
editor of the Illinois Journal of Commerce and left his 
post on that publication to join the Illinois Federation 
of Retail Associations as executive secretary. This 
organization has devoted its major efforts to securing 
recognition of the vital importance of distribution in 
the economic and community life of the state and 
country. 

Mr. Meek has averaged about three speaking en- 
gagements a week for the last twenty years and the 
message he presents to most audiences is concerned 
with an analysis of current issues affecting our eco- 
nomic strata and indicates to the individual how he, 
through his association, can best serve his country, his 
customers and himself. 

Sales Promotion will be discussed by Ralph Town, of 
the Rheem Manufacturing Co., and L. S. Redford, vice 
president of Jackson and Church Co., will point out the 
marketing opportunities for warm air heating in com- 
mercial and industrial applications. 

Carl Lans, director of Technical Services department 
of the National Association of Home Builders, will ex- 


AMERICAN ARTISAN, May, 1949 
MANAGEMENT SECTION 


Taking sales as its general theme the association has set up a program 

which should be of intense interest to all those who attend the June meeting 

in Chicago. The actual business of the convention is worth the trip, but 
the afternoons of recreation will be welcome, too. 


plain the builder’s problems in relation to low-cost 
housing. His talk will open more sales possibilities to 
the warm air heating industry in relation to the cur- 
rent drive for low-cost housing by the Government. 

The principal objective of the department headed by 
Mr. Lans is to develop the economy house which is 
being sponsored by his association. This house is not a 
fixed model but varies with geographical localities and 
is the answer of private home builders to the wide- 
spread demand for low-cost housing. Mr. Lans is gath- 
ering all available data on this project in order to 
coordinate it and make it available to all private 
builders. Mr. Lans is a registered architect and he 
joined the Department of Agriculture in 1936, working 
there until 1938 at which time he transferred to the 
Federal Housing Administration. He left the FHA to 
take on the task he is now engaged in. 


Research—Past and Future 


R. W. Roose, special research associate in mechanical 
engineering, University of Illinois, rounds out the sales 
information by discussing plans for the new Research 
Residence No. 3, currently being built to test warm air 
heating equipment in low-cost houses with concrete 
slab floors. His talk will be entitled “An Eye to the 
Future.” 

Speaking on recent developments in the association- 
sponsored research program at the University of Illi- 
nois, will be M. E. Childs, who will report on “Ceiling 
Panel Heating versus Conventional Forced Warm Air 
Heating in the Research Residence With Unheated 
Basement.” N. A. Buckley, also of the University of 
Illinois, will speak on “Balance of a Forced Warm Air 
Heating System With Variable Air Quantities.” 


Committee Reports 

Semi-annual reports of the association’s committee 
activities will be presented by the various committee 
chairmen. F. L. Meyer, president of the Meyer Furnace 
Co., chairman of the Research Advisory Committee, 
will report on the action of that committee, and W. D. 
Redrup will report on the activities of the Installations 
Codes Committee, in the preparation of the new edi- 
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tion of Manual #9 and the new Continuous Air Circu- 
lation short form. 

M. I. Levy, president of the Viking Air Conditioning 
Corp., chairman of the Publicity and Merchandising 
Committee, will tell of the growth of dealer member- 
ship and the accomplishments and future plans of the 
Consumer Publicity Department. C. W. Nessell, chair- 
man of the Low Cost Housing Heating Committee, will 
make a report on the investigations of his committee. 

Lorin G. Miller, dean of engineering, Michigan State 
College, will report on the activities of the Technical 
Education Committee. Speaking on the association’s 
dealer training program during the current Indoor 
Comfort Conference schedule will be Guy A. Voorhees, 
application engineering director of the association. 

With the afternoons devoted to fun, the Chicago 
Convention Committee, composed of T. Reid Mackin, 
manager, International Heater Co.; C. E. Price, man- 
ager, AMERICAN ARTISAN; E. C. Carter, editor, Snips 
Magazine; Ralph.King, manager, Armstrong Co.; and 
Grant Wilson, president Grant Wilson, Inc., have ar- 
ranged for a golf tournament on the afternoon of 
Tuesday, June 2l1st, with racing, bathing and other 
recreational facilities available for non-golfers. 

Those who plan to attend are urged to recognize that 
the convention comes at the beginning of the hotel’s 
busy season, and should, therefore, make their reser- 
vations at once. 


N.L.R.B. Takes Construction Jurisdiction 

THE NATIONAL LABOR RELATIONS Boarp recently ruled 
that an illegal secondary boycott against an electrical 
sub-contractor doing a $325 wiring job on a $15,200 
dwelling house, comes within its jurisdiction under the 
Labor Management Relations Act. Accordingly, the 
Board ordered Local 501 of the AFL Electrical Workers 
Union of Mt. Vernon, N. Y. and its Business Agent, 
William Patterson, to stop “picketing or related con- 
duct” which would encourage employees of any em- 
ployer to take action aimed at compelling their em- 
ployer to cease doing business with Samuel Langer, 
Port Chester, N. Y., non-union electrical contractor. 

The Board order was signed by three of the five 
members, chairman Paul Herzog and members James J. 
Reynolds, Jr. and J. Copeland Gray. Members John 
M. Houston and Abe Murdock dissented, stating “we 
believe the operations involved in this case constitute 
an essentially local enterprise with only the most re- 
mote effect upon commerce, consequently, we do not 
desire to exercise our discretion to assert jurisdiction.” 

In another case involving the construction industry 
the board refused to take jurisdiction, expressing the 
view that the operations of the contractor were essen- 
tially local in character and a labor dispute disrupting 
these operations could have only a very remote and 
unsubstantial effect on commerce. The case involved 
Walter Mentzer, a plastering contractor doing a gross 
volume of $33,000 a year and Local 31 of the AFL 
Plasterer’s union in Pittsburgh, Pennsylvania. George 
E. Wochley brought suit against the contractor and 
union claiming he was discharged under an illegal 
closed shop agreement. The opinion of the board held 
that even though the charges against the union and 
the contractor might be proven, still a labor dispute 
involving the contractor would have so little effect on 
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interstate commerce that it was not a logical case in 
which the board should exercise jurisdiction. 


Warm Air Furnace Shipments 

JANUARY SHIPMENTS OF 31,768 WARM AIR FURNACES were 
down 38 per cent from the 51,163 units shipped in the 
previous month. There were 13,304 solid fuel furnaces 
shipped during the month and 9,672 oil fired units. 
Gas fired furnaces accounted for 8,792 of the month’s 
total shipments. The inventory of warm air furnaces 
remaining at the end of the month was 97,785 units as 
against 84,545 at the end of the preceding month. 
These figures are supplied by the Bureau of the Census 
of the Department of Commerce. 


National Home Show 

ONE OF THE LARGEST SHOWS of its kind the 1949 
National Home and Building Exposition will open in 
the Pan-Pacific Auditorium, Los Angeles, on June 2 and 
continue through June 12. 

The show will be launched with a one-day Construc- 
tion Industries Conference, devoted exclusively to 
members of the building trade, scheduled for June 1, 
the day preceding the show’s opening to the general 
public. Morning sessions of the day-long meeting will 
be devoted to a program of talks, reports and discus- 
sions by outstanding national industry experts who 
will take up problems of vital interest to the trades 
people. This program will be followed by a private 
viewing of the show and the model homes, restricted to 
members of the thirteen southern California trade 
associations which annually present the exposition. 

Two model homes (mentioned above) are being con- 
structed for the show and they will be given away on 
the last night of the exposition. Another feature of 
this year’s event is a demonstration by students of a 
local trade school of what they are learning in the 
various construction trades that they are studying. 


Aluminum Wrought Products 

SHIPMENTS OF ALUMINUM WROUGHT PRODUCTS, continu- 
ing the downward trend which started in November, 
1948, totaled 119 million pounds in January, 1949, lower 
than for any month since September, 1947, when ship- 
ments were approximately the same. These figures 
are from the report of the Bureau of the Census, 
Department of Commerce. The decrease in shipments 
during January was accounted for principally by lower 
shipments of plate, sheet and strip, which totaled 90 
million pounds, about 5 per cent lower than the 94 
million pounds shipped in December. 


PFMA Elects Officers 


AT THE TENTH ANNUAL MEETING Of the Propeller Fan 
Manufacturer’s Association, held at Atlanta, Georgia, 
February 16-17, 1949, the following officers were elected 
for the ensuing year: 

President 
Lyman C. Reed Vice President 
L. O. Monroe Secretary-Treasurer 

Mr. Holt is manager of Fan Merchandise and Stand- 
ard Apparatus Department of the Buffalo Forge Com- 
pany, Buffalo, New York and Mr. Reed is president of 
the Reed Unit-Fans, Inc., New Orleans, Louisiana. 

(To page 86) 
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Simplified Bookkeeping System 
For Heating & Sheet Metal Contractors 


ARTHUR ROBERTS 
Pompton Lakes, New Jersey 


Here is the first of a new series on bookkeeping for the businesses in 

our industry, developed by a man who is familiar with the problems 

that are encountered in it. This article deals with the subject of the 
cash taken in and how it is accounted for. 


HE history of accounting in this country can be 

sketched in a few words. Years ago the business- 
man used a spindle system. A transaction was scrawled 
on a bit of paper and impaled on a spindle on an office 
desk or clipped to a clipboard hanging on the wall. 
In time, progressive businessmen decided to scrap the 
spindle system and use a bound book that provided a 
more systematic record of the transactions. They listed 
each transaction with one entry, and so, they called it 
the “Single Entry System.” It was just a diary of the 
business transactions handled. It wasn’t an adequate 
accounting system because, to provide accurate figures 
on income and finances, each transaction must have 
two entries. Why? Each transaction has two sides, so 
to speak. In barter, you give something and get some- 
thing in return. To reflect this duality, the double- 
entry system was evolved, and it is still in use, debiting 
or charging one account and crediting another on each 
transaction. 


System Must Fit Business 


The double-entry system is flexible. The principle is 
the same whether the accounts are kept for a big steel 
mill or a warm air heating and sheet metal contractor, 
but the system itself may be involved or simple. The 
first requisite is to make the system fit the business. 
Never make a business fit the system. If you do, trouble 
will result. 

A large business will use a system that requires more 
books and more paper work than a small business. 
A large-volume contractor always has a bookkeeper 
and usually an auditor to keep his accounts in good 
shape. The small and moderately-sized contractor who 
keeps his own books, who sometimes keeps his records 
in his hat, who has a clerk who doubles in office work 
and bookkeeping, whose wife or daughter keeps the 
books in her spare time, and who dispenses with an 
audit, often falls down on his accounting work. It is 
for this type of operator that we have arranged this 
series. The procedure we will follow is to explain and 
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visualize the recordings of business transactéons cover- 
ing the elements of barter common to this field. Once 
the basic principles are understood, the reader can 
select, devise and supervise an adequate system to fit 
his business. 

When the double-entry system was first developed, 
the same routine was considered standard for all busi- 
nessmen, regardless of volume. The books required 
were: 

Cash Receipts Journal. 

Cash Disbursements Journal. 

Sales Register. 

Purchase Register. 

General Journal for miscellaneous transactions. 

General Ledger for income accounts, assets, etc. 

Accounts Receivable Ledger (money due from cus- 
tomers). 

Accounts Payable Ledger (money due to suppliers). 

This meant a lot of books and book work for the 
contractor and it was one reason why many in this 
industry eschewed bookkeeping for a long time, in fact, 
too many still side-track it for the same reason. The 
systems they are using were installed years ago, are 
too complex and should be simplified. About a dozen 
years ago, a simplified double-entry system was evolved. 
It eliminated many of the afore-mentioned books, com- 
bining all transactions in two books, a consolidated 
journal and a consolidated ledger. 


A Two-Book System 


The majority of small and moderately-sized busi- 
nesses in this industry can use a two-book system 
advantageously. The format of the consolidated jour- 
nal is varied but the principle is the same in all cases. 
The columns are arranged in a different way. There 
are probably twenty or twenty-five different columnar 
arrangements in the consolidated journal. In this 
series, we will break down the arrangement of the 
consolidated journal into its simple components so that 
the reader has a basic understanding of the process. 
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The ledger used in connection with the consolidated 
journal hasn’t changed. The ledger sheets in the sta- 
tionery store today are about the same as those pub- 
lished when double-entry first came upon the business 
scene. The big steel mill can use the same type ledger 
sheet used by the Indoor Comfort dealer or sheet metal 
contractor. In other words, the ledger sheet and post- 
ing procedure is fairly well standardized. The journal 
is the book that has been changed and simplified. In 
fact, some systems eliminate the ledger and operate 
effectively with only the consolidated journal and 
auxiliary sheets at the back of this book for summariz- 


ing. 


Cash Sales Simple 

We would advocate the one-book system for the 
merchant who sells over-counter goods for cash only. 
Obviously, he need not keep a record of customer 
accounts or accounts due suppliers, assuming that he 
pays cash for what he buys. But, in a typical business 
operation in this industry the transactions are more 
involved, hence, the books should reflect the more 
complex system of barter. Even a contractor doing a 
small volume may buy on open account, sell on open 
account or installments, sell goods over the counter for 
cash or install a furnace with an oil burner on credit, 
so his books must combine every element of manufac- 
turing and merchandising. This is why the cash grocer 
has an easier time keeping books than the Indoor 
Comfort dealer, who must make a time, materials, 
overhead and net profit computation on each installa- 
tion, recording job costs accurately and then tying 
these costs into his financial recordings. All merchants 
figure overhead expense and net profit in their prices, 
but it is a blanket calculation on the total volume sold 
and not on each individual sale. In view of the complex 
nature of the business done by members of this indus- 
try, we advise against a one-book system, but advocate 


a two-book system for the small operator. When he 
graduates to a larger volume he can enlarge his system 
as required. 

The first consideration is the cash receipts journal. 
Cash is the end-result of all transactions, hence, it is 
essential that you record your incoming cash accur- 
ately. Many members of this industry, strange as it 
seems, slip up on the recording of incoming cash. Fol- 
low a few simple rules and you will assure accuracy. 
First, see that the cash is entered the day it is received 
with the source from which received, then, deposit it 
in the bank to the penny. If you dip into the incoming 
cash to pay out money for any reason, you can still 
keep an accurate set of books, but it will increase 
paperwork, and in the event of a discrepancy, make it 
more difficult to check back. The latter is important 
because errors will creep into the best systems with the 
best bookkeepers. The less chance you give errors to 
plague you, the less work, the greater accuracy. 

If you deposit incoming cash in the bank as re- 
ceived, to the penny, your bank statement is a check 
on daily receipts. The bank audits your cash account 
without charge. Banks usually close around mid-after- 
noon before the business day is over and all cash taken 
in, and so, the usual practice is to deposit today’s re- 
ceipts the following day. 

If you sell only for cash, you would increase your 
cash account with each sale and reduce your inventory. 
If you sold only one item or line, you would have only 
one entry a day, “Store sales—$125,” a debit to the cash 
account, a credit to sales, two entries for the transac- 
tion. Your cash receipts journal would require only 
these columns: 


Merchandise Bank 
deposit 


Received Cash 
Date from received sales 


May 10 Store sales $125 $125 $125 
At the end of each month, when all books should be 


May Consolidated 


1949 
Job 
Date Received from No. 
10 Store sales 
lst National Bank 
Central State Bank 
J. Salvage Co. 
Alfred Johnson 
J. Daly 
Store sales 
Store sales—merchandise 
Store sales—service 
Store sales 
Peter Sims 
Totals for month 


Monthly summary of journal entries 


Debits 
Cash received 2455.00 
Discounts allowed 10.00 


$2465.00 


Debit Debit 
Cash Discount Bank 
Received Allowed Deposits 


125.00 
1000.00 
40.00 
20.00 
200.00 
25.00 — 1410.00 
196.00 196.00 
294.00 
15.00 309.00 
55.00 
485.00 540.00 
$2455.00 10.00 2455.00 


(Cash received and bank deposits 
should agree to the penny—daily and 
monthly) 
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balanced, you total the “Cash received” column and 
the “Merchandise sales” column and transfer these 
totals to the ledger accounts, “Cash” and “Sales.” 
These transfers to the ledger are called “postings.” 
Your ledger then tells you how much cash you took in 
during the month, the monthly sales, the cash income 
increases your bank account, the sales reduce your 
stock or inventory account. This is accurate double- 
entry bookkeeping, but it’s very simple because the 
transactions are the simple exchange variety. 

But, suppose you give cash discounts to some cus- 
tomers, collect a sales tax, borrow $1,000 from the bank 
and add it to your cash, receive rent for part of your 
garage leased to another merchant, sell some scrap for 
$20, collect on a customer account for a furnace in- 
stallation, or a customer pays an installment on a 
time-payment sale, suppose you get cash for repair 
jobs as well as merchandise, then you must add more 
columns to the consolidated journal, heading these col- 
umns with the names of the accounts to which you 
charge or credit the amounts entered. This could be 
done very simply by adding one column headed “Other 
receipts” to the previous columnar set-up: to wit: 


Received Cash Merchandise Other 


Date from received sales 





receipts deposits Explanation 


entries under “Other receipts” each month, summariz- 
ing them and then posting. 

The completed sample ledger pages (below) shown 
here would cover a dealer selling service, installation 
and over-counter goods for cash and credit, giving 
cash discounts, collecting sales tax and receiving mis- 
cellaneous income of one kind or another not. directly 
connected with the sale of goods or service. If the 
dealer sells window fans, installs furnaces with or 
without automatic heat, sells damper regulators and 
other accessories over the counter, he may want to 
break down his sales, which would require additional 
columns for the different lines handled, but this will be 
covered in a subsequent article. Departmentalization 
can be spliced into the journal layout or recorded on 
auxiliary forms. 

In this article we have shown how the incoming cash 
is recorded. In subsequent articles, we will discuss in- 
dividually the procedures for recording cash disburse- 
ments, sales, purchases, auxiliary records, the ledger 
and the compilation of business statements. By break- 
ing down the bookkeeping operations, giving the basic 


Bank 


A further extension of this set- 


May 10 Store sales.......... $125 $125 . ; 
<0 Pee 25 $25 Garage rent up secuits in the jeune! shows 
J. Salvage Co....... 20 20 Scrap sold eetow 
Central State Bank. 40 40 $210 Interest 


At the end of each month the other receipts are 
totaled for each classification and posted to the ledger 
accounts, but the better way is to add special columns 
for those entries that occur frequently throughout the 
month. For example, it saves bookwork to have a 
special column for “Sales Tax” in which the book- 
keeper can enter the day’s tax as received and total the 
column monthly instead of picking out the unclassified 


principles of procedure for each sub-division instead of 
the over-all accounting routine, we believe it is possible 
to acquire a better basic understanding of accounting, 
that you can then visualize the routine and its opera- 
tions with maximum clarity when we finally combine 
the various elements on one consolidated journal sheet 
covering cash receipts and disbursements, sales, ac- 
(Please turn to page 180) 
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Journal 
Credit , Credit Credit Credit Credit 
Merchandise Service Accounts Sales Other Explanation 
sales sales Receivable Tax Receipts 
122.50 2.50 yey 
1000.00 Bank loan 
40.00 Interest 
20.00 Scrap 
200.00 
25.00 Garage rent 
196.08 3.92 
294.12 5.88 
15.00 
53.90 1.10 
485.00 
Totals 666.60 15.00 685.00 13.40 1085.00 
, Credits With the exception of “Other receipts,” 
ae yn sales —— only the summarized totals are posted to 
ervice sales . 
Accounts receivable 685.00 the ledger at the end of each month. 
Sales tax 13.40 “Other receipts” are posted individually. 
Other receipts __ 1085.00 To clarify irregular entries the column 
$2465.00 headed “Explanation” may be used. 
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M. J. McKee presents the story 


A Potent Sales Tool—The Survey 


B. J. SPITZKA 
President 
Comfort Products Corp. 


One of the most effective ways to find out the sales potential of a 

territory is to survey it for units in use. This article tells how such a 

survey can be used to direct the sales effort at the logical and most 
likely prospects. 


N ORDER to secure valuable information about a 

sales territory, and also to encourage our distributors 
and dealers in specific areas to do likewise, Comfort 
Products set about to make a survey of the concen- 
trated business area of Denton, Texas. We chose Denton 
because its climate is favorable to the use of evapora- 
tive coolers and because its size, location, industries 
and problems are similar to many other cities. We 
decided to concentrate the survey in the business area 
proper, for best comparison with other similar areas. 


Step by Step 
The first step the two men who were assigned to the 
project took was to secure a plat of Denton from the 
City Hall. The area to be studied was blocked out. 
Then door by door, block by block, the team called 
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upon each business establishment in the given area, 
numbering each and recording pertinent information 
as to the type of business and the type of cooling, if 
any, in use. 


Cooling Percentage Low 
The tedious procedure brought out surprising infor- 
mation. Of the 109 firms in the section under scrutiny, 
the survey showed that only 25 had cooling equipment 
of any kind. We, too, discovered that 4504 residential 
electrical meters were in use in the city. As we men- 
tally totaled the number of evaporative cooling units 
this one city alone could well use we realized how this, 
and other communities, offered a tremendous sales 

potential in the air conditioning field. 
In order to present this selling ammunition to the 
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men in the field we incorporated the findings of the 
survey, complete with chart, in one of the sales manuals 
prepared for sales use this year. For use in show dis- 
play booths and sales meetings a large blowup was 
done in color. As a supplement to the chart, we pre- 
sented in sales meetings, figures showing the numbers 
of various sizes of evaporative coolers needed to cool 
the central business district of Denton alone. We 
pointed out to our dealers that if only 10 per cent of 
those business firms were sold, the resulting sales 
would be beyond their fondest dreams. 

The information thus brought out in the survey met 
with interest and enthusiasm wherever we told the 
story. It proves that not only do we need to know our 





territory, analyze the findings and present the facts 
intelligently and interestingly but that we still Have To 
MAKE THE CALLS. 


Anyone Can Survey 

A survey of the type made in Denton can be made 
by any dealer in his own town or territory. Such a 
survey can be of tremendous assistance in mapping 
out a sales campaign and setting goals at which it is 
reasonable to aim. It is literally true that a contractor’s 
business volume is restricted only by his willingness 
to plan and execute an effective sales campaign. En- 
larging your list of logical prospects is a first step in 
boosting sales volume. 














7 


WALNUT 




















umm 


HICKORY 









































AUSTIN 
LOCUST 











ELM 
CEO 


al 




















( 7) 
_ a 
OAK 












































a 
i 
“i 


Ei - 
































Legend 


Insufficient fans 


SG 





AMERICAN ARTISAN, May, 1949 
MANAGEMENT SECTION 


Evaporative 
or none. 4 Cooled 


| Refrigerated 
Cooled 























rin hin 














(From page 80) 


Construction Activity Fluctuates 


RESIDENTIAL CONSTRUCTION CONTINUED ITS SEASONAL 
decline in February, the Bureau of Labor Statistics, 
U. S. Department of Labor, reported. Preliminary esti- 
mates indicate that builders started 46,000 new perma- 
nent nonfarm dwelling units last month, 4,000 under 
the estimate for January and 3,600 under the number 
started in February 1948. 

Telegraphic reports of local building permits issued 
during February pointed to the usual seasonal up- 
turn in housing starts in March. Most sections of the 
country and a majority of the larger cities reported 
increases in the number of residential permits issued 
during February. 

As indicated, the seasonal upturn in housing activity 
did come about in March when builders started 62,000 
new permanent nonfarm dwelling units. This is a gain 
of 16,000 units over February but is 14,400 under the 
number started in March, 1948. 

For the first quarter of 1949 nonfarm housebuilding 
totaled 158,000 units, which is 22,000 under the number 
started in the same months of 1948. Publicly-financed 
housing accounted for 9,500 of the 1949 first quarter 
starts, as compared with 2,300 for the same period in 
1948. f 

In the three full years since the end of the war close 
to 2.5 million (2,450,000) new permanent non-farm 
dwelling units have been put under construction. The 
average construction cost (excluding land costs and 
builders’ profits) of all privately financed single family 
houses rose 43 per cent between 1946 and 1948 to $7875. 
This increase takes into account not only the rise in 
costs of materials, labor and other costs, but also 
changes in the type of houses being built. 


Canadian International Trade Fair 


LAST YEAR THE CiITy OF TORONTO was the scene of 
the first international trade fair held on the continent 
of North America. It was such a remarkable success 
that another fair has been scheduled at the same Ex- 
hibition Grounds in Toronto from May 30 to June 10. 
The purpose of this trade fair is to give the average 
business man a chance to meet men from all parts of 
the world who are in the same type of business and 
have the same problems. 

The primary purpose of the fair is buying and selling 
and there will be no exhibits which are there merely 
for prestige. Entertainment is not planned and the 
event can be summed up as a world marketplace on 
a grand scale. 

In the field of building materials and heating equip- 
ment there will be nine Canadian, two British and one 
Swedish firm. The Swedish firm will show a model 
house illustrating their system of warm air heating. 
The Canadian firms will display air circulation and 
conditioning equipment; oil and gas burners; furnaces 
and component parts of heating systems. 

Many building products manufactured from pressed 
steel will be exhibited as well as products of vitreous 
enameled steel. There will even be prefabricated alu- 
minum houses on display. 
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Amazing New Insulating Material 


ROBERT F’. STERLING, a chemist at the Westinghouse 
Research Laboratories in East Pittsburgh, has an- 
nounced the development of an amazing plastic foam 
which expands to 100 times its original volume, when 
baked, for use as a new insulating material. This 
development is the result of a three year search for 
an effective insulating material that will fill large areas, 
yet weigh almost nothing. 


A laboratory assistant holds up a 
piece of plastic weighting 8 Ibs. 


Lighter than some gases, the new material weighs 
from 10 to 20 times less than the meringue on a pie. 
It is resistant to fire, moisture; fungus growth, and 
insects and is low enough in cost to be practical for 
many applications. The foam is made from a synthetic 
phenolic resin, is reddish brown in color and has a 
sponge-like appearance. In describing the nature of 
this new foam, the inventor stated that it is the lightest 
solid known in the ratio of weight to volume. 

One important construction application would be as 
an insulating material for pre-fabricated metal wall 
sections. A two-inch thick layer of this material 
weighing only 300 pounds would be enough to insulate 
a complete six room house and this amount could be 
made from a 35 gallon barrel of the liquid resin. 


Scrap Drive Ends 

SECRETARY OF COMMERCE CHARLES SAWYER has re- 
quested that the Scrap Drive Committee terminate its 
iron and steel heavy scrap campaign as of May 15th, 
because of the general improvement in scrap supply. 
The campaign was launched in November, 1948 by the 
Department of Commerce in cooperation with other 
Federal agencies and industry to obtain increased sup- 
plies of scrap from industry, farms and auto wrecking 
yards during the winter and spring months of 1948-49 
when there was a critical shortage. 
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INDOOR COMFORT — IN ALL SEASONS 
FOR HOMES AND SMALL BUSINESSES 
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Pressure Vaporizing Oil Fired 
Air Conditioning Unit 






2 Pressure Vaporizing Oil Fired 
Utility Air Conditioning Unit 
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3 Pressure Vaporizing Oil Fired a 
Gravity Furnace 






























Tightening 4 screws speedily No. VA-65 
mounts the completely assembied Air Conditioning No. VH-75 No. VG-61 
factory adjusted burner in its Unit Utility Unit Gravity Furnace 
e correct position in the furnace. 76,000 Btu Output 75,100 Btu Output 60,600 Btu at Reg: ster 
Now in production. Now ready for shipment— The oil burner is mounted in place in just a few 
these 3 new Luxaire pressure vaporizing oil fired minutes because of the ingenious mounting plate 
Models. —just tighten 4 screws. 
They have all the features that “‘let-you-in” on And OIL—you don’t have to be choosy—these 
ANY housing project, where high quality, attrac- burners are Underwriters’ Laboratories approved 
tive, competitively priced equipment is the answer to burn No. 3 fuel oil as well as lighter domestic 


to the heating requirements. grades, 
Luxaire units are factory assembled, ready for 
factory 


Your Luxaire jobber has all the details. 





the installation of the factory assembled 
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Series A Series H Series CA Series O Series AC-700-F Series 700 Series C 
Gas-Fired, Stee! Gas-Fired, Stee! Gas-Fired, Cast Gun-Oi!-Fired Coal-Fired, Stee! Air Con Coal-Fired, Steel Coal-Fired, Cast tron 
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THE C-A-OLSEN TURING COMPANY 
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EATING & AIR CONDITIONING UNITS 
ELYRIA 12, OHIO 
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When the electric rate is low enough 

the heat pump can offer considerable 

sales appeal. Here are some results 
from the Pacific Northwest. 
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The photo at the left shows an exterior 
view of the house in which the heat 
pump was installed. Floor plan is below. 
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Test Results For Year's Operation 
Of Heat Pump in Seattle 


GEORGE S. SMITH 
University of Washington 


HE use of reverse cycle refrigeration as a means of 

space heating, although somewhat delayed in the 
Seattle area as compared to other parts of the North- 
west and West, at the present time is receiving con- 
siderable attention. Several installations are’ in opera- 
tion and many more are planned or are in the process 
of being installed. 


Mr. Smith is a professor in the department of electrical engineer- 
ing in Seattle, Washington. 
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About three years ago the University of Washington 
in co-operation with the Bonneville Power Adminis- 
tration, undertook a program of research on the heat 
pump. This work has already resulted in the publica- 
tion of an economic study in Technical Report No. 6 of 
the University of Washington Experiment Station 
series, and the Engineering Experiment Station is con- 
tinuing research on several other phases of this type of 
heating. 
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This is a close-up of the installation showing how compact the unit is which conditions 
the air all year around. 


One of the projects was a detailed study of the first 
commercial heat-pump installation in Seattle. The 
data from November, 1947 to November, 1948 are now 
complete and their most interesting features are pre- 
sented in this study. 


Description of House 


The house in which the equipment was set up is of 
one and one-half story design with two rooms on the 
second floor, four rooms and a bath on the first floor, 
and a full basement below. The over-all dimensions 
are 25 by 33 ft. Other dimensions are as follows: 

Cubical contents without basement.. 9710 cu ft 

Cubical contents of basement 
Floor area without basement 
Floor area of basement 


The house was previously heated by a furnace. Be- 
cause a new heating unit was needed, a heat pump was 
chosen for the replacement. Before installation of the 
new unit, the house was quite thoroughly heat insu- 
lated with 354 in. of mineral wool in the side walls and 
attic joist spaces. All outside doors were weather- 
stripped, but no stripping was used on the windows. A 
new set of air distribution ducts, complete except for 
some of the vertical risers, was installed. A small reg- 
ister supplied partial heat to the basement for drying 
clothes, etc. 


Heat Load 
The calculated heat load for the house was 40,400 
Btu per hour at a minimum outside temperature of 10 
deg F, while maintaining 70 deg F inside. The rating of 
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the 3 hp unit used is 60,000 Btu, based on conventional 
furnace rating, with an actual rated output of 48,000 
Btu. The calculated Btu per hour delivered in use 
during the test was 37,500. The rated cfm is 1200, while 
the actual cfm by measurement was between 1000 and 
1100. Temperature rise through the unit averaged 
about 48 deg. When the thermostat shut the unit off, 
the temperature in the intake and exhaust plenum 
read an average of about 118 and 70 deg. 

The heat source is a 60-ft well with a 5-in. casing. 
Normally the water level is about 20 ft above the 
bottom. During operation about 995 gal of water per 
hour are pumped against a head of about 45 ft. A 1-hp 
jet-type pump is used. A second well was drilled at a 
distance of about 25 ft from the first for returning the 
waste water to the ground, but, because of trouble due 
to sediment, was abandoned. The waste water is now 
dumped into the sewer. 

The incoming well water remained at about 52 F 
throughout the year, and the water was dumped at a 
temperature of about 49 F, though this temperature 
varied slightly during the running periods. 


Power readings on the three motors averaged as 
follows: 


3-hp compressor motor....... 3800 w 
1-hp pump motor............. 1380 w 
Ener aearerararr 384 w 


Table I shows the most important operating records 
accumulated during the year. 
As to the operating costs over the year, the electric 


Table | 


Summary of Operating Data From 
Nov., 1947 to Nov., 1948 


Kwhr 


ya 
Actual eg 
Kwhr Consumption Mean Operat- Day 
Avg ing Time per 

Total to Water Total for Outside Degree in 1000 


Month House Pump Heating Temp Days percent cu ft** 


Nov. 1633 221.8 880.3 446 625 22 0.129 
Dec. 1728 250.2 992.9 43.4 669 27 0.136 
Jan. 1983 298.7 1185.2 39.4 792 29 0.137 
Feb. 1878 281.5 1112.5 39.3 746 31 0.137 
Mar. 1583 220.6 875.9 42.7 691 21.6 0.116 
Apr. 1399 184.3 728.3 45.1 5965 18.6 0.112 
May 1018 106.3 416.7 518 409.7 104 0.093 


June* 740 35 110 63.8 84 0.120 
July 590 12 25 64.4 52 0.044 
Aug. 710 15 45 63.0 74 0.056 
Sept. 783 35 130 59.6 181 0.066 
Oct. 1159 114 431 52.4 390 0.101 
Totals 15204 1774.4 6932.8 5310.2 


* All readings discontinued except monthly watthour 
meter readings. The weather data for the remain- 
ing months were obtained from the U. S. Weather 
Bureau in Seattle. 

** The cubical contents for this factor included the 
cubical content of the two upper floors plus 1/5 of 
the cubical content of the basement, or 10,904 cu ft. 


A more general view of the basement indicates that the heat pump does not increase 
™ basement requirements at all. 
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energy cost for the year was $48.25, while the maximum 
monthly cost was $8.30 for the month of December, 
1947. These costs are based on 7 mills per Kw hr. the 
rate step for all power delivered to the house between 
200 and 2300 Kw hr. There has been no maintenance 
cost, except for a pump motor bearing which was 
damaged by water flooding into the pump pit before 
proper drainage was provided. 

During the heating season the test equipment con- 
sisted of a watthour meter to measure the total heating 
load, and a second meter to measure the pump load 
only. The pump was located in a pit outside of the 
house, thus its heating losses could not be salvaged. A 
curve-drawing wattmeter gave a continuous record of 
the total power consumption and also recorded the 
actual running time. Temperature recorders afforded 
continuous records of the following temperatures: 


The jet-type pump which operates on the original well is 
shown in this pit. 


Incoming water from well 

Outgoing water to waste 

Air in plenum to be delivered to rooms 

Return air plenum 

Outside air 

Air in the living quarters on the first floor. 
The volume of water used was measured by a carefully 
calibrated water meter. Careful check on the incoming 
and outgoing water temperatures was made by means 
of a mercury thermometer. 

The coefficient of performance of the heat pump, 
excluding the power used by the water pump, ran 
fairly constant at 2.67, while the over-all C.O.P. dropped 
to 2.0. The term, coefficient of performance may be 
defined as the ratio of the total useful heat delivered to 
the house to the heat equivalent of the electric energy 
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One example of testing and research being conducted 
on the heat pump has been provided by the General 
Electric Co., which has set up a field test program in 
cooperation with public utilities throughout the country. 
Installation will be made of heat pump test units and 
the testing program will run for one year at the end of 
which time the test model will be replaced with a com- 
mercial model heat pump or air conditioning equipment 
which can perform a comparable job. 

All pressure, temperature, electrical meters and in- 
struments will be mounted on a panel board. A camera 
will take a picture of the board periodically and also 
upon signal from a change of operation of the heat pump. 
Information will then be taken from the developed film. 

The General Electric field test model uses two three 
horsepower compressors and is designed to draw its 
primary heat from the air, with provisions for a ground 


coil or city water as a supplementary heat source. 


used by the heat pump. Thus 
Heat delivered to the house 


C.O.P. = 
Kwhr X 3414 
Each Kwhr will produce 3414 Btu when used for heat- 


ing by a resistance type of heater. The cost for heating 
by means of the heat pump at a C.O.P. of 2 would be 
half as much by electric heating. 

No difficulty was experienced in the operation of the 
unit, and adequate heat was supplied to the house at 
all times. Although the summer was an unusually cool 
one and some heat was used during every month, the 
unit was reversed for cooling on the few unusually 
warm days. Again the operation was very satisfactory 
but little data are available. 





Variety of Heat Sources 


The heat pump installations added during the sum- 
mer in and around Seattle offer a wide variety of types. 
Some are obtaining heat from the ground by means of 
buried grids of copper tubing carrying the refrigerant, 
others are using water from wells. One is using a deep 
well with a return pipe so that no water is pumped 
from the well. Some are using lake water, and a few 
are contemplating the use of water from Puget Sound. 
One is using recovered heat from a sewage disposal 
system. Thus far, in most cases, the heat is carried to 
the rooms by means of air. Studies of these various 
units during the next season or two should add greatly 
to our knowledge of the possibilities of the heat pump. 

Although the first cost of such heating units still 
runs two to three times the cost for coal or oil, the 
advantages in lower fuel costs, greater cleanliness, and 
perhaps the novelty of this method, have captured the 
interest of the public to a surprising extent. Unless too 
many serious errors in the design of such equipment 
result in failures, the heat pump seems likely to ex- 
perience an increasing popularity. 
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Crawl Spaces—Their Effect on Dwellings 


RALPH R. BRITTON 
Washington, D. C. 


This material is taken from a study published by the Housing and 

Home Finance Agency of the Federal Government. It appeared in 

Technical Bulletin No. 2, published by that agency. The problems 
posed by crawl spaces are thoroughly analyzed. 


XPERIENCE over the last several years with various 

new materials, new ways of using old materials, 
new methods of construction, new ideas in planning 
the dwelling, and a general effort to provide a better 
living unit at low cost have indicated that, in many 
instances, all factors affecting the construction are not 
given full consideration. In recent years, especially 
in war housing of a temporary nature, there has been 
a tendency to omit basements. In developing house 
plans, architects have claimed many advantages by 
having the living and sleeping areas all on one floor. 
Cost studies from an initial expenditure consideration 
often show that pier and skirting construction is pref- 
erable to that providing a basement. 


No Change for Basementless House 


It has often been observed that stock architectural 
plans for low cost dwellings are practically identical 
for a house either with or without a basement. Some- 
times the first-floor area used as a basement stairway 
is indicated as a closet where no basement is intended 
and where small houses are concerned, an addition is 
often added to the floor plan if the house is to be 
basementless. This, of course, is to compensate for the 
omission of the storage, utility and work space pro- 
vided by the basement. The author has noted, how- 
ever, that details of construction, insulation, protection 
to mechanical lines and site planning considerations, 
as well as other specification items, often fail to deal 
with certain fundamental differences between base- 
mentless houses and houses having basements. It is 
well then that we take a look into conditions as they 
exist at this time. 

In the years just prior to World War II the use of 
insulation was becoming more and more common. 
During the war, in an attempt to conserve the more 
critical materials, such as metals required to manufac- 
ture furnaces, stoves, heating ducts and controls, in- 
Sulation was used more generally. Allowable heat loss 
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in new dwellings was limited to a value in the vicinity 
of 55 or 60 Btu per sq ft of floor space per hour. This 
requirement, due to present existing fuel limitations 
and supply, seems to be destined to stay with us. It 
has meant, and still means, that many constructions 
of walls, floors, roof and ceilings have insulation added 
to them. 


Insulation Brings Trouble 


It is a known fact that with the increased use of 
insulation in dwelling construction we have experi- 
enced a comparable increase in trouble from prolonged 
condensation within various elements of the dwellings. 
Wood has rotted away, steel has corroded badly, insula- 
tion has deteriorated, and there have been many paint 
failures in outside walls. We have also experienced 
deterioration of inside plaster finish, and in some cases 
total collapse of ceilings. It is not believed that there 
are authentic records available as to the extent of such 
troubles. That does not seem necessary as it does not 
help a particular owner who has serious trouble to 
know that others also have it. 

To those who have made a study of the changing 
trends and the newer uses and combinations of old 
and new materials, it is readily apparent that the 
addition of insulation to the walls, floors, or ceiling of 
a dwelling or other structure does aggravate and en- 
courage trouble under many conditions. It is only too 
common, therefore, for the uninformed to attribute 
trouble of this nature to the use of insulation without 
due regard for other contributing causes. 

This article deals with crawl spaces. It is hoped that 
through a better understanding of the effects they 
may have on a dwelling, proper construction details 
will be encouraged and adequate treatment will be 
forthcoming when conditions indicate the necessity for 
crawl space construction. It is also hoped that with 
attention focused in the proper direction, this major 
problem in condensation control work will result in 
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scientific use of insulation and other advances in dwell- 
ing construction to the end that more and durable 
dwellings will result. 


Definition 

To those associated with multiple and single dwell- 
ings in both the public and the private housing fields, 
the term crawl space is well known. To others there 
may be a question as to what is meant by the term. 
As used in this article, “A crawl space is that enclosed 
space (or spaces) under the first floor of a building 
where there is no basement or occupancy and the first 
floor is some distance above the surface of the ground.” 
The space may be only a foot, or it may be several 
feet in height. It must be suitable for the installation 
and maintenance of mechanical lines and equipment 
when they are placed below the first floor. The walls 
enclosing the crawl space may be of masonry or they 
may be of wood siding, asbestos cement board, metal 
sheets or other similar materials supported on light 
framing. No matter what the details are, the result is 
an area enclosed within the confines of a building 
which can be a serious constant supply of moisture 
and, therefore, potential trouble. 


Background 


With full realization for some time that crawl spaces 
are a major source of potential trouble, the Housing 
and Home Finance Agency and its constituents have 
been conducting investigations into the problems of 
proper design and treatment. The investigations have 
included the following major projects: 

1. A survey was made early in 1944 of large housing 
projects, both public and private, in an endeavor 
to ascertain details of construction and planning 
which caused major problems of upkeep, manage- 
ment and cost. This survey revealed a remarkable 
unanimity of opinion among management person- 
nel that the term “crawl space” is immediately 
associated with terms such as “wetness,” “damp- 
ness,” “rotting of lumber,” “insulation fallen out of 
place,” “rusting of steel,” “freezing of water and 
return heating lines,” “rodents,” “vermin,” “musty 
odors,” and “general unhealthy conditions.” 

. A survey of War Housing Projects, both public and 
private, made late in 1945 and early in 1946 was 
another major proving ground project. Sponsored 
by the Technical Staff of the Housing and Home 
Finance Agency (then National Housing Agency) 
and participated in by representatives of the Forest 
Products Laboratory, the Division of Forest Pathol- 
ogy, and The Bureau of Plant Industry of the 
Department of Agriculture, the Federal Housing 
Administration, and the Public Housing Adminis- 
tration, (then Federal Public Housing Authority), 
the survey covered approximately 50 projects in 
Wisconsin, Illinois, Indiana, Maryland, Virginia, and 
the District of Columbia. It was for the purpose 
of obtaining experience data on war time practices 
in dwelling construction. The practices referred 
to were due to restrictions on the amount of critical 
materials such as lumber, steel, heating equipment, 
and other urgently needed material for the armed 
forces. It should be borne in mind that much of 
the construction for a five-year life and certain 


departures from past practice were justified for this 
type of construction. Some of the photographs 
reproduced herein were taken during this survey. 
They are illustrative of trouble encountered. Al- 
though some of them were taken on projects of a 
temporary nature constructed during the emer- 
gency, others were taken on permanent projects 
designed to last at least 40 years. In some cases, 
the actual construction was under the supervision 
of the housing agencies. In other cases, the con- 
struction was by private interests, and in still other 
cases, Government agencies other than housing 
supervised construction. In all cases the trouble 
and results depicted are directly associated with 
crawl space conditions and are set forth solely for 
constructive educational purposes. 


. Aspecial detailed study and survey of a large apart- 


ment development was a third major project. Early 
in 1945 the Technical Staff of the Housing and 
Home Finance Agency (then National Housing 
Agency) was asked to make an analysis and recom- 
mendations of a corrective nature on a large hous- 
ing project in an eastern city where moisture 
trouble in the roof was being experienced. The 
trouble had been current since construction was 
completed but the owners were baffled as to the 
cause. Many previous attempts to find a solution 
had failed. Specifically, the trouble was (1) exces- 
Sive corrosion of steel members in the loft spaces 
of 3-story steel and masonry flat roof buildings 
(2) total collapse of third-story suspended lath and 
plaster insulated ceilings (in less than 2 years in 
some instances) (3) excessive corrosion of mechan- 
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“TYPICAL CROSS SECTION: 
* APARTMENT PROJECT - 


Inadeguate wall ventilation 
Openings in Floor jet, continuous 


Roof ventilation misplaced unless vents 
are also in side walls above top 
ceiling floor 


Arrows indicate path of warm humid air 


DRAWING No. 1 
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ical lines and structural steel members below the 
first floors (in the crawl spaces). 

The project was composed of 72 buildings, 40 by 80 ft 
in size, three stories in height, of masonry, steel and 
concrete and considered by builder and owner to be of 
excellent construction with a 35-40 year life. Walls 
were furred and plastered. Floors were 2 in. thick dense 
stone concrete slabs on corrugated iron, 16 gauge steel 
joists and topped with 25/32 in. wood block floors in 
mastic. The flat roof was also of 2 in. dense stone 
concrete on corrugated iron sheets and similar steel 
joists covered with a built-up roof. The top of the 
roof deck was not insulated. Ceilings were suspended 
metal lath and plaster containing 4 in. mineral wool 
batt type insulation above top story ceiling only. Crawl 
spaces had ventilation in the walls to the extent of 
only about 3 per cent of generally recommended good 
practice, which in the case of these 3000 sq ft buildings 
should have been 20 sq ft. Loft spaces averaged 14 in. 
high and were ventilated only by four 8 in. round ven- 
tilators extending through the roof near the centers 
of the buildings. There were no ventilating openings 
in the walls of the loft spaces as originally built. A 
cross section of a typical building in this group is 
shown in Drawing No. 1. 

The investigation on this latter project continued 
over a period of 15 months with a few spot inspections 
periodically after the major work had been completed. 
An idea of the extent, scope, and detail of this inves- 
tigation is apparent from the following brief descrip- 
tion. The National Bureau of Standards furnished 
personnel and some equipment to instrumentize, ob- 
serve and record psychrometric data in crawl spaces, 
loft spaces and living areas of at least ten buildings. 
The Public Roads Administration made physical tests 
on soil samples and provided other information on 
soils. . ye" 

The owner of the project provided a full-time super- 
intendent and special equipment at a cost of approxi- 
mately $3,000. He also furnished labor and material to 
make alterations to ten experimental buildings in an 
effort to determine the most practical way to correct 
difficulties for the particular project. The value of the 
work furnished by the owner for research and inves- 
tigation alone is estimated between $10,000 and $15,000. 
Cost of actual repairs to all buildings were more than 
double this amount. The Housing and Home Finance 
Agency furnished supervisory and technical personnel 
with a full understanding that the owner would carry 
out recommended experimental work, implement a full 
investigation, keep records and defray all costs except 
Government personnel. 

The findings reported below in large part would not 
have been possible without this extremely cooperative 
agreement between one group representing private 
industry and the Housing Agency of the Federal Gov- 
ernment. The agreement was satisfactory in all re- 
spects and both parties profited by it. It is hoped that 
the experience gained and data developed will be help- 
ful to all designers and builders alike. 


Findings and Discussion 


The findings reported below are from the personal 
observations of the author who acted as project man- 
ager on both the war housing survey and the research 
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project, comprising the 72 apartment buildings. 

1. The ground surface of an enclosed crawl space 
can be a source of moisture which may, if not 
properly treated, result in extremely danger- 
ous conditions within the building. The fact 
should not be overlooked that this source of 
moisture is operating 24 hours per day as 
compared to other intermittent moisture-mak- 
ing operations which are of relatively short 
duration in dwelling occupancy in most cases. 
In the case of the 72-building project, reliable 
data showed that from 32 to 45 gallons of 
water were being left in certain structures 
(3000 sq ft area) in 24 hours and that most 
of this moisture came from the soil serving 
as the floor of the crawl spaces. 

2. In the case of the 72-building project men- 
tioned above, reliable observations in the crawl 
spaces showed psychrometric properties of air 
as high as the following: (a) Temperature, 
79 per cent F; (b) relative humidity, 90 per 
cent; (c) dew point, 75 per cent F. To those 
familiar with water vapor and moisture con- 
tent of air, such conditions within the confines 
of buildings and subject (through stack action 
in the winter) to distribution throughout the 
entire buildings, the potential trouble from 
such a condition is appalling. 

In the case of this 72-building project, the 
warm humid air was raised by stack action up 
through the furred spaces of the outside walls 
(See Drawing No. 1), the hollow partitions 
and the enclosures for vertical piping (shafts) , 
and condensed on the cold concrete and steel 
surfaces comprising the underside of the roof. 
(The roof was not insulated on the top and, 
therefore, presented cold under-roof surfaces.) 
Although floors were of concrete poured 
against the masonry walls, it was found that 
shrinkage allowed continuous openings about 
14 in. wide at junction of walls and floors. 

During cold nights, frost and ice accumu- 
lated on the underside of the roof deck only 
to drop off when the sun hit the high thermal 

(To page 100) 





Fig. 1 
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New York City Sets Up Ordinance 
To Control Smoke and Dust 


The largest city in the country has followed the lead of other cities 

and enacted an ordinance to control the pollution of the atmosphere 

by industries, heating plants and other sources. The law has been in 

effect since February 29, 1949 and provides adequate penalties for 
those violating its smoke control provisions. 


T IS hereby declared that pollution of the atmosphere 
by smoke, soot, fly ash, products of combustion, in- 
complete combustion or heating of fuels or refuse and 
certain other emissions into the atmosphere, is a 
menace to the welfare and comfort of the people of the 
city and a cause of extensive damage to property. For 
the purpose of controlling and reducing atmospheric 
pollution, it is hereby declared to be the policy of the 
city to establish and maintain active and continuing 
supervision of combustion processes, and of the emis- 
sion of certain harmful or objectionable elements into 
the atmosphere. The necessity for legislative inter- 
vention by the enactment of the provisions of this local 
law is hereby declared as a matter of legislative deter- 
mination, and this title shall be liberally construed so 
as to effectuate the above purposes. Nothing herein 
contained shall be construed to abridge the emergency 
powers of the board of health of the department of 
health or the right of the department of health to 
engage in any of its necessary or proper activities. 


Terms Defined 


Definitions.—When used in this title, the following 

terms shall mean and include: 

Board: The smoke control board. 

Bureau: The bureau of smoke control provided in 
section 641-3.0 herein. 

Commissioner: The commissioner of housing and 
buildings. 

Director: The director of the bureau of smoke 
control. 

Dust: Air-borne solid particles 

Fuel burning equipment: Any furnace, inciner- 
ator, refuse-burning equipment, boiler, water heater, 
device, mechanism, stack, structure, oven, stove, kiln, 
still or other apparatus used in the process of burn- 
ing fuel or similar combustible material. 

Licensed professional engineer: A person licensed 
in the state of New York, and qualified by law to 
practice professional engineering. 


Open air: All space outside of buildings, stacks, or 
exterior ducts. 

Person: An individual, corporation, partnership, 
association, or any other organized group of indi- 
viduals or the legal successor or representative, agent 
or servant of any of the foregoing, any department, 
bureau or agency of the city of New York, and any 
other public body or agency. 

Smoke: Emission from a chimney, stack or open 
fire, or from heating of fuel or refuse. 

Soot: A dark substance, essentially carbon, result- 
ing from the burning or heating of coal, wood, oil or 
other fuels. 

Fly ash: Solid particles resulting from combustion 
or incomplete combustion of coal, wood or other 
fuels. 

Stack: A smokestack, chimney, flue, duct or other 
conveyor for carrying products of combustion, in- 
complete combustion or heating of fuels or refuse. 

Stationary engineer: A person licensed as a sta- 
tionary engineer by the city of New York. 

c. Board.—There shall be in the bureau a smoke 
control board consisting of five members. Three of the 
members shall be appointed by the mayor, and shall 
serve at his pleasure. One of them shall be a licensed 
professional engineer, experienced with fuel and smoke 
control. One of the other two members so appointed 
shall be a mechanical engineer, who is also a profes- 
sional engineer. One of the three members shall be a 
Stationary engineer. One of the three members so 
appointed, shall be designated by the mayor as chair- 
man of the board, and one as director of the bureau. 
The mayor may, however, designate the same person 
as chairman of the board and director of the bureau. 
The compensation of the members so appointed by the 
mayor, shall be fixed by the board of estimate. The 
commissioner of housing and buildings or his duly 
designated representative and the commissioner of 
health or his duly designated representative shall be 
members ex-officio of the board and shall serve with- 
out additional salary. 
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d. Director.—The director shall be the executive offi- 
cer in charge of the bureau. He shall make a monthly 
report of his activities to the commissioner. Subject to 
the provisions of the civil service law, the commissioner 
shall appoint all employees and subordinates in the 
bureau and assign to them their duties and shall pro- 
vide secretarial service and all other necessary and 
convenient facilities for the board. The commissioner 
shall make an annual report to the mayor setting forth 
in detail the activities and progress of the bureau in 
combatting air pollution. 

e. Duties of director—The director shall investigate 
the emission into the open air of smoke, soot, fly ash, 
products of combustion or incomplete combustion re- 
sulting from the use of fuel burning equipment or from 
the heating of fuels or refuse and dusts arising from 
the transportation, handling or processing of fuels. 
Under the general direction of the commissioner, the 
director shall enforce all laws, rules and regulations 
with respect to such emissions. The director shall 
recommend to the board the adoption of such rules 
and regulations and amendments thereof as may be 
necessary or proper to effectuate the purpose and in- 
tent of this title. The commissioner may assign to the 
bureau other duties involving fuel burning or com- 
bustion equipment. 

f. The commissioner, the board or the director shall 
have the power to compel the attendance of witnesses. 


Board Makes Rules 


g. Rules.—The board shall from time to time adopt 
and amend rules and regulations regulating and con- 
trolling the emission into the open air from any source 
whether fixed or movable and whether on land or 
water, of smoke, soot, fly ash, products of combustion 
or incomplete combustion resulting from the use of fuel 
burning equipment or from the heating of fuels or 
refuse, dusts arising from the transportation, handling 
or processing of fuels and the installation, construction 
or alteration of equipment giving forth such emission 
into the open air. The rules and regulations of the 
board in relation to matters within its jurisdiction shall 
supersede conflicting rules and regulations of any other 
board or agency, except those of the board of health of 
the department of health in relation to its necessary 
and proper activities, but only to the extent of such 
conflict. Such rules and regulations may require that 
plans and specifications of such equipment be sub- 
mitted to the director for approval prior to its installa- 
tion, construction or alteration. The board may also 
adopt, promulgate and amend rules fixing fees for any 
of its services including fees for appeals. 


No rule or regulation or amendment thereof shall be 
adopted by the board except after a public hearing. At 
least five days’ notice of intention to adopt, amend or 
repeal any rule or regulation shall be given by publica- 
tion in the City Record. 


h. Applications and permits.—No person shall con- 
struct, install or alter any equipment capable of emit- 
ting into the open air smoke, soot, fly ash, products of 
combustion or incomplete combustion resulting from 
the use of fuel burning equipment or from the heating 
of fuels or refuse, until an application including plans 
and specifications has been filed in the office of the 
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bureau and an installation permit issued by the direc- 
tor, except that the rules of the board or, subject to 
any such rules, the director may dispense with the 
filing of applications, plans and specifications, when 
deemed unnecessary. Any such application shall include 
a statement certified by a licensed professional engi- 
neer as to the size, capacity and load of the equipment 
to be used. No person shall use or cause to be used 
any such new or altered equipment for which an in- 
stallation permit was required or issued until an oper- 
ating permit has been issued by the director. The 
director may seal any equipment which is being in- 
stalled or operated without a permit as herein required. 
The issuance of a permit shall not exempt the person, 
equipment or process to whom or for which the permit 
is issued from subsequent compliance with all the rules 
of the board relating to such emissions. 

i. Sealing—Upon recommendation of the director 
the board shall have power, after notice and hearing, 
to order the director to seal any equipment responsible 
for such emissions. 


Right of Appeal 


j. Review by board.—Any person aggrieved by an 
order or decision of the director may appeal to the 
board. The appeal must be taken within ten days after 
such person received such order or decision, except that 
if the director gives notice of such order or decision 
by registered mail addressed to such person at his 
residence or usual place of business, then the appeal 
must be taken within ten days after the mailing of 
such notice. The appeal shall be taken by filing a writ- 
ten notice of appeal in the office of the bureau, and it 
shall be the duty of the director to transmit such 
appeal to the board, together with all the papers on 
which the order or decision is based. The filing of the 
notice of appeal shall stay the order, decision or action 
in question pending the determination of the board. 
The board may adopt rules and regulations governing 
the hearing and determination of appeals not incon- 
sistent with this title. When the board is hearing an 
appeal from an order or decision of the director, the 
commissioner or his designee on the board shall act as 
chairman or in their absence the board shall designate 
a chairman other than the director. 


Penalties 


k. Penalties —Any person convicted of violating any 
of the provisions of this title, or of violating any rule or 
regulation of the board, or any order made or decision 
rendered by the board or the director pursuant to this 
title and the rules and regulations adopted pursuant 
thereto, shall be punishable by a fine of not less than 
twenty-five dollars nor more than one hundred dollars, 
or by imprisonment for not more than three months, 
or both, for the first offense, and by a fine of not less 
than fifty dollars nor more than five hundred dollars, 
or by imprisonment for not more than six months, or 
both, for a second or subsequent offense. 

Separability — If any provision of this local law 
or the application of such provision to any person or 
circumstances shall be held invalid, the validity of the 
remainder of this local law and the applicability of 
such provisions to other persons or circumstances shall 
not be affected thereby. 
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Pattern Development for 


Air Conditioning Fittings 


A. C. POLSTON 
Louisville, Kentucky 


Transition Elbow * 


N THE planning of heating, ventilating and air con- 
ditioning work, head room is the most important 
objective sought, especially in residential installations. 


The success of a heating, ventilating, or an air con- 
ditioning system depends to a large extent upon keep- 
ing the duct system out of sight and out of mind. 

To save head room, the practice generally followed is 
to keep the branch ducts on the same horizontal level 
with the top horizontal level of the main trunk line. To 
accomplish that, a transitional elbow is employed to 
maintain this level, making a quarter turn from a 
vertical position to a horizontal position. 

Regardless of the shape of the transitional elbow in- 
let or outlet it is important that the area not be re- 
stricted and friction held to a minimum, such as is 
accomplished by the use of the conventional type of 
transitional elbow. 




















Application of this’ fitting 


In designing and laying out duct fittings, a highly 
skilled layout man is required, increasing the cost per 
fitting due to the fact that men of lesser skills are not 
entrusted with this important phase of sheet metal 
pattern drafting, where the method of triangulation 
and paralleled lines are used to develop patterns for 
sheet metal fittings. 

To avoid waste of materials and costly man-hours, a 
method has been developed whereby men of lesser 
skills, apprentices, and helpers can lay out the most 


* Copyright 1949, A. C. Polston 
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difficult transitional elbow, without applying the con- 
ventional methods used to develop patterns. 


Simplified Method for Laying Out the Transitional Elbow 


1. Construct pattern for top section with the given 
radii for the throat as shown by a-e. Connect a-c and 
e-0. 

2. Connect c-o with a stream-line curve, using a ship 
curve or a curved, shaped metal band. 

3. Construct pattern for heel section, making b-d 
equal to the distance of the curved line c-o of the top 
section. 

4. Connect b-f and d-g with lines equal to the dis- 
tance between c-a and e-o. Draw line connecting f-g. 
Allow for hammered lock and connecting flanges. 

5. Construct pattern for the throat section, making 
h-k equal to the distance on the curve a-e. Connect 
h-i and k-j with lines equal to c-a and e-o. Draw line 
connecting i-j7. Allow for hammered lock and connect- 
ing flanges. 

6. Construct pattern for bottom section by deter- 
mining throat radius by calculation. 

(a) Measure distance i-j on the inclined line. 

(b) Multiply distance by 4. 

(c) Distance i-j7 multiplied by 4 equals the circum- 
ference of a circle whose radius is found by 
dividing the circumference by the constant 
factor 6.28. 

Example 

(1) Distance i-j multiplied by 4 equals 25.12. 

(2) 25.12 from circumference table equal 8 in. di- 
ameter. 

(3) Radius of a circle 8 in. diameter equals 4 in. 

(4) Circumference 25.12. 

(5) Radius equals 25.12 divided by 6.28 equals 4. 

7. With throat radius found by calculation, construct 
pattern for throat section. With the given radius (as 
shown m-n) make l-m equal to a-c of the top section, 
and n-p equal to e-o, also of the top section. Connect 
l-p with a stream-line curve, making the distance on 
the curve /-p equal to the distance f-g of the heel sec- 
tion, using curved shaped metal band with distance f-g 
marked off on a metal band. 
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(From page 95) 

conductivity roof of 2 in. dense stone concrete. 
Puddles of water at least 12 in. in diameter 
were observed on top of the metal lath and 
plaster ceiling and showed as clear water 
above the top of the 4 in. mineral wool batt 
insulation of the suspended top-story ceiling. 
Under these conditions efflorescence and flak- 
ing appeared on the ceiling, and the metal 
ties rusted and failed when they could no 
longer carry the weight imposed. 

Figure 1 shows the roof condition taken 
after a top-story ceiling had been removed. 
Note the excessive rust and corrosion on the 
steel roof beam, bridging and furring channels. 
The freedom of the left-hand beam (near 
face) from rust is explained by the fact that, 
as made, the I section is composed of a chan- 
nel and two angles. The angles (seen in the 
right-hand beam), when separated by nails, 
allowed condensation to run down one face. 


Fig. 2 


3. Although the steel of the 72-building project 


was copper bearing and had a shop coat of 
red enamel paint, first-floor joists were badly 
pitted and for one of the worst conditions 
noted it was determined that there had been 
a 15 per cent loss of section in 4 years. The 
original thickness was 16 gauge or 1/16 in. 
Other steel was badly rusted, both in local 
areas and at times over an entire floor area. 
Water was trapped under blisters in paint also. 
It is reasonable to believe that a large part 
of the four years was consumed in breaking 
down the protective shop coat of paint and 
that a larger proportional section loss could 
well be expected during later years if condi- 
tions were not corrected. 

Figure 2 shows rust at ends of the webs and 
at lower flanges of the first-floor beams where 
condensation was continuous during cold 
weather. With no insulation or protection of 
beam ends at cold bearing walls, condensation 
readily occurred with the high dew point of 
air in the crawl spaces. 

Figure 3 shows water globules hanging to 
the flange of a steel first-floor beam in a 


Fig. 3 


particularly bad crawl space. The ground un- 
der these beams contained well-marked lines 
16 in. o.c. of uniformly spaced holes resulting 
from continuous dripping. 

Figure 4 shows the interior of a closet under 
the stairway from first-floor upward in one of 
the buildings. Note excessive efflorescence and 
flaking of plaster at this vulnerable point 
where the corrugated iron permanent forms of 
the first-floor construction had been cut away 
to facilitate framing of stair steel. 


. The quantity of moisture in the soil of a crawl 


space may be as high as 23 per cent of the 

weight of the soil. 

Sieve analysis of some 16 samples of earth 
and determination of natural moisture con- 
tent indicate the relation of moisture content 
to fine material in the soil as shown in Draw- 
ing No. 2. As the fines increase the available 
water increases with a straight line relation 
apparently existing no matter at what depth 
the samples were taken. 

Note: As used in this discussion fines are soil 
particles below 1/480 in. in size. Silt 
clay and colloids are considered to be 
“fines.” 





Fig. 4 
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Clad Sheets—What They Are 
How They Are Used 


How They Are Made 


Part 2 of a Series 


RICK MANSELL 
Process Engineer 
Los Angeles, California 


Production is the topic this month 

and you can follow the process 

step by step with pictures and 
text. 





Lukens Steel Co. 


Fig. | This shows the plating department where the cladding inserts 
receive a coat of protective nickel. 


Lukens Steel Co. 


Fig. 2 In this operation the cladding insert and the steel backing 
plate are being assembled. 
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4b herresge are many ways of producing 
clad steels and they are evaluated 
according to the degree of uniformity 
of the cladding and the degree of bond 
between the backing and the cladding. 
There are a number of companies 
which specialize in the production of 
the clad metals. These are indicated 
in their alphabetical order. 

The Allegheny Ludlum Steel Corp. 
of Pittsburgh uses the Pluramelt 
process and produces stainless on car- 
bon steel in sheets and plates, clad 
either on one or both sides. The 
American Clad Metals Co. of Pitts- 
burgh is one of the newest and pro- 
duces stainless-copper-stainless; cop- 
per or bronze on carbon steel; silver on 
steel; and bronze and nickel on brass. 
The Follansbee Steel Co. of Pittsburgh 
produces stainless - copper - stainless; 
copper clad on carbon steel. 

The Granite Steel Co. of Granite 
City, Illinois produces stainless clad on 
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carbon steel. The Ingersoll Steel Division of the Borg- 
Warner Co. of Chicago produces stainless clad on car- 
bon steel; IngAclad with a 20 per cent facing on one 
side only. The Jessop Steel Co. of Washington, Penn- 
sylvania is a very large producer of clad metals—stain- 
less clad sheets and plates, clad on one side only. 

The Lukens Steel Co. of Coatesville, Pennsylvania is 
another very large manufacturer of clad metals; they 
produce nickel, Monel, Inconel clad plate and stainless 
clad. The Superior Steel Corp. of Carnegie, Pennsyl- 
vania, specializes in strip; Su-Veneer has 10 per cent 
cladding on one side or on each side—copper, monel 
and nickel on carbon steel. 


Variety of Methods 


Among the popular methods of forming clads, there 
are the heat and pressure method; the casting method; 
intermelting; arc welding; fusion welding; and resist- 
ance welding methods. In the first method, a heavy 
Slab of steel is blasted and cleaned on one of its flat 
surfaces. A clean, blasted plate of cladding material is 
placed on this steel slab and held in place by welds 
and bars. 

A similar combination of slab and clad-plate is 
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Fig. 3 This workman is applying the 
parting compound which prevents the 
cladding inserts from joining. 


Fig. 4 (left) Here the assembly of clad- 
ding inserts and backing plates is being 
tackwelded. 


Fig. 5 (above) At this stage an auto- 
matic welding machine seals the pack 
which has just been tacked together. 


Lukens Steel Co. 


placed on top of the first, with the clad surfaces facing 
but separated by an infusible parting compound. This 
composite sandwich is thoroughly heated to 2300 F and 
then rolled down to the desired thickness—the heat 
and pressure causes the cladding and steel to bond 
together. In the last stage, the composite parts are 
separated at the parting compound, resulting in two 
clad steel plates. 

In the second method, one type of clad is made by 
casting mild steel around an assembly of two stainless 
steel plates, edgewelded and separated by insulating 
material. The resulting composite is then rolled down 
to size. The separation of the composite between the 
two stainless surfaces yields two plates of clad steel. 

In the third method, billets of carefully cleaned and 
prepared forging-quality steel are heated to controlled 
temperatures and are centered within refractory molds 
in such a manner that an open space exists between 
the billets and the refractory walls. Into this space 
molten copper is poured and it welds to the steel. After 
rolling, drawing and annealing operations, the product 
is ready for the market. 

In the fourth method, beads of cladding metal are 
deposited upon the backing metal from welding rods. 
One bead is deposited upon another, until the desired 
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thickness is secured. Then the necessary rolling and 
forging operations are performed. 

In the fifth method, a thick slab of backing metal is 
laid flat and removable plates are applied to the sides 
of this slab so that they project beyond the upper edge. 
Thus, an open ended box is formed of which the slab is 
the bottom. This box is filled with a mixture of metal 
and slag which, when fused, will alloy into the desired 
cladding material. The heat for the fusion is supplied 
by gas or electricity and the temperature is sufficient 
to weld the cladding to the backing metal. The side 
plates are removed and the composite then rolled to 
size. 

Much valuable information is contained in a booklet 
issued by the Lukens Steel company dealing with the 
fabrication of clad steels. An interesting account of 
the manufacture is included therein. The components 
are individually processed to prepare them for assem- 
bly, first by cleaning the surfaces to be bonded and then 
plating them with nickel. Stainless steel and Inconel 
oxidize too quickly to bond directly to steel without this 
nickel plating. Nickel is used for this purpose because 
it is not readily oxidized, is soluble in steel in all pro- 
portions and hence insures greater bond strength. 


How It’s Done 


A plate of the specified cladding material with its 
surface prepared in the required manner is placed on 
a steei slab (Fig. 2). A second similar assembly of steel 
and cladding material is placed on top of the first one 
with an infusible parting. compound between them 
(Fig. 3). The steel backing plates are made slightly 
longer and wider than the cladding plates so that, 
after the four layer sandwich is formed, there is a 
groove running around the four sides of the assembly. 
Bars are used as the fill, in the sides, between the slabs 
(Fig. 4), so as to make welding possible on an auto- 
matic machine. Welding completely seals the pack 


Fig. 7 A 206 in. mill is shown rolling the pack down to 
proper dimensions. 


(Fig. 5) and prevents contamination and movements 
of the components during subsequent heating and 
rolling. 

The composite pack is heated in a soaking pit to a 
temperature of 2100 to 2350 F (Fig. 6) and rolled ona 
mill. The heavy rolling pressure (Fig. 7) on the com- 
posite material reduces its thickness uniformly and 
permanently bonds the cladding to the steel. After 
rolling, the pack is sheared or flame-cut inside the 
weld edges, as close to the edges of the cladding as 
possible. The pack is then separated into two clad steel 
plates, each of which consists of a steel backing with 
a layer of the clad metal permanently bonded to one 
surface (Fig. 8). Stainless clad plates are heat treated 
after rolling to improve corrosion resistant properties 
and to restore the grain structure. 

Clad steel plates are usually descaled by the sodium 
hydride process. The plate is immersed in a bath of 

(Please turn to page 180) 
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Fig. 6 The assembled pack is being heated prior to rolling, 


in this view. 











Lukens Steel Co 


Fig. 8 Last step is to separate the rolled pack into two 
clad plates. 
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Scientific Shop Layout (VIII 


ERNEST E. ZIDECK 
Sheet Metal Consulting Engineer 


The eighth of a series designed to present the latest in shop layouts and 


techniques for efficient production to our readers. The author's expe- 


rience in sheet metal design and production has enabled him to show 


step-by-step the way in which a sheet metal shop can be made to 


HREE categories in sheet metal work make man- 

datory shop layouts providing large and free space 
for assembly operations. The three shops are: (1), 
the shop doing housings and duct work in air condi- 
tioning; (2), the shop engaging in modern heating- 
ventilating, which largely is identified with the former; 
and, (3), the industrial sheet metal works, which 
might embrace both blowpiping and dust-collecting, 
as well as the fabrication and installation of sheet 
metal accessories in factories and diverse business 
establishments, particularly in connection with sani- 
tation, fire prevention and safety in operating machin- 
ery. 

Each of these three workshops consists, for efficient 
work progress, of three divisions, which are: the busi- 
ness division, embracing the clerking office, the job 
estimating and materials ordering office, and what we 
call engineering-of-the-job office, preliminary to lay- 
out of products; the actual sheet metal working divi- 
sion, which comprises the stationary equipment in 
which the operations numbered from 3 to 7, inclusive, 
are performed; and, the assembly division, which is a 
free floor area uninvaded by the other shop activities 
and, most important of all, having an unobstructed 
access to either the street in the front part of the 
building, or to an alleyway in the rear. Here portable 
tools and wheeling benches are employed, for final 
assembly. 


Old Building Is Drawback 


An ideal shop is virtually impossible to plan in an 
old and inadequate building, hemmed in by other 
flanking buildings which in most cases shut off the 
daylight, so that the shop must depend for light on 
windows facing the street and the rear alleyway. But 
even this source of daylight is inadequate if the build- 
ing facing the opposite side of the alley is close to it 
and is higher than the shop. Then again, if the shop is 
located on a busy street of the city, with considerable 
traffic flowing by, trucking entrance from the street 
will be found a source of trouble, because traffic inter- 
feres with the driver of the truck crossing the street or 
making a turn. It is easier for the outgoing truck to 
turn to the right, keeping in line with the moving 
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operate most effectively and economically. 








vehicles on the street. Similar difficulty, though due 
to other reason, is encountered if our shop is extended 
clear to the alley; in this case the alley is too narrow to 
permit the truck to turn into the shop entrance. 

The shop depicted in Fig. 1, of the accompanying 
drawings, has solved the problem of trucking-in the 
materials fairly well, by extending from the street 55 
ft to the rear, which leaves 40 by 40 ft free space be- 
tween the shop and the alley, serving also as a parking 
area for the workers’ cars. Daylight has free access to 
the rear of the shop, admitted into it through 5 by 8 ft 
small-paneled windows, with glass also above the roll- 
ing door that admits trucks into the shipping depart- 
ment. A small door has been provided at the right in 
the picture, for workers’ entrance after parking their 
cars. Above this door the window extends up, to two 
ft below the ceiling. In the wall facing the street 
there are two windows 4 by 7 ft, admitting light into 
the offices, and one window 5 by 8 ft, shedding light 
into the area 10, used in part for storing fan housings 
and other accessories. The front entrance for the 
truck is also provided with glass above its rolling door, 
so that the entire shop is well lighted. 


Assembly-Receiving Area 


The free area 8, 9 and 10, is approximately 10 by 50 
ft, extending from the front to the rear trucking en- 
trance. In this area wheeling benches are used for 
assembly work, so that the assemblies can be moved 
out of the way when a truck comes in from the rear, 
bringing in supplies. Finished products are hauled 
away through the front entrance. Materials are here 
stored, on wood platforms and iron racks, alongside 
the long wall. The sheets are stacked on edge, con- 
serving space. This arrangement necessitates the 
loading of the sheet material on a wheeling bench, for 
use at the shears grouped around the numeral 3 in 
the drawing. The crossing of the area 8-9 by the 
wheeling bench carrying the sheets is not deemed 
ideal; but in other respects the receiving of the sheets 
from a wheeling bench is preferable to the handling of 
the material, sheet by sheet. 

We see in the drawing that the shop is equipped for 
large duct work, with a 10 ft capacity shear and press 
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Dimensioned Shop Layouts: 
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F193 Heating- Ventilating 
Sheet Metal Shop. 


(farking Space) 4 S53 ei 72. 





Store to street Ro// door 
Heating- Ventilating Shop 


rPuseeeee | Office 


Clothes (ey I 











| Engineerin 


7 Layou | 0 


Work Mor. 














press 
Lock 


for. 
. 

I 

. 
+ Cloth 

eet closets (2) 
Rai l# | 

€ lock 


fers AG former 


7 OE 


'S ot we Ider 
































































































































Brake. 













































































Arc 
F \we/der 3'Shea 


















































8 Shear: Grindek_) | 


——-— 4 
Ro//s (4) 
\ / 


rake 
































































































































—— 














AMERICAN ARTISAN, May, 1949 
SHEET METAL SECTION 








49 
1N 





brake constituting the two main items of machinery. 
There is also a 4 ft capacity foot shear, and a circular 
(curved line) shear, the latter for shearing elbowing 
parts and similar curved edge blanks. The large table 
4 is here used for depositing the blanks coming from 
the shears, for notchouts by hand, and preparation of 
the blanks for the next stage of operation, 5, forming. 
Portable slitters and drills are used on this table since 
they are the most practical tools for the great variety 
of work that is done on blanks prior to their braking or 
rolling. The table is situated so that both the operators 
of the brakes and the rollers can take blanks from it. 
A lock forming machine is operating in a position from 
which the sheets provided with the lockseam travel to 
the bench 6, with the small crimping-beading ma- 
chines shown on that bench being moved to the ad- 
joining bench, holding the stakes, mandrels, rails and 
such other tools. An arc welder and a spot welder are 
situated in connection with 7, and there is an overhead 
hood with exhaust facilities for welding fumes. 

All preliminary assembly work is done in the area 7, 
so that the area 8 is reserved for exceedingly bulky 
assemblies, which then are finished on wheeling 
benches, as shown in the drawing at 9-10. These 
wheeling benches (or low shop trucks formerly illus- 
trated in this series) can be aligned side by side, or 
end to end, to furnish a required base for seaming to- 
gether long parts coming from the brakes, or for erect- 
ing on the shop trucks a bulkier housing. The letter A 
midway along the left wall, indicates both portable arc 
weld and electric soldering connections, as also hook- 
ups for portable drills, riveters and other such tools. 
Alongside the right wall we see clothes closets for the 
workmen and shelves for supplies and small tools 
which, in an orderly shop, should have their proper 
place, when not in use. Ample provision in this shop is 
made for men’s rest rooms, wash stand and drinking 
water supply. And as to the offices, a glance at the 
drawing will disclose both spaciousness and facilities 
for the personnel, with separate rest rooms for both 
men and women. 


Two Smaller Shops 


Turning to drawings Fig. 2 and 3, we see two shops 
side by side, for purposes of demonstrating what a few 
more feet of floor space can do to render the shop 
infinitely more practical. The shop Fig. 2 was built in 
the rear of a hardware and allied lines store, only 22 ft 
in width. The store flanks the sidewalk of a busy 
street, with 62 ft left for the shop terminating on an 
alley 10 ft wide with cable posts diminishing the 
usable passageway to only 8 ft in width. Other build- 
ings are across the alley, and a higher building rises 
next to the right wall, shown solid in the drawing. The 
opposite wall, provided with four 8 by 10 ft, small- 
paneled windows of the variety used in factories, flanks 
a narrow walk, 4 ft in width, with a low building on its 
other side. The four windows start 5 ft up from the 
floor and extend almost to the ceiling, so that daylight 
from above the adjoining low building streams in over 
its roof. There is an 8 ft wide rolling door in the rear, 
facing the alleyway; and owing to the practical im- 
possibility of the driver of the truck making a turn 
from the alley to the entrance, materials must be un- 
loaded from the truck and hauled into the shop, with 
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finished product similarly manipulated. 

It is surprising how much sizable equipment can oe 
put into a shop only 22 by 62 ft in floor space. There 
is an 8 ft capacity power shear; a 3 ft capacity shear; 
an 8 ft capacity power brake; a 4 ft brake; a structural 
steel cutter; an 8 ft length lock forming machine; 4 ft 
capacity forming rolls; a 2 ft folder; a power drill press 
and tool grinder; several turning-beading-crimping 
machines, hand-operated; a long rail for seaming- 
riveting; a 35 ft bench, holding mandrels, stakes and 
soldering pots; a spot welder and an arc welder. There 
are also 80 sq ft of floor space occupied by sheets stored 
on edge, a clothes closet, rest rooms and a 5 by 9 ft 
foreman’s cubicle. There is 12 by 28 ft product- 
assembly space, with ample roominess along the 
benches and for small goods storage near the door 
leading into the front store. Much heating-ventilating 
work is being done in this shop; and were it not for the 
aforesaid detriment in loading-unloading; and the 
additional difficulty of doing layout work on the bench 
used for other operations; we might regard this shop 
worthy of imitation, if not more than an equivalent 
floor space is available to us. 


Table Is Convenient 


The large, solid table 5, is undoubtedly well con- 
ceived, in that it holds the heavy rail, extended to 
protrude 15 ft past the bench, and holding diverse 
small machines which otherwise would take up, if posi- 
tioned individually, much more space. The long bench, 
securely anchored to the wall, is practical for both 
mandrel-stake operations and for use in soldering to- 
gether long runs of pipe or duct. This bench is also 
used for seaming the duct parts coming from the brake 
and the lock forming machine. Large housings can be 
processed on the table, cleared of the portable small 
machines and the rail. But it will be found, in proc- 
essing assemblies in the area 8-9, that this work inter- 
feres with operations at the brake 4, and at 7. It had 
been attempted to gain more space by placing the 
sheets of material on shelves under the bench 6-1, but 
this arrangement has proven time-wasting and greatly 
impedes the work in progress at these stations. 

The shop Fig. 3 was erected on a lot 30 by 95 ft from 
the street sidewalk to the edge of the 10 ft alleyway. 
Similar conditions were encountered as cited in the 
instance of shop Fig. 2, with one long side of the lot 
flanked by a high building, and the other long side by a 
low building, with a few feet left for a walk to the rear. 
Two feet were added to this walk, principally on ac- 
count of the windows facing this way, and light 
through them received more effectively than if placed 
too near the other building. But the most radical in- 
novation was effected, in building this shop, by placing 
it 25 ft away from the street, so that there resulted not 
only commodious trucking facility, but also a parking 
space for workers’ and customers’ cars. The example 
set by the large stores, Sears-Roebuck, the A-P, and 
the super markets, in providing parking space for their 
customers’ cars, is commendable, especially if we con- 
sider how long it takes to find a place to park on a 
busy city street. The shop that planned this facility, 
has been rewarded amply, by the architects’ and the 
prospective customers’ taking advantage of the con- 

(Please turn to page 182) 
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HE accompanying chart (I) can be used to find the 

number of gallons in a vertical cylindrical tank of 
any height, from 2 in. to 600 in., (50 ft), and any 
diameter from 3 in. to 1000 in. (83 1/3 ft). 

To use the chart, simply run a straight line across 
connecting the height of the tank (column A) with its 
diameter (column C) and the intersection with the 
middle column (column B) gives the number of gallons 
instantly. 

For example, if we have a tank 60 in. in height and 
60 in. in diameter, what is its capacity? The dotted 
line drawn across the chart shows how it is done. 
Connect the 60 in. mark in column A, with the 60 in. 
mark in column C, and the intersection with column B 
gives the answer as—about 730 gallons. Figure it out 
on paper and it will be found that the correct answer 
is 732 gallons, which shows that the chart gives results 
that are remarkably close. 

In case the problem is to find the amount of liquid 
in a given tank at a given time, column A represents 
the depth of the liquid in inches and column C the 
diameter in inches, as before. The figures in column 
B then represent the number of gallons actually in the 
tank at the time of measurement. 

The chart may also be used backwards for determin- 
ing the height to which a given tank should be built, 
and the diameter it should have for a capacity of any 
number of gallons. Or it may be used for determining 
the height to which the tank must be built where the 
capacity and diameter are both fixed. In other words, 
where any two of the factors are known the third is 
easily found by means of this chart. 

As will be noted, the maximum capacity of chart, 
column B, is 2,000,000 gallons. 


CHART II 


LTHOUGH horizontal tank capacities are common- 
l ly regarded as difficult to compute, here is a chart 
that gives the gallons of liquid in any horizontal tank 
without the use of tables, formulas, figures, or compu- 
tations of any kind. 

Simply start at the left and zigzag a ruler across the 
chart three times as demonstrated by the dotted line 
and the number of gallons is immediately found in 
Column G. For example: How many gallons in a tank 
84 in. in diameter, the depth of liquid being 30 in., and 
the length of the tank being 142 in.? 

Run a straight line through the 84, Column A, and 
the 30 in Column B and locate the intersection with 
Column C. Visually follow the radiating guide lines 
to Column D, locating a second point of intersection. 
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From this latter intersection run through the 142, 
Column E, and locate the point of intersection in 
Column F. Then from this point run over the 84, 
Column H, and the intersection in Column G will be 
found to be close to 1,050 gallons, which is the answer. 

One of the great advantages of this chart is that it 
takes care of any depth of liquid from 1/10 of an inch 
to the full capacity of the tank. All guesswork is 
eliminated. To make the chart absolutely clear the 
writer has included sketches showing the diameter of 
the tank D, the depth of liquid h, and the length of 
tank L with wavy arrows leading from them to the 
proper columns. By following them no mistakes can 
be made. 

The range of the chart is amply wide. It can be 
used for any diameter from 2 in. to 200 in. and any 
length of tank from 10 in. to 100,000 in. 





This chart will give an answer more quickly than 
tables or formulae. It is more complete than tables 
because it takes care of every dimension between 2 in. 
to 200 in. whereas tables generally skip many diameters 
and lengths giving only 24 in., 28 in., 32 in., 34 in., etc. 

To avoid confusion all dimensions are given in inches. 

Since column E takes care of lengths of tanks up to 
100,000 in. it is plain that not only will this chart 
compute tanks but it will include long pipes whenever 
it is desired to compute either the full capacity of 
such pipes or their partial capacity. 

Inversely the chart may be used conveniently for 
determining the length of tank necessary to hold a 
given number of gallons where the diameter of tank 
and depth of liquid are known, or fixed quantities as is 
often the case. 
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Small Collectors Mean Big Business 


R. C. NASON 
Great Neck, Long Island 


At the right is a newly-installed 
brake shown in a general shop 
view 


Above will be seen one of the 
collectors fabricated by Neilson. 


SPECIALTY of the sheet metal contracting firm of 
Neilson Brothers, Brooklyn, New York, is the high 
velocity, centrifugal dust collecting cyclone of the type 
shown installed in the contractor’s plant. Its narrow 
cross-section and comparatively small size are based on 
a company policy of making only one type of collector, 
with a capacity of 1,000 cfm. 
Under this plan the Neilsons find it necessary to 
specify a larger number of collectors than are usually 
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This photo shows the overhead 
installation of the fan for the 
collector at the left 


installed in similar plant 
layouts designed by other 
contractors. The obvious re- 
sult of such a specification 
is a minimum of piping in 
connection with the collec- 
tors. It is the belief of this 
firm that it is more advan- 
tageous to them to sell the 
skilled craftsmanship which 
goes into the manufacture of 
a collector rather than many 
feet of exhaust piping. A 
great many of the exhaust 
systems sold by Neilson call 
for as high as seven or eight 
cyclone collectors. 

In the installations pic- 
tured, the material collected 
is metal dust discharged by 
grinding wheels. Note the 
settling box behind the 
grinder. This is standard on 
Neilson collectors and re- 
moves heavy particles such 
as casting knobs and burrs. 
thereby avoiding the neces- 
sity of passing such coarse 
materials through the col- 
lector. The latter is also pro- 
vided with a settling box 
and it is claimed that over 95 percent of all entrained 
particles are removed. 

The collectors made by this company are of the 
draw-through design rather than blow-through. That 
is, the dust-laden air is pulled through the collector 
instead of being blown through by the fan. Installa- 
tions have been made in such diversified applications 
as a metal foundry and a food processing plant where 
tea was packaged for retail sale. 
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- Dunwoody 
Teaches 
Fundamentals 


of 
Sheet Metal 
Trade 


Here is another article on the Dun- 
woody Industrial Institute of Minne- 
apolis. Previously we discussed the 
course in air conditioning, the sub- 
ject now is sheet metal work. This 
school is one of the outstanding 
trade schools in the nation. 


INNESOTA villages, and a large town in India; a 

small off-the-highway community in Montana, 
and a large metropolitan center in Florida; list more 
and more states, and more and more countries of -the 
world, and in them you would find representatives in 
the trades who are graduates of Dunwoody Industrial 
Institute in Minneapolis, Minnesota. 

This school has been turning out workmen for trades 
ever since it was started in 1914. The number of stu- 
dents taking training has increased from about 70 a 
year to over 1500 a year. And these students who have 
spent their time well at Dunwoody go into the trade 
with a good background, not as finished tradesmen, but 
as well prepared, apt apprentices and helpers. 

That is Dunwoody’s job, to make these apt appren- 
tices and helpers out of unskilled men and boys, and 
such is the job of the air conditioning department, 
which teaches general air conditioning work, warm air 
heating and ventilation, and refrigeration; and of the 
sheet metal section which specializes in the work of 
the sheet metal trade. 


Day and Night School 


Students who wish to start to learn a trade at 
Dunwoody enter the day school, for that is where be- 
ginning courses are given, and where the student can 
devote 18 months to getting knowledge for his trade. 
That is where the beginners for the sheet metal trade 
get their ffaining. 

But beginner’s work in the trades, including sheet 
metal, is not the only schooling Dunwoody offers. For 
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Attaching a collar, using a turning machine. 


the school has long recognized that men in the trades 
need a place where they can get new ideas, work out 
new problems and keep up with the latest develop- 
ments of their trade. So each winter Dunwoody con- 
ducts an evening school with classes in all of the de- 
partments in which day school teaching is carried on, 
and in other trades as well. 

Evening school is for men working on the job. They 
don’t start at the beginning, but get new methods and 
ideas for their jobs. Units of work which a sheet 
metal man might take in evening school could be: 
Elements of Sheet Metal Shop Practice; Sheet Metal 
Layout Work; Sheet Metal Mathematics, and Welding 
(Gas and Arc). 


Modern Equipment Furnished 


The equipment for day and evening school is fur- 
nished at the school and is comparable to that used by 
the most up-to-date workers in the sheet metal field. 
This is true in all departments of the school. 

In the sheet metal department, while a student is 
working in the shop, he checks out one of 30 tool boxes 
which the shop has for the use of the students. In 
addition to the tools in his box, he can use the tools 
from the panel board and racks in the tool room. In- 
cluded here is much portable electric equipment, a 
complete set of High speed electric drills, assorted bits, 
punches, shears, rules, squares, trammel points, snips, 
hammers, wire cutters, wrenches; in fact, most every- 
thing a sheet metal man needs for his job. 

Layout tables, forming rolls, a portable brake, vises, 
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soldering table, and metal rack with a 12 ton capacity 
are among the tools in the shop for the students’ use. 
Also there are several other machines which are among 
the most commonly used in sheet metal shops, such as 
a 30 in. foot squaring shear, a 36 in. foot slitting shear, 
2 bar folders, an 8 ft ball bearing brake, a 5 ft box and 
pan brake, a power flanger 16 gauge cap., a Pittsburgh 
lock former, 16 gauge cap., a rotary punch, and other 
machines used in this work. 

The instructors in both day and evening school know 
their equipment and trade, for most of them have 
worked in the trade for a number of years, and all are 
chosen more for trade ability than for previous teacher 
training. And it takes an alert teacher to keep ahead 
of his students in the evening school for these men 
work in the trade daily where they encounter all the 
real problems of the field. : 


Sheet Metal Jobs Studied 


But what does the day school offer to a beginner to 
help him become a tradesman? In general, the sheet 
metal section tries to fit the student for one of the 
following occupations: 

1. General sheet metal jobbing, as well as the laying 
out and fabricating of such things as hotel equipment, 
water coolers, cabinets, sinks. 

2. Heating, ventilating and air conditioning work, 
including the laying out, fabricating and erecting of 
fan enclosures, humidifiers, and other devices for heat- 
ing, cooling, and ventilating homes and commercial 
buildings. 

3. Industrial sheet metal and blowpipe work, such as 
systems used for moving dust, flour, grain, etc. in mills 
and factories. 

4. Architectural sheet metal work, such as laying 
out, making and erecting skylights, gutters and down- 
spouts, flashing, or any other sheet metal parts of a 
building. 

5. Manufacture of sheet metal products, ventilating 
and air conditioning equipment. 


In general, shopmen, erectors, or installers are 
trained by the school. Graduates gain employment as 
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sheet metal mechanics, apprentices, or helpers in gen- 
eral jobbing shops, or sheet metal fabricating plants, 
with heating contractors, sheet metal and roofing con- 
tractors, air conditioning contractors, manufacturers of 
sheet metal products, and manufacturers and dis- 
tributors of ventilating and air conditioning equipment 
and supplies. 


List of Courses 

The following are the courses which the student in 
sheet metal takes during his 18 months training 
(though not necessarily in the order in which they are 
listed). The work here is repetitive to insure needed 
skills, with the work increasing in difficulty with each 
succeeding unit taken. 

1-4 General Jobbing, Shop I, II, III, IV 

5 General Jobbing, Drafting I 

6-8 Ducts and Fittings, Drafting I, I, II 

9-13 Ducts and Fittings, Shop I, I, III, IV, V 

14 Architectural Sheet Metal Work, Drafting I 

15-16 Architectural Sheet Metal Work, Shop I, II 

17 Sheet Metal Welding I (Gas and Arc) 

18 Miscellaneous Sheet Metal Work I 

In the four months, or four units, shop work in 
General Jobbing, the students start with the making of 
test seams in several positions, making and connecting 
round pipe, and making boxes. They advance to the 
making of cylindrical pails, pitched covers, rectangular 
tanks, flaring pails, roof saddles, sprinkling cans and 
range canopies. Coppersmithing is also taken in this 
last unit. Also another unit in General Jobbing is 
Drafting I, where the student learns to lay out full- 
size patterns on paper, of funnels, elliptical pitched 
covers and other equipment. 

Much work is given in Ducts and Fittings with three 
units of drafting and five units of shop work. As usual, 
here the work progresses from the beginning knowl- 
edge to the more intricate details of the trade. Draft- 
ing I trains in the layout of round fittings as used in 
air conditioning, blowpiping, ventilation, and steam- 

(Please turn to page 184) 
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General view of sheet metal shop. 
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New Opportunities 





For The Sheet Metal Contractor 


DON MALCOM 
Manager, Marketing Service Dept. 
Armco Steel Corp. 


Stainless steel gained in popularity during the metal shortage and this 

article indicates that it may well hold much of its popularity due to 

the advantages it offers. Its ease of fabrication and possibilities for 
profit are particularly brought out. 


OR the past eight years, all of us engaged in the 

making and distributing of steel and steel products 
have been working in a fog of uncertainty; but today 
the fog is lifting. We can begin to see more clearly 
the road ahead. Pipe lines are beginning to fill. The 
selling honeymoon is over. We are once more coming 
into a period of competitive marketing; one in which 
we must rely on effective selling to keep our doors open 
and to keep our production and employment at their 
present high levels. 

I realize that today you do not have all the zinc 
coated steel sheets you need. No one can say just when 
supply of these grades will equal demand. However, a 
glance down main street of any 
town in America will convince 
you that the peak demand, 
caused by wartime backlog, is 
gone. The steel industry is now 
supplying the steel for the great- 
est level of production and em- 
ployment we have ever known. 
Since 1946 the production of all 
grades of sheet and strip steel 
has been increased by almost 6 million toms. As an 
industry, we are now producing 60 per cent more sheet 
and strip steel than was needed by our economy in 
1940. Meanwhile the population, the people needing 
this steel has only increased 11 per cent and signs are 
already evident that markets are beginning to be filled. 

Unfortunately, the steel mills have not been entirely 
free to distribute this increase equally among all grades 
or all users. Some mills that formerly made galvanized 
steel have had to go out of business because they could 
not make a profit. Other mills, which once made gal- 
vanized sheets, have been bought out by large fabri- 
cators or syndicates of fabricators. It has been impos- 
sible for the remaining mills to readjust their sched- 
ules, because of basic production problems, and provide 
an adequate supply to the users of galvanized steel. 
Then, too, government-sponsored voluntary allocation 
programs have reduced the supply of galvanized sheets. 
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Fig. | This hamburger ma- 
chine was made in a home 
workshop, by a man without 
experience on stainless steel 



















No one can tell just when all grades of steel will be 
readily available, but it probably will come before you 
are ready. Let’s look at a few typical straws in the 
wind that point to an early return of a buyer’s market 
in all types of products. One year ago Europe was 
staggering through a starvation winter and we were 
wondering how we could increase our exports of food 
and feed to help them and still maintain enough in 
this country to carry on our basic economy. Today we 
possess the greatest farm crop surplus in history. A 
year ago electric washers were hard to get. Today 
dealers are offering special price incentives to move 
the washers they have in stock. A year ago ordinary 
space heaters were scarce. Today manufacturers’ pro- 
duction has dropped off because of lack of demand. 
A year ago no one could see the end of the waiting 
lists for automobiles. Recently Ford made the state- 
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ment that this industry was now in a buyer’s market 
and would have to sell to keep up production. 

You can go right on down the line of almost every 
product—the record is the same. There seems to be 
little doubt that soon we will need every sales tool at 
our command—do you have yours in working order? 

Since 1945 we have had a 30 per cent increase in 
number of retailers. How many will survive? During 
the first 29 years of this century 16 million businesses 
opened their doors and 14 million closed them. Right 
now we are witnessing the beginning of a new wave 
of failures in both large and small businesses. How 
high this wave will go, how long it will last or whether 
it will drown your business we can’t tell. But we can 
be sure that only those shops that are doing an effec- 
tive job of serving their customers will continue. 

Whether you'll be in business in 1952 will depend to 
a large extent on what you do between now and then. 
It would be easier to put your sales program into high 
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Fig. 2 (left) No special equip- 

ment was used to fabricate the 

counter shown. Actually, the 

counter was almost as long as the 
shop. 


Fig. 3 (left, below) Stainless steel 
was used to line the cooling room 
in a brewery in this photo. 


gear if all your supplies were readily available, but if 
such were the case income would probably be down 
and your sales would be harder. Why not capitalize 
present high income by making an all-out effort now 
on those products which are available, which meet your 
customer needs, which will return you an immediate 
profit, and which will acquire for you satisfied cus- 
tomers and thus assure your future business. One of 
these products is stainless steel. 


Advantages of Stainless Steel 


Here you have a product that offers you many sales 
advantages, customer benefits, which are sure to build 
volume business if properly dramatized to your cus- 
tomer. 


Corrosion Resistance 


How much money do your customers lose each year 
by having to recondition or replace rusted-out sheet 
metal work? How many different applications in your 
town require a corrosion resistant metal? You’re doing 
these buyers a real favor when you talk with them 
about stainless steel. Furthermore, you won’t have to 
do much of a selling job on this point because almost 
everyone knows that stainless steel resists rust. 

While this is the best known characteristic of stain- 
less steel, it is only one of the many sales advantages 
you have when selling this metal. 


Appearance 


All through industry and even in the home there is 
a trend to brighten up, to achieve the new look, to 
get away from the drab appearance of war-time eco- 
nomy. In reality it is a trend to stainless steel. That 
is why production of this modern metal has increased 
approximately 500 per cent in the past 10 years. If 
you are not talking about the permanent, modern 
appearance of stainless steel to your customers and 
capitalizing on this trend in your working area you are 
depriving your shop of worth-while profits. 


Sanitation 


In every town in America, we can almost say in 
every home, there are needs for a sanitary metal. Stain- 
less steel does not harbor harmful bacteria and germs 
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on its smooth, hard surface and it easily withstands 
the action of strong chemicals and high temperatures 
often used in sterilizing equipment. 


High Strength 
Because of its inherent high strength, stainless can 
be used to make products stronger, lighter and more 
resistant to denting. 
The following comparison illustrates the strength 
advantage of stainless over competitive sheet metals. 


Yield Strength, psi 


Material Soft Hard 
2S aluminum 5,000 21,000 
Copper 10,000 20,000 
Mild steel 33,000 Not used 
17-7 stainless steel 40,000 150,000 


Heat Resistance 


Even more important, stainless steel stays strong 
even when it’s hot. Besides strength at high tempera- 
tures, stainless steel also has more resistance to pro- 
gressive scaling under high temperatures than any oth- 
er commonly used material. In fact, stainless steel re- 
sists destructive scaling at temperatures which cause 
complete failure of the materials shown in the preced- 
ing table. That is why many of you are now installing 
oil and gas furnace combustion chambers made of 
stainless steel. 


Costs Less 


In many cases the initial cost of stainless steel is less 
than that of materials previously used for these appli- 
cations. In others, the cost per year of service is less 
because of lower cleaning and maintenance charges. 
It is time that you and your customers reconsider the 
cost of stainless steel in view of today’s prices. The 
price of stainless is approximately 15 per cent above 
pre-war levels, but the prices of copper and brass have 
increased nearly 100 per cent, the cost of labor has 
nearly doubled, and the cost of metal finishing has 
increased about 150 per cent. Applications where stain- 
less has saved considerable money for the user will be 
discussed later, but before going into that I like to 
point out the biggest single reason why you should 
push stainless steel. With all its advantages and with 
the tremendous sales volume it now has, stainless is 
essentially a sheet metal man’s material. 


Easily Worked With Present Equipment 


This modern metal can be soldered, welded, punched 
and riveted, formed, drawn, spun, drilled, polished and 
even painted, should this be desired. All of these oper- 
ations can be done with present equipment in most 
sheet metal shops. Stainless steel is not difficult to 
work, just a little different. You do not have to change 
your present basic fabricating methods. 


You do not need to invest a large amount of money 
to work stainless steel, nor do you need a lot of experi- 
ence and background before you bid on a stainless job. 
To illustrate what I mean, Fig. 1 shows a new ham- 
burger barbecue machine. This sample was made by 
a man in his basement, with hobby shop equipment, 
and it was the first time he had ever worked stainless 
steel. All his past experience had been with aluminum. 
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Fig. 4 Assembling a stainless steel duct system for a 
West Coast paper mill. Paper mills are increasing their 
use of this metal. 








Fig. 5 This contractor modernized his store front and also 
made it clear that he was prepared to fabricate stainless 
steel. 


The side. panels were formed over a stair rail. The 
metal was cut with tin snips. The meat holders were 
machined on a $100 home lathe. The holes were drilled 
with a hand drill, and what polishing was necessary 
was done with this same hand drill. Soldering was done 
with an ordinary small home soldering iron. The ma- 
chine works and looks like a million dollars. Just take 
a look at this picture and then try to make yourself 
believe that you and your men can’t work stainless 
steel. No, you don’t need expensive equipment and 
long experience to work stainless steel. The main thing 
you need to cut yourself a share of the stainless pie 
is an earnest desire to sell and work stainless. 


How to Increase Your Profits With Stainless Steel 


Too few people think of the sheet metal contractor 
as a sales outlet. He is regarded as a tradesman who 
subcontracts sheet metal construction work on a larger 
project. The building project is initiated by an owner, 
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a builder or an architect. A sheet metal contractor 
is “called in” to bid on a portion of the work. Success 
with stainless requires that you “go out and sell” rather 
than wait to be “called in to bid.” You can initiate 
and sell stainless jobs, thereby getting this profitable 
work into your shop. Don’t wait to bid. Think of your- 
self as a merchandising organization, a manufacturer 
with something to sell; and get organized to do a selling 
job. Here are a few methods other shops have used 
to get their share of the stainless business: 

1. Get the facts on stainless—grades available, when 
and where to use, prices and fabricating knowl- 
edge. All this is available through your association 
and your metal supplier. 

2. Make your business the stainless sheet metal store 
in your town instead of merely a sheet metal 
working shop. This may mean cleaning up the 
show window, displaying samples of stainless work 
you have done and adding allied lines such as 
Stainless sink bowls, sheet metal screws, stainless 
nails and moulding so that you can make your 
service more complete. 

3. Clean up your office and store. You can’t build 
store traffic with a dirty place of business and 


neither can you afford to have stainless lying 
around on the floor where people walk on it, drag 
furnaces over it, bend it, mar it, or otherwise 
ruin the surface. 

. Set up adequate cost records so that you know 
what your costs are. You can’t use the same rule 
of thumb cost figuring on stainless that you use 
on other products. Instead, if you want to get 
business and make a profit, you must take the 
cost of the material, add the cost of labor, add 
installation and finishing charges, add overhead 
and, finally, add a reasonable profit. 


. Sell your workers on stainless and make each man 
a salesman for your product. This again is part 
of the job of converting your business to a mer- 
chandising organization. 

. Tell your customers and prospects that you are 
the stainless headquarters in your town. Help them 
to buy the benefits you can offer with stainless 
steel. Some shops have done this by erecting a 
Stainless sign on the front of their building. 
Others do it by advertising in local newspapers, 

(Please turn to page 186) 


New Aluminum Paints Prevent Decay 


G. W. BIRDSALL 
Reynolds Metals Co. 
Louisville, Kentucky 


EW paints for positive protection of wood and 

other organic surfaces against mold and rot have 
just been introduced by paint manufacturers using an 
aluminum pigment developed by Reynolds Metals Co., 
Louisville, Kentucky. 

With aluminum particles as a base, this new pigment 
contains agents integrated by a special process. When 
mixed with the usual vehicles designed for this type of 
paint, a perfect preventative against mold and rot is 
provided. 

In exhaustive tests conducted by independent labo- 
ratories, and by practical applications over a period of 
several years this new aluminum pigment has per- 
formed its function in dry as well as extremely humid 
climates including several islands in the Pacific Area. 

Manufactured in paste form, this new aluminum 
pigment is similar to that found in standard aluminum 
paints. Generally, two pounds of the pigment mixed 
into a gallon of usual aluminum paint vehicle is suffi- 
cient for the most severe requirements. 

This pigment makes paints which are perfectly safe. 
Dry coatings will not interfere with the safe storage of 
the food products, nor will they affect animals or 
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poultry. They also work well on metals and other non- 
organic surfaces. Tests made on paper and fabrics 
have shown equally good results. 

Just to be sure, however, paints using the new 
aluminum pigment were tested under a joint Army- 
Navy specification, calling for positive resistance 
against certain fungus conditions. Coatings, using the 
usual formula of mixing, easily passed this stringent 
test. 

One of the real savings in the use of this pigment is 
in the building industry. Surfaces can be masked and 
sealed in one application, whereas older methods re- 
quired two and sometimes three coats, in addition to 
long drying periods. This offers important reduction 
in maintenance costs by reducing repainting require- 
ments. 

Myriad uses of these new paints include the coating 
of fence posts, mine timbers, marine pilings, ships and 
boats, foundations and structural work of wooden 
bridges, green houses, mushroom cellars, bath houses, 
swimming pools, as well as food storage and processing 
plants, or any other place where the control of mold 
activity is important. 

Invented in 1945 by F. B. Rethwisch and G. M. 
Babcock of the Reynolds Metals Co., the pigment was 
perfected in its present form a year later. The new 
paints are now available from many paint manufac- 
turers. They can be applied as easily as any other 
aluminum paint. 

The new pigments possess all the sparkle as well as 
the resistance to moisture penetration exhibited by 
other aluminum paints. 
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St. Patrick’s Cathedral, 
New York 

Jacob Ringle & Son, Inc., § 

Sheet Metal Contractor 


Third Church of Christ 
Scientist, New York 
Nicholson & Galloway, 
Sheet Metal Contractor 





Common Sense says: 


“Revere Co 







A \ 





per REGULARLY 


to church” 


Central Synagogue, 
New York 
Sobel & Kraus, Inc., 
Sheet Metal Contractor 


St. Agnes Church, 
New York 
A. Munder & Son, Inc., 
Sheet Metal Contractor 


“Copper is the common sense material for lasting roofs, gutters, flashing.” 


Ever since copper rolled by Paul Revere was installed on 
the roof of Old North Church in Boston, it has been 
traditional for churches in every part of the country to 
have roofs, spires, gutters and flashing cnheunealt of 
Sheet Copper. The reason is simple: dollar for dollar, it 
makes sense to use copper whenever you want lasting sheet 
metal construction. For of all the aatocaccs Semen | sheet 
metals, copper has aged itself to be the most enduring 
when exposed to the elements. And copper is the one 
metal that becomes more beautiful with age. 

And whenever you design or install sheet copper con- 
struction, it will pay you to take full advantage of the 
new design and installation data developed by i Revere 
Research Laboratories. You'll find these data in Revere’s 
book, “Copper and Common Sense,” an authoritative 
manual of sheet copper construction that has been widely 
distributed to architects and sheet metal contractors. 
There is probably a copy in your files. Be sure to refer 
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to it as your guide to finer and more durable sheet copper 
construction. 

Revere sheet and roll copper, lead-coated copper and 
other Revere quality materials are available from leading 
distributors throughout the United States. A Revere 
Technical Adviser will always be glad to consult with 
you without obligation. 


REVERE 


COPPER AND BRASS INCORPORATED 
Founded by Paul Revere in 1801 
230 Park Avenue, New York 17, N. Y. 


Mills: Baltimore, Md.; Chicago, Ill.; Detroit, Mich.; 
Los Angeles and Riverside, Calif.; New Bedford, Mass.; Rome, N. Y. 
Sales Offices in Principal Cities, Distributors Everywhere. 
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CRESTOLOY STEEL 
especially formulated 
for the manufacture 
of high quality tools. 


HAND HONED 
CUTTING EDGES 
Will cut heavy wire 
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wire, cleanly. 
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joint prevents strain 
. insures perfect jaw 
alignment. Factory 
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Cleveland 


Don A. Fisher, who was re-elected president of the 
Warm Air Furnace and Air Conditioning League, Inc., 
made his acceptance speech at the annual banquet on 
Saturday, March 26, 1949. He reviewed the history of 
the league, mentioning that it was formed in 1933, ob- 
tained its charter in 1935, and is now in its 14th year 
under the present charter. 

The speaker stated that among the most outstanding 
achievements of the organization was the schools pro- 
gram. This consisted of schools on adjusting, installing, 
and repairing controls; an apprentice school; and an 
advanced sheet metal school. In addition, a program 
has been proposed to educate mechanics to take over 
some of the service work of the East Ohio Gas Territory. 
This program will consist of schools of approximately 
10 days duration. 

Mr. Fisher also complimented the chairman and his 
assistants on the advertising committee on the progress 
made in the campaign to educate the public to buy 
from league members. 


Other officers of the league for 1949 are: 


lst Vice President......... Michael J. Orabella 
2nd Vice President.......... John E. Donnelly 
dh oie te cedes ewe tens John D. Nugent 
Sergeant at Arms.............. William Powell 
pO EE eee eee William E. Donnelly 


Directors are J. H. Bauman, Robert Dean, William 
Fingerhut, W. Fleck, Dave Gore, H. Hauschild, R. 
Howard, William E. Kaiser, J. Lesiak, Arnold Meder, 
Robert Thompson, Norbert Schill, Peter Timp. 


Rochester 


The Master Sheet Metal, Furnace and Roofers’ Asso- 
ciation, Rochester, N. Y., formed in 1885, is probably 
one of the oldest organizations in that city. The pres- 
ent day group upholds tradition by maintaining a 
progressive and alert organization, which is proud of 
having achieved a clean competitive spirit in the in- 
dustry by means of a friendly and cooperative mem- 
bership. The membership now totals 35. 

According to a report by R. W. Friday, secretary, 
the organization has three important objectives for 
1949. One of the foremost is to increase association 
membership. In addition to this goal, the group is 
continuing its work to have the city of Rochester issue 
a code pertaining to warm air heating installations, 
and they feel that this program will meet with success 
in the near future. Plans are also underway for a 
newspaper advertising program to promote the sale 
of warm air heating equipment. 


Officers of the association are as follows: 
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Directors are Harry Fitch, Elmer Davis, Frank Sie- 
bert, Jan Betlem, and Burton Stevens. 


Indiana 
Frank E. Anderson, secretary of the Sheet Metal and 
Warm Air Heating Contractors’ Association of Indiana 
and editor of their News Bulletin, commends the efforts 
(Please turn to page 128) 


COMING EVENTS 


May 16-20—Oil-Heat Institute, Inc., National Oil 
Heat Exposition. Mechanics Hall, Boston, Mass. 
A. E. Hess, managing director, 6 E. 39th St., 
New York 16, N. Y. 

May 30-June 10—Canadian International Trad: 
Fair, Exhibition Grounds, Toronto. R. M. 
Williams, Exhibition Grounds, Toronto. 

June 2-12—Fourth Annual Construction Indus- 
tries Exposition and Home Show. Pan-Pacific 
Auditorium, Los Angeles, Calif. Sponsored by 
13 construction industry associations and the 
Los Angeles Chamber of Commerce. D. D. Burr, 
executive vice president, 315 W. 9th St., Los 
Angeles. 

June 17-18—The Carolina Roofing and Sheet 
Metal Contractors’ Association, Annual Con- 
vention. Ocean Forest Hotel, Myrtle Beach, 
S. C. Salem Forsythe, secretary, Capitol Roof- 
ing Co., Raleigh, N. C. 

June 21-22—National Warm Air Heating and Air 
Conditioning Association, Mid-Year Conven- 
tion. Edgewater Beach Hotel, Chicago, IIl. 
George Boeddener, secretary-treasurer, NWAH- 
&ACA, 145 Public Square, Cleveland 14, Ohio. 


INDOOR COMFORT CONFERENCES 


Charlotte, N. C—May 25, 26, 27. J. H. Daughtry, 
P. O. Box 4147, Charlotte. 

Baltimore, Md.—June 1, 2, 3 (tentative dates). 
T. H. Smoot, 6500 East Ave., Baltimore 24. 

Lewiston, Me.—June 8, 9, 10 (tentative. dates). 
Thomas R. Donahue, Jr., 352 C Street, South 
Boston, Mass. 

Long Island, N. ¥.—June 13, 14, 15. M. C. Beard, 
Thatcher Furnace Co., Garwood, N. J. 
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8th HEATING 
AND 


AIR CONDITIONING CONFERENCE 


Sponsored by the lowa Chapter of the American Society of Heating 
and Ventilating Engineers, The Sheet Metal Contractors Association 
of lowa, and the Engineering Extension Service of lowa State College 


ONDAY morning, March 21, marked the opening 

of the 8th Heating and Air Conditioning Con- 
ference held March 21-23 at- Ames, Iowa, under the 
joint sponsorship of the Iowa Chapter of the American 
Society of Heating and Ventilating Engineers, the 
Sheet Metal Contractors’ Association of Iowa, and the 
Engineering Extension Service of Iowa State College. 
Marvin Gould, conference secretary, introduced J. F. D. 
Smith, Dean of Engineering, who welcomed those in 
attendance and spoke briefly on the increasing impor- 
tance of the field of heating and air conditioning. 
He cited the need for conditioning the air in gold mines 
in Africa as well as in planes flying at supersonic 
speeds. Continuing research and product improvement 
must accompany such diversified applications. 

The program opened with a session devoted to the 
introduction of new equipment in the field. James 
R. Scott, Comfort Equipment Corp., announced a new 
gas-oil furnace developed by his company, designed 
to switch from gas to oil when the outside temperature 
drops below a predetermined point. This transfer is 
accomplished by an outside temperature control and 
the unit itself fits in with the thinking of many public 
utilities who encourage gas loads during spring and 
fall but are not anxious for additional loads in the 
heavy heating season. An important safety provision 
in this unit is its ability to purge itself of oil before 
any gas is introduced into the combustion chamber. 

Harry Frankel, Midwest Air Controls, described the 
circuit of a control system that transfers an air condi- 


Gas-Oil: James R. Scott Coal: Charles McGuiness 


tioning system from cooling to heating to ventilating, 
all automatically. He explained the simplicity of this 
circuit since each wire is numbered to correspond with 
the terminal to which it is to be connected. Due to 
this coded wiring such a system can be wired in about 
one and one-half days. 

Marvin Gould of Iowa State College, secretary of 
the conference, next described a stoker switch that 
maintains a constant fuel bed and prevents the feeding 
of fuel when the fire goes out. 


Reviews Fundamental Controls 


Del Schroeder, Iowa State, was the moderator of the 
session on Monday afternoon and he introduced Wayne 
McCarthy, Minneapolis-Honeywell Regulator Co., as the 
first speaker. The subject treated by Mr. McCarthy 
was “Heating and Ventilating Controls” and classified 
the various types of controls into three groups: 

1. Self-contained (self-motivated) 

2. Electric (including electronic controls) 

3. Pneumatic (compressed air is used to activate the 

components of the system) 

The speaker then explained the operating principles 
of fundamental controls, such as relays and trans- 
formers. He also told of recent developments in the 
field with electronic systems coming in for particular 
mention. One of the chief characteristics of electronic 
controls is their small mass which increases sensitivity. 
Another recent trend is the use of zoning and averaging 
controls in the large, sprawling ranch-type house that 


Oil: Ed. Riggs Gas: Richard Peterson 
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has become popular. The use of outside controls has 
proven reasonably effective in controlling panel heating 
systems in spite of the problems caused by the high 
thermal mass that is usually characteristic of these 
systems. Mr. McCarthy said that there is no essential 
difference in quality between pneumatic and electric 
controls and that each has advantages for particular 
uses. 

As a final word the speaker warned against using a 
screwdriver on a control system until a defect has been 
located. Maintenance of control systems is not difficult 
if their operating characteristics are studied. 

Tuesday morning, Ed. Riggs, Lennox Furnace Co., 
spoke on combustion of fuel oil and began with funda- 
mentals by defining combustion and listing the require- 
ments for perfect combustion. The speaker then ex- 
plained the use of combustion testing instruments to 
determine the efficiency of the installation. He classi- 
fied oil burners in an ascending order of their ability 
to burn oil, as follows: 

1. Vaporizing pot burner (breaks the oil into a gas) 

2. Rotary wall (vaporizes oil by whirling action) 

3. Gun (pressure atomizing) 

4. Low pressure (emulsifies oil and air) 

Mr. Riggs then discussed problems in oil heating 
and stated that pulsation is the greatest difficulty 
encountered today. This complaint is very hard to 
analyze and actually it may often be caused by im- 
proper adjustment of the equipment by service men. 


Combustion Air Must Be Adequate 


Richard Peterson, of the Iowa Power & Light Co., 
began his speech on gas combustion by defining it as 
being merely the process of supplying sufficient air to 
completely burn a given quantity of gas. He described 
the make-up of a typical gas conversion burner and 
stated that many installations fail to make provision 
for the air required to support combustion. An average 
sized five room house requires about 1,200 cu ft of 
combustion air per hour and the heating unit will pull 
the air out of the living space if it is not provided in 
the furnace room. 

The speaker said that the gas pressure, venturi air 
shutter, and secondary air shutter should be adjusted 
to secure a clean, blue flame with yellow tips. He said 
that some gas heating men advocate a bright yellow 
radiant flame and claim it will result in greater heat 
transfer. However, combustion tests indicate that the 
two types of flames are about equal in efficiency. Mr. 
Peterson touched briefly on proper venting of gas fired 
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Control Circuits: Harry Frankel 


Conference Secretary Marvin Gould 


equipment and said that standard practice calls for 
the installation of a draft diverter and an acid resist- 
ant chimney liner. He went on to discuss the use of 
gas fired equipment in large installations and offered 
valuable information on installation procedures. 

Charles McGuiness, Iowa Kol-Master Co., talked of 
good combustion with coal and dealt with the difficulty 
in securing uniformity in coal coming from different 
mines and different regions. He indicated that coal 
must be burned at peak efficiency to compete pricewise 
with the other fuels and that more research was needed 
on domestic heating units before the ideal combustion 
could be obtained. 


New Trends Being Accepted 


At the afternoon session, Roger Moore, Moore Engi- 
neering Co., spoke on the type of heating which he 
claimed has most captured the imagination of the buy- 
ing public, radiant heating. He gave some basic data 
on the jobs he has installed and advanced some inter- 
esting claims of the value of a radiant heating system. 
The speaker following, William Petersen, Sheetlock Co., 
talked of the application of ultra-violet rays to the air 
passing through a forced warm air heating system. 
He described the way the lamps are installed in the 
system and cited some of the benefits resulting from 
such installations. 

Wednesday morning, A. C. Menke, Trane Co., gave a 
brief talk on the fundamental types of air conditioning 
systems. He was followed by Don Durchenwald, John 
Deere Tractor Co., who gave the history of the air 
conditioning in the office buildings of this company. 
He told of the first installation and the adjustments 
needed on that system as well as the additional instal- 
lations which have since been made. 

Featured speaker for the afternoon meeting was 
John Norris, Lennox Furnace Co., and he spoke on 
“Comfort Heating with Forced Warm Air” with em- 
phasis on continuous air circulation, a program which 
he has sponsored for several years. He brought out 
the importance of proper control of a forced warm air 
system and said that comfort could not be expected 
without correct adjustment of all elements in a system. 

At the dinner which closed the conference on 
Wednesday evening, J. D. Wilder, executive secretary 
of the Sheet Metal Contractors’ National Association, 
brought all those in attendance up to date on the 
activities of his association. He reported on a number 
of important developments in the fields of labor and 
trade relations. 
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New York Association Holds Forums On 
Advertising — Cost Accounting — Sheet Metal Work 


NEW trend in programming was fostered by the 

26th annual convention of the New York State 
Sheet Metal Roofing and Air Conditioning Contractors’ 
Association. The Mark Twain hotel in Elmira, New 
York, was the scene of the meeting which ran for three 
days, April 4 to 6. The new trend to which we refer 
is the increasing inclination to let the contractors 
attending the meetings participate in the actual pro- 
gram. This is accomplished by setting up discussion 
forums rather than offering straight speeches with 
question and answer sessions following. From the way 
in which the forums worked out at the New York 
meeting it would seem that this method of handling 
the discussions arouses more interest and enthusiasm 
than a series of speeches. 


Meeting Officially Opens 


Monday morning, April 4, Asaph B. Hall, Elmira, 
convention chairman, called the meeting to order and 
welcomed the group to the city. He was followed by 
Joseph R. Stiglmeier, Buffalo, president of the asso- 
ciation, who added his words of welcome, spoke briefly 
on the importance of association work and appointed 
the various committees needed for the convention ses- 
sions. Joseph W. Thompson, Elmira, president of the 
Merchandiser’s Association welcomed the group on 
behalf of his organization. 

Mayor Emery Strachen of Elmira attended the lunch- 
eon held at noon on Monday and spoke of some of the 
points of attraction about his city and assured the 
association that they would want to return soon for 
another meeting in Elmira. 

Opening speaker on the afternoon program was W. C. 
Robbins, Reynolds Metals Co., who described the new 
roof drainage equipment being produced by his com- 
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pany. He gave a brief history of the meteoric rise 
of this newcomer in the aluminum field and then pre- 
sented a color film showing the application of alumi- 
num gutter and downspouts. The inherent corrosion- 
resistant character of aluminum was stressed and the 
reduction in maintenance cost was also brought out 
by the speaker and his film presentation. 

E. O. Rhodes, Koppers Co., gave the next speech and 
his subject was “Coal Tar Coatings.” He discussed the 
derivation of the coatings and told some of the steps 
in production. Since the program time was running 
short the speaker briefed his talk in order to present 
some interesting color slides of scenes in Arabia. Mr. 
Rhodes had taken the pictures himself on a recent 
trip to that country taken to assist a contractor who 
was having difficulty with the protective coatings on 
pilings for an oil tanker loading pier. The speaker’s 
running commentary on the slides and his solution of 
the problem were enjoyed by all his listeners. Adjourn- 
ment for the day followed Mr. Rhodes’ talk. 


Keeping Track of Costs 


Tuesday morning the main business of the conven- 
tion was a forum on cost accounting for the small shop 
and the moderator was Edwin A. Scott, editor of Sheet 
Metal Worker. A survey sheet was passed out to the 
group showing the results of a questionnaire submitted 
to contractors asking for data on overhead and busi- 
ness volume. Here the discussion from the floor devel- 
oped many viewpoints on the various subjects and the 
forum functioned well. Such questions as whether to 
set aside a certain sum as rent when the building is 
owned by the contractor and just how elaborate a 
breakdown should be made on overhead were thor- 
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oughly treated by the moderator and the group in 
attendance. 

The group gathered for lunch and heard an exhor- 
tation to flex the selling muscles and start looking for 
business. 

Robert M. Nelson, Armco Steel Corp., opened the 
session on Tuesday afternoon with a talk on “New 
Opportunities for the Sheet Metal Contractor” which 
dealt with the use of stainless steel for many applica- 
tions. Complete text and pictures accompanying this 
article will be found in this issue of AMERICAN ARTISAN. 

Next on the program was the report on Group 





The convention ended with a banquet featuring wonderful food, and 
everyone enjoyed both the meetings and the company. 


Compensation No. 194 by Laverack and Haines, Inc., 
managers. The New York state association has been 
organized as a group for compensation insurance for 
a period of seven years and the report covered the 
entire term of the agreement. 


New York Health Insurance 


After the facts and figures about compensation had 
been revealed, discussion turned to a matter vital to 
contractors in New York. The Mailler-Condon Disa- 
bility Benefits Bill passed the state legislature on March 
30th, 1949 and its provisions are quite startling. Not 
only employed workers who suffer a disability are 
eligible for compensation but even unemployed workers 
who may have made no contribution toward the benefit 
fund. The first six months of 1950 will be devoted to 
building a fund for the unemployed disabled by payroll 
and employer deductions and after that the standard, 
continuing deductions will go into effect for employee 
disability. The payroll deduction set for July 1, 1950 is 
4 of 1 per cent with maximum of 30 cents a week. 
But the employer must contribute whatever amount is 
necessary to secure the stated benefits with no mazi- 
mum. 
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Tuesday evening the convention enjoyed a buffet 
supper and program of dance music sponsored by the 
Merchandisers serving the state association. Many 
in attendance expressed regret that Dan Quinnan was 
not on hand to keep those “Irish Eyes” smiling. 

Wednesday, April 6, the final day of the convention 
saw a return appearance by R. M. Nelson of Armco, 
this time to lead a forum on the topic of “Advertising 
for the Small Shop.” A lively discussion of different 
types of advertising was brought out by the moderator 


(Please turn to page 198) 


1949 Officers 


EE ee ee, Ms s 6 bons oscdscnecencenss President 
Frank Townsend, Mt. Vernon........ lst Vice President 
William Steinhorst, Utica.......... 2nd Vice President 
COP OIID TE, THIER 5 6 oie 05:6 cnn ccccacens Secretary 
William C. Kirkpatrick, Buffalo.............. Treasurer 
Directors 
Rs sc vaceutheeressédesesesen Binghamton 
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Sty 3 ee ee ee ers Se Syracuse 
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DS ec WS ean needle bod ene ee ee Albany 
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Merchandiser’s Association 
Fred Laubenheimer, Follansbee.............. President 
H. J. Breininger, Miller & Doing..... lst Vice President 
J. O. O’Donnell, Inland Steel Products 
ie shea Geass Seca ace Sata wo aerate 2nd Vice President 


Charles F. Stillnow, Revere.................. Treasurer 
Thomas E. O’Neal, Follansbee Metal Warehouses 

eee Cee ee eee Tee eer ete ee Secretary 
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Illinois Contractors Study 


Current Business Problems 


7 HE 35TH ANNUAL CONVENTION of the Sheet Metal 
Contractors’ Association of Illinois, held at the 
Jefferson Hotel in Peoria, was called to order on the 
morning of April 4th by Walter L. Dennis, president. 
After welcoming the delegates, Mr. Dennis gave a brief 
resume of the work the association has been doing. 
Outstanding among their projects was the intensive 
work done on products liability insurance and sales tax 
problems. The president also emphasized the fact that 
the association is really growing—97 new members this 
year have brought total membership up past the 350 
mark. 

The next speaker, Lee R. Wagener, president of the 
Lee Wagener Co., heating and sheet metal contractors 
of Peoria, welcomed the convention on behalf of the 
city’s mayor. After briefing the delegates on Peoria’s 
night-life and entertainment facilities, Mr. Wagener 
called attention to the fact that selling must throw off 
its wartime hangover and return to selling service 
along with the product. Business conditions today 
require cooperation and a desire to work together for 
mutual profit. He said many salesmen calling on con- 
tractors have been “allocation engineers” and retail 
clerks “insultants” rather than consultants. 


Stainless Steel Opens Markets 


In an address on “New Opportunities for the Sheet 
Metal Contractor,”’ Robert M.. Nelson, of Armco Steel, 
reviewed the steel situation, stating that selling is 
becoming increasingly competitive due to the greater 
supply of steel. He cited reductions in automobile 
prices as being prophetic of the coming buyers’ market. 

Public acceptance of stainless steel is growing rapidly, 
Mr. Nelson said. It is recognized as a quality metal and 
contractors who become Known as fabricators of 
stainless will add to their local prestige and to their 
profits. Sanitation requirements in the brewing, paper, 
and meat industries have opened a wide market for 
Stainless steel and, although steel prices have increased 
66 per cent, copper prices have gone up over 100 per 
cent, making stainless a real competitive product. 

Mr. Nelson closed his discussion by summarizing the 
stimulating effect of stainless steel on sales, and sug- 
gested: “Give your business a shot in the arm with a 
Stainless steel needle.” 

Modern heating problems were discussed by William 
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Illinois officers for 1949, left to right: W. Rex Shaw, secretary; E. H. 
Schmidt, president elect; George L. Folkers, vice president elect; and 
F. |. Eynatten, treasurer. 


Nessel, Minneapolis-Honeywell Regulator Co. The gov- 
ernment’s plan for economy housing poses the question 
of heating methods, he said, for while some houses 
will have basements, thousands will be of basementless 
construction. He stated that the job of the warm air 
heating contractors is to learn the best heating systems 
for all types of construction, install the system best 
suited to the job, and, most important, follow up the 
installation with the necessary adjustment services. 
The contractor must see to it that his jobs provide 
satisfactory heat for the home owner. 

Although Mr. Nessel was scheduled to review “Control 
Problems,” he abandoned this subject in favor of a 
discussion of the acute heating problems presented by 
basementless houses. 

The speaker briefly traced the history of residential 
heating, beginning with the base burner and its short- 
comings, through the early experiences with forced 
air heating when these systems “blew your hat off.” 
He said it now appears that the younger generation is 
going to continue to sit around the base burner, be- 
cause the industry has not yet found a suitable method 
of heating low cost basementless houses. He remarked 
that the number of basementless houses now being 
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built is amazing. 

Mr. Nessel outlined several methods of applying heat 
to floors, which have proved completely satisfactory to 
the occupants. Up to the present time, eighteen differ- 
ent methods of heating basementless houses have been 
investigated by a subcommittee of the Research Ad- 
visory Committee, National Warm Air Heating and Air 
Conditioning Association. 

The afternoon session on Monday was presided over 
by George L. Folkers, a director of the Sheet Metal 
Contractors’ Association of Peoria, J. D. Wilder, execu- 
tive secretary of Sheet Metal Contractors’ National As- 
sociation, conducted “The National Hour,” bringing the 
delegates up to date on the work being done by the 
national association. The manual “Standard Practice 
in Sheet Metal Work” is in process of revision and is 
to be reproduced in sections, which will be available 
for sheet metal contractors to supply to architects and 
engineers. Mr. Wilder reported that the Warm Air 
Heating Forum to be held at Washington, D. C., will 
take up products liability insurance and the formula- 
tion of a Warm Air Heating Code. The first draft of 
the code has been made and a committee has drafted 
recommendations for specifications on fume removal 
and waste collecting systems. The forum is to establish 
a code of practice for the installation of these systems. 
Mr. Wilder also reviewed the work being done by the 
national association on the Code of Fair Practice. 


Products Liability Insurance Discussed 


In the second address of the afternoon, J. B. Rey- 
nolds, of Reynolds Insurance Co., spoke on product 
liability insurance. Stressing the fact that in public 
opinion contractors are more apt to be held responsible 
than a remote manufacturer, Mr. Reynolds discussed 
the advantages of carrying product liability insurance. 
At the close of his talk, he asked for questions from 
the members. In reply to a question on how long a 
contractor’s liability lasts, the speaker explained that 
in Illinois there is no time limit to liability except that 
claims for property damage must be brought within 
two years after an accident and claims for personal 
injury within five years. 

Monday’s business session was followed by a cocktail 
hour and buffet supper. 

The Tuesday sessions were opened at 10 a.m. with 
E. H. Schmidt, of Edwardsville, Illinois, presiding as 
chairman. Mr. Schmidt is a director of the Illinois 
association. 

First address of the day was a report on the work 
being done in the warm air research program of the 
University of Illinois. The speaker was Morris E. Childs, 





Walter L. Dennis, president E. M. 
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special research assistant in Mechanical Engineering 
at the university. He illustrated with slide-films the 
application of an extended plenum duct system to a 
gravity furnace in a Small Homes Council research 
residence. The top of the duct system was installed 
level and 3 in. below the joists. All sizes of the duct- 
work were based on Manual No. 5 except the main 
trunk which was sized by a method outlined in Manual 
No. 7. 

Robert Baumann, Stemco Corporation, Chicago, was 
the second speaker of the morning. He addressed the 
convention on “Modern Methods of Joining Metals.” 

A tool, which might be termed a gun for driving 
rivets and fasteners into concrete or steel, was demon- 
strated. Fasteners were driven into heavy gauge steel 
by the explosive force of a blank cartridge placed inside 
the heavy, specially designed steel tool. The gun was 
especially recommended for use by heating and sheet 
metal contractors because of its high speed action in 
fastening ductwork to concrete and steel. 

The Chairman of the afternoon session was Edward 
M. Pluth, of Lincoln, Illinois, an Illinois association 
director. He introduced Tom I. Byrd, of Lau Blower 
Co., who spoke on the timely subject of summer cooling. 
Although the backlog of orders is diminishing, Mr. 
Byrd said, the summer cooling fan can, with a little 
effort, be made to take up the drop in sales. Stating 
that contractors are in on the ground floor for fan 
business, Mr. Byrd urged that each shop owner plan 
a good sales program on cooling and ventilation work. 
The increase in sales volume and profits will justify 
the small expense involved in the extra sales effort. 

The remainder of the afternoon was given to com- 
mittee reports, a short business session, and election 
of officers. 

With the serious business of the convention over, 
the members found relaxation in a banquet and en- 
tertainment program which gave them an opportunity 
to renew old friendships and have the annual get 
together which makes a convention doubly valuable. 








h, director Tom |. Byrd, speaker 




















Association Activities .. . 


of members of the association in their fight to obtain 
a fair hearing on H.B. 174 before the House of Repre- 
sentatives. The bill, which would have placed contrac- 
tors and subcontractors on a more equal gross income 
tax level with other comparable industries, was vetoed 
by Governor Schricker of Indiana, after being passed 
by a 75 to 5 vote in the House, and by a two-thirds 
majority in the Senate. Although the bill failed to 
receive the approval of the Governor, the Indiana 
association feels that at least a moral victory was 
achieved and that much further good can be done by 
united effort on the part of an alert association mem- 
bership standing together for the best interest of the 
industry. 


Chicago 


According to a report by Secretary Marvin Lawrentz, 
the Furnace Air Conditioning Sheet Metal Institute 
has elected the following new officers for 1949. 


ee Ernest Munsterman 
SD Tom Nowak 
re ee Marvin Lawrentz 
as otis ck eee wae ed Louis Drehoble 


Directors for 1949 are: Rollin Tippet, ex officio member 
of the board; Walter Abele, chairman; Rudy Guenther, 
Emil Genc, Alfred E. Klinerath, Ed J. Schnell, Ed 
Friebrandt, Herman Zimmerman, Arthur Johnson, 
Ferd. Sonneker, Carl Woerner, Barney Sanders. Elec- 
tion of officers was held on the first Friday of Decem- 
ber, 1948. 

Members are looking forward to the Annual May 
Party which will take place on May 21st at the Institute 
Hall, 1916 Fullerton Avenue, Chicago. Tickets for mem- 
bers and friends may be purchased from Arthur John- 
son, 3437 N. Claremont Ave., or from Rudy Guenther, 
2336 Milwaukee Ave. Mr. Johnson is chairman of the 
entertainment committee; Mr. Guenther is secretary. 


California 


According to a recent news bulletin issued by the 
Institute of Gas Heating Industries, Inc., five new 
members were admitted to the institute at the monthly 
meeting held on March 1 in Los Angeles. The new 
members are Joseph W. Wilson, Russell Heating Co., 
Van Nuys; Jack W. Pinnell, Westwood Home Appli- 
ances, Los Angeles; O. K. Schneider, The Air Comfort 
Co., Bell; C. M. Newlin, The Associated Heating Corp., 
Los Angeles; Charles A. Ford and Frank B. Turner, 
Residential and Commercial Heating Company, Haw- 
thorn. 

In a report of the committee on publicity and adver- 
tising, Chairman Sam Jaffe outlined a plan for the 
membership to popularize the copyrighted seal of the 
institute in their newspaper copy or any form of adver- 
tising where the seal could be used advantageously. 

Mickey O’Haver, member of the Committee on Heat- 
ing Engineering, reported that the institute school had 
held two sessions to date and the enrollment had been 
increased to 115 pupils. 

Speaker of the evening was Ing Remen, Pacific Coast 
manager of the Lennox Furnace Co. Mr. Remen 
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stressed the fact that the public is daily becoming 
better informed and more conscious of well-installed 
heating systems. He listed seven points in the progress 
of a successful sale, as follows: 1. attention, 2. favorable 
attention, 3. interest, 4. understanding, 5. revealing 
need of equipment, 6. desire to own, and 7. decision. 
The speaker closed his talk with the statement that 
many sales are lost through too much sales talk; there 
is always a definite time to ask for the order. 


Michigan 
The Traveling Salesman’s Auxiliary to the Michigan 
Sheet Metal, Roofing, Heating and Air Conditioning 
Contractors’ Association elected the following officers 
for 1949. 


EC TT Warner Oberly 
po ee Ernie Simons 
Secretary-Treasurer.......... Frank D. Robert 
ae Dan Quinnan 


The election was held at the annual meeting of the 
auxiliary in Grand Rapids on Friday, March 11. 


Canada 


The March News Letter of the Canadian Chapter, 
NWAH&ACA, has the following to report on the warm 
air schools being held by the association. The school 
at Brantford was held during the week of March 21 
with 49 delegates assembled for instruction. This rep- 
resents the second largest enrollment of the eight 
schools held thus far, the Toronto attendance figure 
of 59 being the record enrollment. 

A. G. Salmon, member of the Technical Advisory 
Committee, and Morris Rozell, of S. E. Rozell and Sons, 
Kitchener, assisted with the classroom presentation 
at the Brantford school. 





A. G. Salmon lecturing at the Brantford, Ont., school 


A total of 43 attended the lectures at the first warm 
air school ever to be held at Montreal. The outstanding 
success of the school was attributed to the excellent 
work of the local committee, consisting of Arthur 
Lamontagne and Henri Default. A. GC. Salmon helped 
F. W. Taylor with the lectures. Ivan McDonald spoke 
on “Controls.” 
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Balancing Register ....... 78 


A register, said to be revolution- 
ary in performance, offers as its 
most important feature the “bal- 
ancing bell” volume control chain 
which eliminates quadrant valves 
and enables one person to balance 
the system to his own comfort re- 





quirements. 

As set at the factory, the vertical 
diffusing blades of the register dif- 
fuse air laterally both ways. With a 
special tool, the blades can be easi- 
ly bent to provide any desired dif- 
fusion pattern. Air discharge is al- 
ways held horizontal. The hori- 
zontal louvers present a balanced 
appearance from all angles and 
blend in with home decoration. 

Lima Register Co., Lima, Ohio. 


Improved Pillow Block ..... 79 


An improved pillow block, now 
available, is designed for all types of 
light shafting such as that used in 
blowers where silent operation and 
minimum air flow obstruction is a 
prerequisite. Bushing, sealed oil 
reservoir, and cushions are enclosed 





in a compact steel ball. Wide range 
self-alignment is provided by ball 
and socket action. Special mount- 
ings, including various types of 
bridge trees, are designed to meet 
individual conditions. 

Triangle Mfg. Co., Oshkosh, Wis. 
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Compact Gas Fired Unit. . .80 


Offered as a complete factory 
tested package, a new gas fired 
winter air conditioner is so compact 
that it can be safely installed in 
almost any loca- 
tion. It can be 
placed between 
the studdings, in 
a utility room, 
closet, or base- 
ment, and can 
also be installed 
as a forced air 
space heater. By 
connection of 
ducts to the built- 
in plenum cham- 
ber, it can be 
used as a blower 
driven furnace. 

The unit meas- 
ures only 12% x 
32 x 88 in. and 
occupies less than 3 sq ft of floor 
space, yet has an input capacity of 
62,500 Btu’s. It comes fully equipped 
with a safety shut-off control and 
automatic thermostat controls. Ap- 
proved by AGA for natural, manu- 
factured, and LP gas. 

Norge Heat Div., Borg-Warner 
Corp., Detroit 26, Mich. 





Motor Adaptor ........... 8] 


The J-B Motadaptor is designed 
as a service tool to restore oil burn- 
ers to immediate operation by en- 
abling the service man to quickly 
install a replacement motor when 
the original is removed for repairs. 
Use of the adaptor eliminates the 
delay frequently caused by difficulty 
in obtaining the proper motor to fit 
various flange mountings on differ- 
ent types of burners. 

The Motadaptor is drilled to fit a 
popular oil burner motor and is at- 
tached by the 10/32 end bell bolts. 
Any motor having end bell bolts on 
a 4 in. diameter bolt circle can be 
used. The cast aluminum construc- 
tion of the adaptor allows extra 
holes to be easily drilled if needed. 





For ease in aligning motor with 
fuel unit, a series of concentric 
numbered lines are cast into the 
metal. 

J-B Products, 79 Waydell St., 
Newark 5, N. J. 
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High Boy Oil Furnace...... 82 

A high boy oil furnace is especial- 
ly engineered for small homes and 
as a package heating unit of low- 
cost operation for housing projects. 
Its rated output is 70,000 Btu. 














Additional features of the fur- 
nace include a pilot; factory pre-set 
and automatic draft control; fan 
and limit switch; stainless steel 
burner; double inner liner; air 
cleaning filter; over-sized blower; 
a rust-resistant, 16 ga rectangular 
combustion chamber; and casing of 


20 ga _ steel, finished in baked 
enamel. 

Lonergan Mfg. Co., Albion, Mich. 
Adjustable Diffuser ....... 83 


Featuring effective area con- 
trol, a new type of ceiling diffuser is 
equipped with an adjustable auxil- 
iary ring that permits complete 
control of air delivery. Manually 
operated by means of a lever, the 
EAC ring slides on an inclined plane 
and is raised or lowered to vary the 
effective area. Spring loaded clips 
hold the ring in any desired posi- 
tion regardless of systemic pres- 
sure. In the fully closed position, 
the ring completely seals off the 
outer air passage, reducing the ef- 
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fective area of the diffuser by about 
40 per cent. The area can be accu- 
rately adjusted to supply exactly 
the throw required, since the ring 
can be set at any position from full 
open to full closed. 





The diffusers may be installed 
either flush with the ceiling or on 
exposed ductwork. Engineering data 
and size selection information are 
available in Catalog 49A. 

Tuttle & Bailey, Inc., New Britain, 
Conn. 


Water Circulating Pump. . .84 

Two models of circulating pumps 
for evaporative coolers are preci- 
sion built for long 
service, and un- 
conditionally 
guaranteed by 
the manufacturer 
for one year. They 
are constructed 
of cast aluminum 
alloy. 

Model #300 is 
equipped with 
1/30 hp, 115 v, 60 
cycle motor, fully 
enclosed. A built- 
in fan keeps the 
motor cool. All parts are machined 
and well balanced. 

Model #170 for medium size and 
small coolers is equipped with a 1/70 
hp, 110 v motor, also fully enclosed. 

Height: 10% in. for larger model; 
8 in. for the smaller. 

Harry H. Knight Co., 2821 Live 
Oak St., Dallas, Texas. 


Gas-Oil Burner........... 85 


A power type combination gas and 
oil burner, this unit is marketed as 
the Gas-Oil-Tronic burner. The 
first model on the market is rated 
at 2% gph for oil and 175,000 Btu’s 
for gas. Other sizes available up to 
1,000,000 Btu’s capacity. 








The changeover from one fuel to 
the other is made 
by a simple ad- 
justment of the 
single thermostat, 
which controls 
either oil or gas 
independently. 
Each unit has all 
safety features. A 
single combustion chamber is used 
for either type fuel. When the gas 
unit is in operation, the air tube of 
the oil burner supplies secondary 
air for proper combustion in the 
gas unit. Uses LP, natural or man- 
ufactured gas; oil burner burns #2 
oil. 

Quiet Automatic 
Newark 4, N. J. 





Burner Corp., 


Gas Fired Twin Unit....... 86 


Three twin-unit cast iron condi- 
tioners complete a manufacturer’s 
line of gas fired winter air condi- 
tioners. The new units have a Btu 














input of 180,000, 230,000, and 280,- 
000 respectively, and each consists 
of two heating units paired in one 
steel jacket (only 42 in. high) with 
one set of controls. 

Richmond Radiator Co., 19 E. 47th 
St., New York 17, N. Y. 


Contractor's Truck Body... .87 


An all-steel, all-purpose truck 
body is being manufactured to fit 
standard 14, 34, and 1-ton chassis. 
To reduce body weight, high tensile 
steel is used in its construction and 
the offset reinforced floor is sup- 
ported by a bride-type underbody 
construction. 

A variety of accessories and at- 
tachments are available to meet the 
demands of varying industries: 
overhead ladder racks, caravan 


AMERICAN ARTISAN, MAy, 1949 

















canvas tops, sliding metal roofs, 
sectional material trays, pipe racks, 
sectional shelves, are supplied upon 
request. Other features include in- 
terchangeability of parts, large ad- 
vertising display area, and safety 
tread floors. 
Morrison Steel 
Buffalo, N. Y. 


Products, Inc., 


Furnace Fan ............. 88 


“Magic Wheel” is the name given 
to a cylindrical shaped fan de- 
signed for installation in the top of 
a gravity furnace. It aids in getting 
maximum per- 
formance from 
the heating sys- 
tem, and saves on 
operation cost by 
increasing heat- 
ing efficiency. 

Powered by a 
1/30 hp motor, 
the fan is rated 
at 250 cfm at 70 
F. It can be oper- 
ated by either a 
standard fan switch, wired in series, 
or by a switch operated from the 
dampers. In conjunction with an 
automatic control system, the Magic 
Wheel can be used economically by 
addition of a fan switch installed 
in the bonnet. 

Dimensions are, length, 14 in.; 
height, from bore to motor, 9 in.; 
diameter, 8 in. Weight, 10 lbs. 

R-W Sales Co., P.O. Box 141, Col- 
orado Springs, Colo. 





Alloy Steel Rule........... 89 


Made of a special hardened and 
tempered alloy steel, a white enam- 
eled rule is designed to withstand 
bending and twisting and yet re- 
turn to its normal shape. It can be 
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used to take inside measures; to 
measure pipe, rounds, and pulleys; 
and as a straight edge for ruling 
lines. It can also be extended rig- 
idly for out of reach measurements. 
The rule is backed by the manu- 
facturer’s guarantee. 

Durall Tool Corp., 117 Woodworth 
Ave., Yonkers, N. Y. 


Window Fan ............. 90 


A 10 in. diameter blade window 
fan has been added to a line of ad- 
justable fans, making four differ- 
ent fans available—10, 12, 16, and 
20 in. blade diameters. The 10 in. 
fan is made with three blades, di- 
rect driven at 1,550 rpm. Motor is 
1/57 hp and is mounted in rubber 
so as to insulate possible motor 
noises away from the structure. 





The fan will fit into a window of 
minimum 24 in. width and is ad- 
justable into windows up to 37 in. 
maximum width, height 14 in., 
depth 51% in. It is rated at 600 cfm, 
one speed, and comes complete with 
cord and plug. 

Schwitzer-Cummins Co., 1145 E. 
22nd St., Indianapolis 7, Ind. 


Cooling Tower ........... 9] 


A series of cooling towers, of all- 
steel construction, feature simpli- 
fication of design, compactness, and 
versatility. Im- 
portant design 
factors are the 
fan housing, ad- 
justable on the 
job for either ver- 
tical or horizontal 
discharge; mani- 
fold connections 
f on all four sides; 
centrifugal fan 
which permits 
longer duct runs. The tower may be 
installed either indoors or outdoors. 
The 5-ton unit occupies a space of 
only 35 x 36 x 39 in. Available in 3, 
5, 742, and 10 ton sizes. 

Acme Equipment Co., Muskogee, 
Okla. 








Air Sampling Thermostat. . .92 


A device designed to make ther- 
mostats automatically compensate 
for warm, cold, or windy weather is 
known as the Breathe-O-Stat. It 
consists of an anticipation type 
thermostat and a 
tube which leads 
from the thermo- 
stat to the chim- 
ney flue, thereby 
causing a draft to 
flow through the 
thermostat and 
drawing the air 
sample directly 
over the control 
mechanism. As 

e the outside tem- 
perature drops or wind velocity in- 
creases, the draft increases propor- 
tionately. The amount of draft 
created in turn regulates the length 
of the “on” period of the heating 
system, thus keeping the firing pro- 
portionate to the weather demand. 

The manufacturer claims that use 
of the Breathe-O-Stat results in 
fuel economy and less wear on the 
burner. 

McLarty Systems, 205 W. Michi- 
gan Ave., Battle Creek, Mich. 





Packaged Cooling Unit... .93 


A packaged air conditioning unit, 
designed for comfort cooling in 
homes, can be used in connection 
with warm air furnaces for year 
around air conditioning. Dimen- 
sions of the unit are: length, 36 in.; 
width, 233, in.; height, 60 in. It is 
completely self-contained and is 
equipped with a condensing unit, 
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cooling coil, filter, and fan. The 
condensing unit is the standard 
Lipman machine used in the larger 
air conditioners offered by the man- 
ufacturer. 

This new model, known as H349, 
is expected to be available before 
May 1. 

General Refrigeration Div., Yates- 
American Machine Co., Beloit, Wis. 


Metal Cutter 


Called a general purpose tool, a 
shear and rod cutter can be adapted 
for production purposes as well as 
for making samples and templates 

in tool and die 
work. It will shear 
sheet and bar 
stock up to 1/16 
in. thick, any 
length and width; 
cut rods square, 
without burrs, up 
to % in. diame- 
ter; notch out 
templates; cut 
circles from 1% to 10 in. diameter. 
Extra attachments include auto- 
matic ejector gauge, circle cutter. 
and nibbler. Weight of the cutter 
is approximately 6 lbs. 

Manufacturers Products, 

Ave., East Haven, Conn. 


Crest 


Gas-LP Gas Furnace 

A gas fired furnace, AGA ap- 
proved for propane and butane air 
gases as well as manufactured gas, 
is available in sizes from 60,000 to 
144,000 Btu at the bonnet. Some 


——— ——— . 


important features are the self- 
leveling port type cast iron burner, 
cast iron heat extractor with re- 
movable clean-out plates and ad- 
justable legs, an automatic vapor- 
izing humidifier, and quiet squirrel 
cage type blower. 

The streamlined casing is of slip- 
joint construction. 

Thatcher Furnace Co., Garwood, 
N. J. 


Fuel Pump Tester 

A wide range of usefulness is 
claimed for a redesigned oil burner 
fuel unit tester. According to the 
manufacturer, it is applicable to 
every popular make pump, fuel unit, 
or pressure valve on the market, 


and its use will enable the service- 
man to rebuild his own pumps and 
fuel units in his leisure time. A 
comprehensive catalog of informa- 
tion on parts and sources of supply 
is included with each tester. 

Oil Equipment Mfg. Co., P.O. Box 
1533, New Haven, Conn. 


Low Pressure Oil Burner. . . .97 


The “Fifty Ten,” new low pres- 
sure oil burner, contains many fea- 
tures which the manufacturer 
claims will increase the efficiency 
rating of average installations by at 
least 20 per cent. Principal features 
metering pump, 
and a higher effi- 
ciency pressure 
regulator for in- 
ternal air supply; 
are the “Sealed 
Thrift Unit,” 
combining in one 
assembly a built- 
in suction pump, 
hydraulic shut off valve; adjustable 
fan to provide exact air volume for 
all firing rates without changing 
Static efficiency. Capacitor start 
motor operates at 3,450 rpm. Meter- 





ing pump is of the opposed piston 
type and delivers oil to the nozzle 
at 6,900 impulses per minute. 

The sealed thrift unit, motor, 
burner assembly, and transformer 
can all be removed as units, per- 
mitting easy servicing. 

Williams Oil-O-Matic Div., Eureka 
Williams Corp., Bloomington, IIl. 


Night Air Cooling Fan 

Smartly designed, a window fan 
being marketed as Niteair is engi- 
neered so that it can be fitted to 
any window in a matter of minutes. 


These fans are easily portable and 
recommended as especially suitable 
for medium sized homes, apart- 
ments, and offices. 
The 24 in. fan has an air delivery 
of 3,783 cfm; the 30 in., 5,745 cfm. 
Lau Blower Co., Dayton 7, Ohio. 


Portable Hoist 

The “Lug-All,” a portable hoist, 
weighs only 8% lbs and is capable 
of lifting 1% tons, according to 
the manufactur- 
er’s announce- 
ment. The hoist 
has been designed 
with a minimum 
of parts so that it 
can be repaired 
right on the job 
thus eliminating 
its return to the 
factory for re- 
pairs. 

Lug-All con- 
struction employs, 
instead of a 
chain, a 133 
strand aircraft cable which reels 
out easily without snagging. Limit 
for the cable is 15 ft, at which 
length the hoist capacity is 1,500 
Ibs. When the cable is doubled, 
length 7% ft, the capacity is in- 
creased to 1% tons. 

Lincoln Precision Machining Co., 
North Grafton, Mass. 
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WILLIAMSON 


WLR SALA lB MLE 


Williamson Pipe and Fittings 


High quality of design and workmanship—plus quality ma- 
terials and careful inspection save pay-roll dollars and give you 
installations your customers are proud of. And the line is 
complete for Gravity and Forced Air. The coupon will bring 
the Catalog and the name of our Distributor nearest to you. 











WS 
B Williamson Repair Parts Castings 


service leads to more profitable replacement sales. When 
you replace a Williamson part, do it the easy, profitable way 
—-sell only genuine Williamson parts, made in regular daily 
foundry production and inspected for sale as parts of New 
furnaces. If you don't have the catalog—just mail the coupon. 


2 


= ae \ There's profit, as you know in Repair Service and no other 


To—THE WILLIAMSON HEATER COMPANY 
4558 MARBURG AVE., CINCINNATI 9, OHIO. 


Send us — 
[] Furnace Catalog (| Fittings Catalog ([_] Repair Catalog 
[] The name of your nearest Distributor. 


Name 


Address 





City and State 





* NO CUTTING 
* NO CRIMPING 
* NO WASTE 





FACTORY- 
PUNCHED 
SCREW HOLES 


— DIE-FORMED 
TOP COUPLER 
PERMANENTLY 
ATTACHED 


INNER PIPE 


BOTTOM 
COUPLER 











COUPLING 
SCREWS 
SUPPLIED 


VENTILATED 
AIR SPACE 





VV Ve 6 [ESS 
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— 
QC (Quick Coupling) METALBESTOS is: THE NEW QC (QUICK COUPLING) 
FOOLPROOF Now petented coupler, METALBESTOS Gas Vent and Flue Pipe 


precision formed for perfect fitting, makes 





each section a complete unit. No more cut- is the fastest-coupling best-performing gas vent and flue pipe 
ting, crimping or hole punching. you can buy. QC Metalbestos is a REVOLUTIONARY DE- 
oe at pi ag i oe rege tcy a VELOPMENT in gas venting. Specifically designed for that 
j¥stabie section (an exclusive cesign) an ’ ° ° Gem " 
patented die-formed coupler, new, quick purpose, Metalbestos famous pipe within a-pipe con 

coupling Metalbestos can be installed struction provides a better draft, quicker—with minimum heat 
faster, with greater accuracy, than any loss, maximum insulation. 


other gas vent and flue pipe. , . , . 
EASIER TO HANDLE—Lightweight (all Better jobbers everywhere already are stocking this new QC (Quick 


choninum), reaged, devble well construc: Coupling) Metalbestos Gas Vent and Flue Pipe. 
tion makes Metalbestos easier to handle, See your jobber or write today for free bulletin giving complete information. 


simpler to erect. Will not bend, chip, crack, 
or break. All joints are gas tight, leak proof. 


bestos mosh, without qualification, the WILLIAMS-WALLACE CO. | 


rigid specifications of Underwriters’ 
| Laboratories, Inc. > 160 HOOPER STREET - SAN FRANCISCO 7: CALIF. 
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No Wonder So Many Manufacturers 
Furnish Clarage as Standard! 


Wheels in perfect balance are of utmost importance 
— if your blower units for heating and air conditioning 
are to give satisfactory, long-time service. 


That’s why we take such great pains with balancing 
operations here at Clarage Fan! Every wheel is tested 
on highly sensitive, electro-dynamic machines as shown 
above. Both static and dynamic balance are obtained 
simultaneously — and to within precision limits. 


Yet accurate balance is but one of the many highly 
desirable features found in Clarage Blower Assemblies. 


To meet your future requirements, it will most cer- 
tainly pay you to investigate these fans. 


SOME 
OF OUR 
OTHER 
PRODUCTS 


LARGE 
AIR CONDITIONING 
AND 

VENTILATING 44 


i= 


Every W heel M ws Pass — with Honors — 
This P RECISION BALANCE TEST 





Built in ten sizes 
in both types as 
illustrated — ca- 
pacities from 200 
to 7800 c.f.m. Or 
wheels only can 
be furnished in 
the same ten sizes. 


CENTRAL STATION 
AIR CONDITIONING 
PLANTS 


Kalamazco, Michigan 


APPLICATION ENGINEER! 





Freedom from 
Vibration 


Extra Quiet 
Performance 


Long Service 
Without Attention 
or Repairs 








Both types are suitable for 
V-belt or direct motor drive. 
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Magic Dia 


THERMOSTATS 


GIVE YOUR CUSTOMERS 
THIS EXTRA CONTROL 





Accurate control of length of 
“ON” period for uniform temperatures 
— economical operation 


= INo Overshooting « No Undershooting 








NOW ...heating systems need no longer operate e As long as required for greatest fuel economy. 
“somewhere between too hot and too cold.” Magic e Sufficient to distribute heat to all rooms. 

Dial control gives you just the heat that’s wanted— 
just the heat that a particular home should have. 


MAGIC DIAL THERMOSTATS provide your cus- 


Individual comfort preferences, varying weather con- 
ditions, differences in heating systems are under control 
with the Magic Dial Thermostats. 


» tomers an exclusive Extra—accurate control of the length 
of the “on” period of the heating system. Why be satisfied with selling an ordinary therm- 
The heating system governed by a Magic Dial ostat when you can have so much more to sell? 
Thermostat provides ‘“‘on” periods: Make sure your customers have the exclusive Magic 
e As short as required for close temperature Dial Thermostat (available in standard or electric 








regulation and comfort. clock model). 


Leading Heating Manufacturers Put Their Names on 


a 2 , — 
Ky % Twin Contact Controls—Proof of outstanding superiority. 
a.* 


Dealers Who po TW a Cc oO N TAC T 


t and ; 
the Bes ad specify CONTROLS 
trols order ® 
Con EREEK . Milwaukee, 


CORPORATION WISCONSIN 












A COMPLETE LINE OF TWIN CONTACT CONTROLS FOR ALL TYPES OF HEATING 





















Schaef BRUSHES 


“BUY SCHAEFER.----IT’S SAFER” 


SCHAEFER 
Boiler Brushes 
Ne. 8-390—2"x4"x6” 
No. §-400—2%4"x414"x6" 
No. 8-401—8'x5" xt 


Performance tested, SCHAEFER 
Brushes offer longer wear, better service, 
greater value—with the correct brush 
for every industrial and domestic use. 


SCHAEFER Flue and Boiler Brushes 
of SILVER BRITE Rust- 
proof Wire 
SCHAEFER’S special alloy “Silver 
Brite” rustproof spring steel wire has 
been developed for longer wear, more 


effective cleaning. It offers extra value, 
extra satisfaction in any brush. 


SCHAEFER 
Reetanguiar Fiue Brushes 
No. S-415—2"x4"x4%”" 
No. 8-416—3"x5"x4%”" 


SCHAEFER 
Boiler Brushes 


No. §-393—1%"x4"x5%" 
No. 8-304—2%4"x0"x6 2. 
Ne. 8- “x6"x6 


etenAgren 
er Brushes 


AEFER SCHAEFER Chimney 
SCHAEFER Furnace Cleaning Br shee 


SCH 
Brushes of Sliver Brite Fibre Furnace Brushes Me. ee 
Stee! Wire ral Rustproof Steel Selected Bassine fibre, » ° 
™ os Seago Searel No. 8-430—1” to 4” dia. No, 8-420—2"x3%"x4" No. 8-443—3", 4”, 4%", Gexible wire stem. 4”, 5, of and 12” dia. coun a 
8-438—Double Spiral No. 6-425—3%"x6%"xT" 5 = 5 ft. ° of Black Tempered 
For small No. 8-444-445 


Ne. ne i small 


SCHAEFER Round Five 


Single and Double 
wenn Single Spiral, 


SCHAEFER Rectangular 
Spiral Flue Brushes of Fiat 


Flue Brushes 
Steel | 


No. 666—6”, 7”, 8”, 10” 
and 12” dis. oblong style 


SCHAEFER Curved 





SCHAEFER 
Wire Wheel Brushes 
Solid Oemter Type of 
crimped steel wire. 
No. 276-6" dia. x 1%” 


face. 
No. eae A dia. x 1%” 
No. 28010" dia. x 2” 


eS 


SCHAEFER Shoe Handle 
Wire Brushes 


No. 812— Ol) tempered 
roof wire, 5” brush, 


rustp 
2, 3, 4 rows. Trim 1%”. 
overall 10”. 


Write for SCHAEFER Catalog of flue and fur- 


nace brushes, or for information on any special 


SCHAEFER 
Handy Wire Brush 


tempered steel 
trimmed 1%”. 


GemaAceee Straight 
Back Wire Brushes 
No. 800-11—Oll tempered 

wire. Hardwood 
ock, 1%” x 2%". Wire 
1%”, 6 x 19 rows. 


brushes for specific requirements. 


Tin Handle Acid or 
Dope Brushes 


selected grade bristles in 
ra) tecrule Width, %”. 


T. W. Flat Acid Brushes 
Tinners soldering brush, 
horsehair filling, 1%” 
width, 7%” overall. 
Twisted wire . 





Radiator or Condenser 
Tube Brushes Handle Wire Brushes 


Twisted in wire handle, 
selected hair or bristle. 


Wide range of sizes. 

No. 10—%" dia. x 2” brush 
x 4 overall. 

No. 11—%”" dis. x 3” brush 
=x 8%” overall. 


‘ctw tam 

















No. 1005— 
to & dia. 


SCHAEFER Vacuum Cleaner prgsheo 
Bassine a 5 
handle wi 


Fibre Brush, 10%” dia. 
x 6 ft. long—4és” 


ni 


threaded pple at end. 
No. 1000—Baasine Fibre Brush. . ¥ dia. brush x 
10” long. ith threaded nip- 


ple at end. 


Handle 39” wi 


Wire Flue Brush and Extension Handies 


4 ft. Handles with Nipple and Coupling. 
5 ft. Handles with Nipple and Coupling. 
6 ft. Handles with Nipple and Coupling. 


SCHAEFER BRUSH MFG. CO. 


1025 South Second Street 


Milwaukee 4, Wisconsin 
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Streamlined System 


for Warm Air Sales Assistance! 
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for the new Lamneck Com- 
prehensive Catalog and the 
name of your nearest jobber. 










*T.M. 


bye cost price on a warm air job is easier for you 

to figure and for a prospect to buy—when you 
figure a Simplenic installation! With a complete low- 
cost system to start with, “streamlined” to eliminate 
all increasers or reducers on the main trunk, you can 
figure your required duct size and materials more 
quickly and completely, save 30% on trunk system 
material and 25% on labor, and come out with a 
streamlined warm air installation that’s a sales-winner 
in the toughest competition! Take advantage of 
Simplenic’s simplicity—completeness—low cost... 
and collect the dividends of modern, streamlined warm 
air sales and installation ease! 


CLAYTON & LAMBERT MFG. CO. 


1760 DIXIE HIGHWAY ¢ LOUISVILLE 10, KENTUCKY 


FURNACE PIPE 


AND FITTINGS 
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Your Keys to 


General Motors—the key to greater value—value 
which is recognized by users of automotive and 
household appliance products the world over! 

Delco-Heat—the key to customer acceptance— 
acceptance of Delco automatic home-heating products 
for their quality and dependability ! 

These keys will open doors for you—the doors of 
homes that recognize value—that want only the 
finest in automatic heat! 

And these keys are emblematic of the greater profits 
that can be yours with a General Motors Delco-Heat 
franchise: 


1. You'll be selling dependable quality products that 





Be Sure To Visit The 
Delco-Heat Exhibit, Booth 458 
NATIONAL OIL HEAT EXPOSITION 


Oil and gas-fired 





Mechanics Hall, Boston, Mass. 


Conditionairs 


May 16-20 
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A Full Line of Automatic Heating Equipment 





Conversion Oil Oil-Fired 
Burners Boilers Stokers 





eater PROFITS! 


your prospects know and trust—a name that’s a 
household word—a name that has always been 
synonymous with value. 

2. You'll be allied with a manufacturer whose research 
and engineering facilities will keep the products you 
sell out in front. 


3. You'll have the help of a sales promotion program 
that really works—aggressive advertising and alert 
merchandising-helps that are geared to meet your needs. 


For full information concerning the many advan- 
tages of a General Motors Delco-Heat franchise, 
write to Delco Appliance Division, Dept. AA-5, 
General Motors Corp., Rochester 1, New York. 





Also manufacturers of Delco Water Systems for farms and homes — 
Fractional Horsepower Electric Motors — Electric Automobile Clocks. 
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Automatic Coal 
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THIS MONTH'S 
MERCHANDISING 






“Try to sell something to everyone’’! That’s the rule that pays off. 
It calls for a variety of products, prominently, smartly displayed. 





HOW TO GET BIGGER PROFITS 
FROM YOUR STORE TRAFFIC 


A SUCCESS RULE 


Successful merchants try to sell some- 
thing to everyone. If they can’t sell a 
stoker, they sell a draft control. That’s the 
rule of success for other merchants — drug 
stores, or variety stores, or appliance stores. 
That rule can build greater profits for the 
contractor dealer. 








Attractive display provided by Field 
Control Division holds their new Safety 
Control. This control automatically 
closes dampers when bonnet temper- 
ature gets too high. 
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SELF-SERVICE BUYERS 


People today are self-service buyers. The 
super-markets have taught this habit. It’s 
a relatively new shopping habit. It calls 
for new merchandising techniques. It calls 
for displaying of a variety of goods, and lett- 
ing people shop your store. 


Complete, automatic heating plants are 
major investments. They are shopping 
goods. But an inexpensive accessory like 
a draft control, is an impulse purchase. 
People buy such items without prior con- 
sideration. That’s why a well displayed 
stock of low-cost accessories will help you 
get bigger profits from your store traffic, help 
bring greater traffic into your store. 


SOMETHING TO EVERYONE 
Where you can sell everything to some- 
body — a complete heating installation, 
that’s great. Meantime, follow the rule of 
selling something to everyone. It pays off 
for other retailers. It can pay off for the 
contractor-dealer. 





Typical “impulse” item is the Field 
Barochek, combination draft control 
and check damper. It retails over-the- 
counter at about $4.95. 





DRAFT CONTROLS | 


- « - « And There's A Field 
Control For Every Need! 
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CONTROL 
DIVISION 


CONKEY & COMPANY 
Mendota, Illinois 


field 


H. D, 


Aftiliates: 
CONCO MATERIALS HANDLING DIVISION 


Cranes — Hoists 
CONCO BUILDING PRODUCTS, INC. 
Bricks — Tile -—— Stone 
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Surest way to check 





Aur velocities 











Velometer s.. 


FOR BALANCING AIR SUPPLY 
IN NEW OR EXISTING SYSTEMS 


Here’s the way to take the guesswork out of the job 

of balancing systems and to speed up the adjust- 

ment of any air conditioning, heating, and/or venti- 

lating set-up. It’s the Alnor Velometer Jr., the minia- 

ture, direct-reading air-velocity meter—a handy low- 

Ont $93 B00 cost instrument for instantaneous and precise mea- 

Handsome Genuine Leather Case . surement of air velocities in unrestricted areas. Only 
Available for Only $6.00 a | high, 3 inches wide, 14 inches deep, Velom- 
NOW IS THE TIME... eter Jr. is precisely built for accurate performance 
Order your Velometer Jr. today while you —with double pivoted, double jeweled movement, 

are thinking about it. And send for Bulletin air-actuated pointer vane, and sturdy, handsome, 


which gives somplete details. Use the molded bakelite case. Available with single or 
handy coupon! : 
SSCS ESHEETS EEE EEE EEE double velocity range scales, Velometer Jr. can be 
ILLINOIS TESTING LABORATORIES, INC. one of your most useful tools for years to come. 
Room 538, 420 N. LaSalle St. 
Chicage 10, lilinois 


ILLINOIS TESTING LABORATORIES, INC. 
Chicago 10, Ill. 


Ubnor 


PRECISION INSTRUMENTS 
FOR EVERY INDUSTRY 


to cover purchase of 
carrying case. 


CL) Please send latest bulletin. 
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@Fine quality combined with lowest possible cost. 
® Models for closet, utility room or basement installation. 
@Both oil-fired and gas-fired heating units. 

(Series F oil/gas burners and controls interchangeable.) 
@Economical to install, units factory wired, assembled, tested. 
@Compact construction, require minimum floor space. 
@Ample output capacity for the modern home. 


The CONCO series F in one unit, 25” wide 
43” deep and 5754" high, engineered for oil 
or ges. No structural changes necessary to 
change a VF unit to either TF or GF—just 
change burner and controls. 


Model VF 


The thrifty CONCO-BREESE 
vaporizing oil burner. Bonnet 
output, 100,000 B.T.U. 



















Model TF 


The exclusive Magic Spray 
oil burner uses less costly No. 
; | oe output, 100,000 


Model VU.1 


Designed for utility room, 
closet, hall or basement instal- 
lations. Cabinet is 25” wide, 
26” deep, 69” high. 






Model GF 


The economical Mono-Flame 
ges burner, readily adaptable 
to natural, manufactured, 
mixed or L. P. gases. 






The CONCO Stainless Steel 
vaporizing oil burner. Bonnet 
output, 73,000 B.T.U. 















a | 


-— CONCO ENGIN 


Saw eet ON © = MENDOTA ctl t eee tS 






eS Re eee - 





ae See OMAR OS ae 
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2 
WEBSTER ELECTRIC 


hermodrive 


REG. U.S. PAT. OFFICE 


* Controlled Air Circulation 





Thermodrive is an yones. weg answer to the 
much-talked-of Controlled Air Circulation. 


Thermodrive has been carefully and _skill- 
fully engineered over a period of years by 
experienced Webster Electric engineers who 
have spent years in the heating industry. 
Now it is being offered as a perfected product 
that proves to be “tops” in the field. 


It is supplied as a complete unit with kit to 
install. 


Year-Around Sales .¢s 


The best part about Thermodrive is that it 
»wroduces year-around sales. Only a couple of 
fae? shutdown is required in the winter to 
make installations. In the summer, it pro- 
vides perfect circulation of cool air simply by 
throwing the control switch. No adjustments 
are necessary. Therefore, you have two sales 
points of importance: first, a better circula- 
tion of forced warm air in the winter; second, 
a cooling system in the summer. 


Trouble-l'ree— Dependable 


Thermodrive is made to the same high stand- 
ard of quality that has been associated with 
Webster Electric products for years. All engi- 
neering skill has been used to perfect a prod- 
uct that will give years of dependable, trouble- 
free service ... and you can expect just that! 
Already, many users tell us that Thermo- 
drive is the perfect answer to controlled air 
circulation. 


Easy to Install... 


When designing Thermodrive, the ——- 


of installation was taken into consideration, 

ah: and as a result you'll find it easy to install. 

WwW iz ee 5 T ia R & L & Cc T R | Cc A complete kit furnishes all materials. The 
complete job of installation can be completed 

RACINE Lis WISCONSIN in one to two hours. It is not complicated, 


but is easy and simple to install. 
Established 1909 


Export Dept.: 13 E. 40th Street, New York (16), N. Y. Cable Address "ARLAB" New York City 
“Where Quality is a Responsibility and Fair Dealing an Obligation” 


144 AMERICAN ARTISAN, May, 1949 








49 





every time you sell a job 
that calls for... 


First, of course, you do your customer a favor. That's smart 
business. 

And with the new, hot-rolled and soft-annealed Monel* 
Roofing Sheet, you’re giving your customer “‘life-of-the-build- 
ing” dependability at a reasonable cost. 

Yes —the cost of a Monel roof is comparable to that of 
other quality materials. That surprises some people, but it’s 
true. The superior corrosion resistance of this new Monel sheet, 
together with its high strength and toughness, make it possible 
to use thinner gauge sheet for roofing, penthouse siding and 
many standard roofing parts such as flashings, gutters, down- 
spouts, leaders and skylight frames. 


Michigan Job Typical of Many 


For example, on one big job in Dearborn, Michigan, just re- 
cently, Monel’s excellent properties permitted a reduction of 
two full gauges in the sheet thickness used for a batten seam 
roof. And an even greater reduction was possible for louver 
construction. 

That’s important because it means that you roofing men 
can now go after Monel jobs with the assurance that the price 
you quote will compare favorably with that quoted for any 
other quality roofing metal. And sometimes it'll even be lower! 


Monel Readily Fabricated 


Now, where do you come in? What about that favor you were 
going to do yourself? Listen . . . 

Roofers tell us that this new Monel Roofing Sheet is a cinch 
to work with! Thanks to its softer temper, it is easy to cut and 
bend. Monel’s high ductility permits it to be formed into intri- 
cate shapes and sharp bends without cracking. You solder, 
braze or weld Monel by exactly the same methods you've 
always. used, 


Test Sample Offered 


The best way to prove that you can do all this with Monel 
Roofing Sheet is to examine an actual sample. Put it through 
its paces — cut it, bend it, solder it, try it out any way you like. 
Then you'll understand why more and moré roofers are anx- 
ious to handle Monel jobs. 

For your free testing sample and full details about easy- 
working, softer temper Monel Roofing Sheet, fill in and mail 
the coupon — now. 


THE INTERNATIONAL NICKEL COMPANY, INC, <MBLEM@g)OF StRvice 
67 Wall Street, New York 5,N.Y. “Reg. U.S. Pat. Of. - 


MONEL... tor the life of the building 
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ROOFING MEN fitting a batten seam cap 
onto the all-Monel roof of the New York 
Public Library. Note that they are using tools 
and methods exactly the same as those used 
in fabricating other quality materials. 





MADE OF MONEL. Interlocking 
through-wall flashing — me- 
chanically keyed — is readily 
available in .018’° Monel and 
heavier gauges. It provides a 
3-way bond on mortar bed, and 
protection against water seep- 
age. Manufactured by Keystone 
Flashing Co., Philadelphia, Pa. 





por Wan nee ee eee 











i The International Nickel Company, Inc. 
I 67 Wall Street, New York 5, N. Y. 
{ Yes, I'd like to know more about the new, softer temper Monel Roofing 
I Sheet. Without obligating me in any way, please rush along the test sample 
, and complete information. 
| Name a simian 

A.A. 5-49 
i 
r) Street . " . Suse EERE 
| City a Zone. State__ 
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THIS IS 
EVAPORATIVE 


COOLING 


it's COMFO pative 


cooling 


COMFORT'S FREE ENGINEERING 
ADVISORY SERVICE tells you what 
equipment you need and how to 


install it. 


| wish te knew mere about COMFORT COOLING 


Name 





Street 








City 


Your Occupation 








Wherever and whenever it’s hot (in homes, factories, mills, plants, 
offices ox public buildings) Comfort evaporative cooling brings in 


fresh, washed, filtered, cooled air to the refreshment of families, 


employees and clients: 


See that Temperature Come Down and STAY DOWN with 
Comfort equipment. New Methods of handling humid- 
ity make Comfort outstanding in the evaporative cool- 
ing field. Simplicity of installation makes it a favorite 
with builders who have installed it. RESULTS make it 
the favorite of those who ENJOY it. 


@ THERE’S A COMFORT COOLING UNIT 
TO FIT EVERY COOLING JOB 


COMFORT PRODUCTS Corp. 


2220 SOUTH LAMESA e@ DALLAS, TEXAS 
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THESE COPPER-BEARING STEEL SHEETS 


LAST CONSIDERABLY LONMWGER 


(and cost very little more than ordinary galvanized sheets) 


Heating or ventilating ducts made from Beth-Cu-Loy 
Galvanized Sheets can be expected to last longer 
than those made from plain galvanized steel sheets. 

The principal reason for this long service is the 
resistance to rust provided by Beth-Cu-Loy’s copper- 
bearing steel base. It is manufactured from open- 
hearth steel that contains 0.20 to 0.30 pct copper. 
In atmospheric-exposure tests by the American So- 
ciety for Testing Materials this composition has 
proved to have more than double the resistance to 


corrosion found in ordinary open-hearth steel. 

Aside from their lasting qualities, Beth-Cu-Loy 
Sheets are easy to form, to seam and to solder. They 
make fast work of difficult jobs. Their very slight 
additional cost is balanced many times over by their 
longer life and excellent workability. 


BETHLEHEM STEEL COMPANY, BETHLEHEM. PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 
Fxport Distributor: Bethlehem Steel Export Corporation 


Beth-Cu-Loy Galvanized Sheets (7m 
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FOR A SHARPER IMAGE OF 


TOP PROFITS IN TELEVISION 
PRODUCTION and SALES 


--. set-builders use 


AMERICAN PHILLIPS SCREWS 


4a de) inile). Mi teldseta Assembly of costly television sets puts 


a prohibition on spoilage. That’s why American Phillips Screws are used, 
to help keep sets rolling out to an eager market, and to keep rejections down. 
No delays or losses, then, and output hits the main channel with highest 


return per man-hour, which means time-savings up to 50%! 


14 aay eS elie-wilelig Smoothly finished, unmarred cabinet 


work is the basis of television-set sales. And that’s the way sets come from 


an assembly department using American Phillips Screws. 


Does YOUR product have this double-feature of production-economy and 


sales promotion? Then write: 


AMERICAN SCREW COMPANY, PROVIDENCE 1, RHODE ISLAND 
Chicago Ii: 589 E. Ilinols St. Detroit 2: 502 Stephenson Building 


AMERICAN [[71 
PHILLIPS Seuss 











con bronze) , 
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Ee 
STOKER SALES ARE 


BUT... THEY RE SHOPPING BEF 










an | 
OFIT LINE SINCE 29 | | = TO “MEET THIS BUYERS’ MARKET 
SELL A PRODUCT WITH A PLAN 


To compete successfully in a “buyers’ 
market” you want a line that is complete, 
that has quality, beauty, rugged construc- 
tion and models for every job. FireTender, 


J 
“ ‘- 4k with the exclusive ''Econo-Mixer,” gives you 


. all of these PLUS a complete, new factory 
. Selling PLAN that you can afford, individ- AN 
vally adapted to your organization to make 
you more money. 
i 
¢. 
~@ | FIRE TENDER 


SALES AND MERCHANDISING HELPS 
which build your Sales, WUultiply your Profits 
| Easel Presentation. “How to Sell FireTender” book. New Litera- ‘ 


ture, Cooperative Advertising, Newspaper Mats, New Electric 









































and Clock Signs, Direct Mail, Radio Scripts, Demonstration 


Equipment, Novelties, Window Streamers. Factory and Field 


Sales Training. Contests. Potential Sales and Profit Data... and 


DISTRICT REPRESENTATIVES TO SHOW YOU THE 
WAY TO PROFITS WITH THE FIRETENDER PLAN 





fED—3 MODELS 








FIRETENDER 4 


OIL BURNERS oe 









DOMESTIC & 


it COMMERCIAL 


*Wrte Us “Today FOR “THE FIRETENDER PLAN FOR ’49” 


BIGGER PROFITS IN TODAY'S BUYERS’ MARKET 


= Paesten zB: THE WAY TO 


_ 


s ee “~~ er 
—— 
‘A - 
& 


a . 
vail od folcomb ~lore MFG. CO. INC. 


1540 VAN BUREN ST., INDIANAPOLIS 7, IND. 
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For quick 
* atl P 
service to 


you and lasting 


service to your 
customers! --- 


Chase 


Co. 


er 
8 ooo ery 20, COMM. 


Chase Bras oterbury 


FREE Dept. AAS®. W 
Mail the Gentlemen: 
coupon” for Please - on 
booklet Copper Roofing 


des< ribing 


klet, “Chose 


r boo o 
d me you roducts. 


d Roofing P 


Chase 
Coppe' 
Roofing 
Products 


WATERBURY 20 CONNECTICUT 


THIS IS THE CHASE NETWORK 


Chase GUTTERS, DOWN- 
SPOUTS, ACCESSORIES 


Immediate delivery, outstanding durability 
—two big reasons why you'll want to 

use the Chase line! Gutters, downspouts, 
heads, elbows, shoes, mitres, ends, 

outlets and caps are all made of 

16 ounce copper for lasting service. 

Chase accessories for use with gutters 

and downspouts also include 

hangers, circles, clips and wall ties. 


Chase THRU-WALL 
COPPER FLASHING 


Here is an economically priced 3-way bond 
copper flashing for permanent 
waterproofing of masonry walls in 
industrial and monumental construction. 
Unique design assures rapid, complete 
drainage of any moisture penetrating 

the wall. 


Chase COoP-0-TOP 


Wherever flashing is not exposed, Chase 
Cop-O-Top is ideal for waterproofing 
and damp-proofing. It consists of 
thin-gauge sheet copper permanently 
bonded to asphalt-impregnated Kraft 
paper. Chase Cop-O-Top is flexible and 
tough, easily folded and formed 

by hand without tearing or cracking. 


@OTHER CHASE COPPER ROOFING PRODUCTS 


SHEET, ROLL AND STRIP COPPER, COPPER 
STEP FLASHING, NAILS AND RIVETS, SOLDER- 
ING COPPER, LEAD-COATED COPPERS. 


We Nalions Headguarden for 
BRASS & COPPER 


SUBSIDIARY OF KENNECOTT COPPER CORPORATION 


handiest way to buy bross 


ALBANY ATLANTA BALTIMORE BOSTON CHICAGO CINCINNAT! CLEVELAND DALLAS DETROIT HOUSTON INDIANAPOLIS KANSAS CITY, MO. LOS ANGELES . MILWAUKEE 
MINNEAPOLIS NEWARK NEWORLEANS NEWYORK PHILADELPHIA PITTSBURGH PROVIDENCE ROCHESTER ST.LOUIS SAN FRANCISCO SEATTLE WATERBURY 
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Quality Unchanged Efficiently Designed 
Prompt Shipments 


DESCRIPTIVE LITERATURE MAILED ON REQUEST 


Jobbing Outlets in 40 States 


UNO VENTILATOR CO. 


CLIFTONDALE STA. SAUGUS, MASS. 
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R= mek Fans and Blowers 
MEAN BUSINESS — in Comfort! 


When you sell comfort, you deal in something everybody wants 
—always! But you face tough competition now. That's why— 
to stay out in front—you need the best. You need the REX line! 





FOR SMALL JOBS . 


14 and 16 inch blades; 
1/25 H.P. Redmond 
motor; 3-speed switch 
for adjusting air move- 
ment; 4 specially de- 
signed overlapping 
blades. 


MEDIUM JOBS . 


The simple reversing switch is one reason why 
the W-400 and W-500 model is tops for home 
or business convenience. During the day it 
blows hot stuffiness and odors out. Reverse it 
at night and it brings in cool air. Day or night 
when weather's hot—this REX AIRATE hits the 
spot! 


OR BIG 


Heavy gauge steel 
housing; up to | H.P. 
motors with in-built, 
thermal overload pro- 
tectors. Broad, deep- 
pitched blades. 


AND WINTER PLEASURE 


While the memory of winter's rigors are still 
vivid, the alert merchant lays the ground-work 
for selling the solid comfort of controlled cir- 
culation of heated and filtered air. REX AIR-PAK 
Blower Filter Unit's top quality and low cost 
makes selling easy. Try it and see! 


AIR CONTROLS, 


Div. of 
CLEVELAND 


THE 
2310 Superior Avenue 


For individual rooms, offices or small apart- 
ments, this light-weight, convenient portable 
model is unsurpassed. Can be carried around 
easily—plugged into any convenient outlet for 
top-grade air circulation. Smartly designed for 
sales-pulling attractiveness. A number one item 
in any sales parade. 


In 24 and 28-inch 
models; move 4000 to 
5100 cubic feet of air 
per minute; with sim- 
ple reversing switch; 
belt driven % H.P. 
split phase motor. 


JOBS! 


This popular model, installed in the attic, means 
comfort throughout the whole house—through- 
out the summer. Offers an unlimited number of 
applications for commercial, industrial and in- 
stitutional locations — an unlimited source of 
sales to the wise merchant. Easily, economical- 
ly installed. 


Delivery ratings from 
40,000 to 400,000 
B.t.u. per hour; fea- 
tures sturdy construc- 
tion and modern de- 
sign. 


INC. 


HEATER CO. 


Cleveland 14, Ohio 
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-LU4to sell the man who 


3 GANT AFFORD IT! 


NEXT TIME you hear that old, sad refrain, “can’t afford it,” 
that’s the time to tell your prospect about Great National’s three 
great new evaporative cooling units . . . that practically anyone 
can afford. 


Tell him how simple these units are . . . no coils . . . no com- 
ra . . . no condensers . . . nothing to get out of whack. 
ell him how easy they are to install . . . just a couple of simple 


plumbing and wiring connections to make. Tell him he can 
practically forget about maintenance expense. All there is to 
it is an occasional half-hour clean-up job. It’s easy to see that 
everything about these efficient evaporative units will save him 
money . . . and do a sound, solid job of cooling, too. 

So don’t sit still for the old “‘can’t afford it” routine any 
longer. Make a sale and a profit and a friend by selling low- 
ae long-life, efficient Great National Evaporative Cooling 

nits. 








GREAT NATIONAL GREAT NATIONAL GREAT NATIONAL 








KOLD-AIRE EVAPORATIVE KOOLER-AIRE DE-HU-MATIC 
The comfort cooling unit that’s sim- Kooler-aire has one of the greatest Here’s the “only one of its kind”’ 
ay itself. It cools, cleans, washes, advances ever made in evaporative evaporative cooler. It creates cool 
ters and circulates 100% fresh air cooling...the exclusive Gyro-Spray, comfort in any climate .. . under 
at super-low cost. Itslows , high which saturates the filter mats any temperature and humidity con- 
output blower is quiet and efficient. with a whirling, drenching spray of ditions. Its automatic dry and wet 
Double capacity recirculating pump water. This spraying action also bulb thermal controls keep humidity 
saves water yet delivers twice the keeps mat surfaces clean. A recircu- comfortably low even on “muggy” 
volume actually needed for com- — pump keeps water consump- days. A recirculating pump, oper- 
plete saturation of filter mats. Made tion low. Two sets of mats not only ating in conjunction with the De-Hu- 
in capacities from 3500 to 13,000 cool the air but keep water out of Matic valve, insures low water costs 
cubic feet per minute. the blower. and complete thermal control. 

Hl SSE ee ee 7 

, , | 

For full information on these evaporative cooling units send coupon, | Great National Air Conditioning Corporation | 

| 342 Oklahoma Natural Bidg., | 

| Oklahoma City, Okla. | 

| Please send me full information on Evaporative | 

| Cooling Units. | 

AIR CONDITIONING CORPORATION | ~~ ———____—___—__—_—_—— | 

| Address i | 

A subsidiary of UNITED STATES AIR CONDITIONING CORPORATION | on “om | 

342 Oklahoma Natural Building . Oklahoma City, Oklahoma 4 | 
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BETTER, 


YOU NAME THE JoB! Metal-Master compound leverage snips cut 
heavy sheet metal with amazing ease ... inside holes, intricate pat- 


FASTER terns and curves, or standard cutting jobs. Here are just a few of the 


uses for which thousands of metal workers prefer them: 
SHEET METAL 


Making cornices e laying out leader boxes e laying out roof and 
£ ying ying 


WORK drain flashings e ornamental work on leaders and gutters e all 


kinds of duct work, including air conditioning and hot air heat- 
ing e cutting corners in kalamein work e installing kitchen and 
with soda fountain equipment e neon sign work e cutting metal 
strips in linoleum laying e installing metals for store fronts, etc. 


In addition, Metal-Masters by the thousands are used in gen- 


W I S S eral maintenance work throughout industry. 


Quality for over a Century 


| METAL-MASTER 
| J. WISS & SONS CO., NEWARK 7, NEW JERSEY 


' 


Exompiles of intricate de} 
‘ ° which can be cut with — 


: -Master Snips. 


* 
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ONE UNIT 


contains a Gun Type Oil Burner, 
Automatic Humidifier, Fiber Glass 
Filters, Four Standard Controls 
— and The Non-Corrosive Hot 
Water Storage Tank. 


U. S. PATENT No. 2212222 
OTHER PATENTS APPLIED FOR 

















METROMATIC MFG. CO. 


AMERICAN ARTISAN, May, 1949 


3 Sizes 
70,000 120,000 180,000 BTU'S 


Write Today! Immediate Delivery 


Franchises available for preferred deglers. 


EVERETT 49, MASS. 
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THE NEW MORRISON 


epy All 


CUTS THE COST OF YOUR 
FURNACE DELIVERY SERVICE 
& SHEET METAL CALLS! 


{= 
+ "AMHERST 


SHEET METAL CO 


The All-Steel, All-Purpose Service Body that fits all 
standard commercial half and one-ton truck chassis! 


Here’s the “Carry-All” that cuts your delivery tow and service 
costs! 

It carries everything — it’s your shop on wheels — and your 
advertising billboard too! It has room for furnaces and parts, 
controls and sheet metal, equipment and tools! 

And it’s always loaded, ready to roll! 


® 
Get the complete story of the “Carry-All” — and start cutting 
delivery and service call costs- 


® Rugged All Steel Construction 


® Fits Standard Commercial 2 to 1-Ton 
Truck Chassis 


501.” Inside Width 
Underbody Bridge-Type Construction 
Lightweight High Tensile Steel 


Offset Reinforced Non-Skid Heavy Load 
Floors 


Weatherproofed Compartments 
Extra Roomy Convenient Side Boxes 


Completely Precision Designed, 
Engineered, Tooled, Die Stamped, 
Assembled 


® Bassick Center Control of Single 
Closure Dual-latch Paneled Doors 


® Wise Key-Operated Locks and Handles 
®@ Interchangeable Standard Parts 





MORRISON “CARRY-ALLS” 


are Sold Through Any Fran- 
chised Chassis Dealer by) 
Established Truck Equipment 
Distributors. 


MORRISON 


STEEL PRODUCTS, INC. 


‘Carry-All’’ Service Body Division 


625 AMHERST STREET, BUFFALO 7, N. Y 


| 
| 





NEW LITERATURE 
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Space Heater Bulletin 
A 12 page bulletin, No. 523, describes a forced air 


| space heater which is being marketed under the trade 


name of Counterflo. Available in standard output 
capacities from 400,000 to 2,000,000 Btu’s per hour, 
the heater is direct fired either by oil or gas and can 
be supplied with combination burners for quick con- 
version from one fuel to the other. 


The bulletin emphasizes the heater’s “five-function” 
versatility. In addition to its primary use for heating 
comfort, it can be used for year round ventilating, 
process drying, tempering makeup air, and heat curing. 
Long service life is achieved by four-pass counterflow 
combustion combined with a warm air recirculation 
principle. It is described as being especially suitable 
for heating large structures without ductwork, but also 
may be employed as a central heating plant. Only 
electric power line, fuel piping, and vent stack are 
needed to install the heater. 

Dravo Corporation, Heating Section, Dravo Bldg., 
Pittsburgh 22, Penn. 


Lincoln Weldirectory 


Bulletin No. 464, entitled “Lincoln Weldirectory for 
Non Ferrous Metals,” offers detailed information on 
two welding materials: Aluminweld, for the welding of 
aluminum in any form; and Aerisweld, for shielded 
are welding of bronze, brass, and copper. The discus- 
sion of each of the electrodes includes inforraation on 
application, properties of the deposited metal, and the 
procedure to be used in welding with Aluminweld and 
Aerisweld. 


An extra dividend of valuable reference material is 
provided on the back cover in the form of a list of 
the leading books on arc welding, together with an- 
other list of educational films, each of which are 
reviewed in bulletins to be furnished free on request. 

The Lincoln Electric Co., Cleveland 1, Ohio. 


Forced Air Furnaces 


Two-color folders and catalog sheets are available 
on a line of forced air furnaces, gas, coal, or oil fired. 
Also described and illustrated is a combination forced 
air coal furnace which is offered with interchangeable 
gas or oil burner units. This model is manufactured 
over a wide range of sizes to heat any home. Specifica- 
tion and measurement sheets and dealer price lists are 
also available. 

The Firewel Co., Inc., Buffalo 6, N. Y. 


Panelox Display Card 

A simulated flame display card for placing inside 
Panelox stainless steel combustion chambers is ready 
for distribution. -The brightly colored display is de- 
signed to increase over the counter sales of this piece 
of equipment. 

Stefco Steel Co., Heating Equipment Div., Michigan 
City, Ind. 
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THE BEST 
service the rest 


‘N 


\ 


Compare ANCHOR Heating Equip- 
| ment with any other at comparable 








prices ...and you'll see that 
ANCHOR products are made for 
service not for SERVICING! 


With ANCHOR, you make fewer of 
those free service calls that eat up 
fair profits so that your service crew 
can more profitably spend its time. 





Over 80 years of experience in the 
heating equipment field goes into 
the design, development and con- 
struction of each of nearly 100 
models of ANCHOR heating equip- 
ment! ANCHOR products are Na- 
tionally Known . . . and, Nationally 
in Demand. 


Choice franchises are available. 
Write for complete details. 








Anchor Division, 
Stratton & Terstegge Co., Inc. 


P.O. Box 311, New Albany, Indiana 














. Ameucas finest Hleating a 
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COMPLETENESS 


AND 


— DEPENDABILITY 


WITH 


Prope 





wn Peerless. Clectiie 


PACKAGE UNITS AND BLOWERS 


@ Peerless Electric blowers and package units are 
manufactured complete in the Peerless plant. Peer- 
less is not an assembled line. 


Peerless equipment is dependable—you minimize 
service worries because Peerless equipment is 
designed and engineered from 56 years expe- 
rience in producing quality electrical apparatus. 
And you'll find that Peerless blowers and package 
units are priced right to earn a profit for you. 
Write for detailed information. 


PEERLESS ELECTRIC AIRBOY BLOWER ASSEMBLY 


A direct drive blower that de- 
livers 850 cubic feet of air per 
minute. 3-speed blower with 
motor blower unit 
rubber cushioned. 
Blower wheel dynam- 
ically and statically 
balanced. The two 
motor bearings are 
the only bearings in 
the unit. Also sup- 
plied with cabinet and 
air filters as a com- 
plete package unit. 











BELT AND 
DIRECT DRIVE BLOWER 
ASSEMBLIES 





You'll find Peerless blower as- 
semblies in many nationally-sold 
air conditioning furnaces of the 
finest quality. We furnish both of 
these assemblies ready to install 
in your own furnaces or cabinets. 
The many fine construction 
qualities of these blowers add 
valuable sales features to your 
heating units. 


THE PEERLESS ELECTRIC COMPANY 


ESTABLISHED 1893 + WARREN, OHIO 


MOTORS © FANS * BLOWERS 
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HERE'S WHY... 


You'll be money ahead purchasing 


HARDWARE 


** 


‘all from © source 


simplified purchasing + complete selection 
lower shipping costs + simplified control 
uniform high quality + prompt delivery 


Ask about our 
complete line ol... 


HANDLES 
CATCHES 


HINGES 
SCREWS and BOLTS 


suitable for use on... 


e@ SPACE HEATING UNITS 


@ AIR CONDITIONING 
EQUIPMENT 


e OIL BURNERS 


e@ STOKERS 
e@ GAS HEATING UNITS 


@ HUMIDIFIERS 


INf 


: hae 3 


WRITE US FOR FULL INFORMATION 


NATIONAL LOCK COMPANY 


ROCKFORD. ‘@ ILLINOTS. 











NEW LITERATURE 
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Hole Saws and Blades 


A complete line of hole saws, replacement blades, and 
parts, including a new line of high speed hole saws and 
blades, is described in a 6-page combination catalog 
and price list. Two pages are devoted to an illustrated 
description of the “Hole Master” multiple blade hole 
saws in which the single tool head acts as holder for 
from 4 to 11 different sizes of rotary saw blades. The 
saw blades are furnished in sets of various diameter 
sizes to meet the needs of installers of heating, air 
conditioning, and refrigeration systems, home work- 
shop owners, and handicraft men. 

Misener Mfg. Co., Syracuse 2, N.Y. 


Flexible Metal Hose 


One of the most comprehensive books to be issued 
on flexible metal hose products, Catalog G-50, contains 
68 pages devoted to full description and complete 
specifications for standard types of flexible metal hose 
in a variety of metals. In addition, it contains complete 
sections on expansion joints for piping systems; stain- 
less steel and brass bellows; and various conduits and 
special assemblies of these components. 

The catalog is designed to give those who recom- 
mend, specify, and install metal hose products one 
self-contained source of information for all require- 
ments. It is available to anyone having a direct inter- 
est in use of the product. Readers should request it 
direct from the manufacturer, indicating their com- 
pany affiliation and title or function. 

Chicago Metal Hose Corp., Maywood, Ill. 


Air Wall Heating Folder 

What it is, how it works, and how you benefit are 
the questions answered in a folder describing Air Wall 
heating, a method of distributing heat from warm air 
heating units through 4 in. diameter round ducts. 
Heat reaches the room through a specially designed 
Air Wall register placed just above the baseboards on 
the outer cold walls. Furnace and duct installations 
and the register installation are illustrated. 

The back cover is devoted to description and illus- 
tration of the gas and oil fired furnaces for use in Air 
Wall heating. 

General Electric Co., Air Conditioning Dept., Bloom- 
field, N. J. 


Fan and Blower Catalog 


Information on a complete line of fan blades, blower 
wheels, and assemblies is available in one 16 page 
catalog. Dimensions and performance data are in- 
cluded on attic type, four blade pressure type, three 
blade semi-pressure type, and one piece free air type 
blades. Blower wheels on which data is given include 
single and double inlet wheels. Recommended scroll 
dimensions and installation dimensions on blower 
assemblies are presented in diagram form. 

Burden Co., Los Angeles 38, Calif. 
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for Better, Low-Cost Drilling— 


buy your DRILLS 
to fit your JOBS! 










44” JUNIOR DRILL 
—for odd-job use $9 g° 


%4” HOLGUN*— 
for light gage metal 
assembly......... 








%” STANDARD DRILL 
—for mainte- 


nance work... 444° 


%4” HEAVY-DUTY DRILL 


—for i 
a....... oe 


UY Black & Decker Electric Drills—and 

you're sure to get the right Drill for every 
job! Nowhere else can you find the wide selec- 
tion of models (25 in all, from 4%” to 14” 
capacity)—the unmatched quality that means | 
extra years of service—famous full-power B&D- 
built motors that can’t be stalled! For example, 
Black & Decker builds not one, but FOUR 4” 
Drills—each designed for particular jobs. Call 
your nearby B&D Distributor today for free 
demonstrations of the many Black & Decker 
Portable Electric Tools, the world’s most complete 
line! Write for free catalog to: The Black & 
Decker Mfg. Co., 682 Pennsylvania Ave., 
Towson 4, Maryland. 


*Trade Mark Reg. U. S. Pat. Off, 


LEADING DISTRIBUTORS Oe EVERYWHERE SELL 
LANCE 


Yack iD 


PORTABLE ELECTRIC TOOLS 








ELECTRIC WIRE 
SANDERS BRUSHES 
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JOHN ZINK 
"SHORTY" 
FLOOR FURNACE 


aie 





— ONLY 26" DEEP - 


Two Sizes Available 


30,000 Btu — 50,000 Btu 


AGA Approved for Natural, 
Manufactured and Liquefied 
Petroleum Gases 


These new floor furnaces are especially 
designed for installation where under- 
floor space is limited. Being only 26” 
deep, they can be installed where foun- 
dations are extremely low, eliminating 
the necessity of making a pit. 


Write for Literature 


John Zink Company 


4401 South Peoria 
TULSA, OKLAHOMA 


Salt Lake City Houston 


New York 





Los Angeles 
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Gas Burners and Controls............... 248 


Catalog No. 49 contains 36 pages of information about 
a complete line of burner units, controls, and pressure 
regulators for all gas appliances. Included are tables 
and statistics of technical interest to engineers and 
installers of gas burning equipment. 

Of exceptional value to the customer is a special 
detachable specification sheet, which makes it easy 
for him to furnish all pertinent information when 
ordering. For the convenience of users interested only 
in conversion burners and controls, a separate edition 
is available covering this line only. 

Barber Gas Burner Co., 3704 Superior Ave., Cleveland 
14, Ohio. 


Stainless Steel Sheets................... 249 


A 125-page manual on stainless steel sheets and 
plates, chrome-nickel types, has been published as a 
Handbook for the Fabricator 1949. The introduction 
contains impressive photographs of stainless on the 
job —in building, in hotel and restaurant equipment, 
and in the food, textile, and petroleum industries, to 
mention just a few. Following pages are devoted to 








technical data, including analysis and physical proper- 
ties of the various types of stainless. ; 

The remainder of the technical section offers valu- 
able information on methods of processing stainless 
steels. Operations covered include cutting, cold form- 
ing, hot working, joining (under which welding, solder- 
ing, brazing, and riveting are discussed), heat treat- 
ment, machining, finishing, and cleaning. Especially 
interesting to the sheet metal contractor will be the 
recommendations given as to what grades of stainless 
are best for various applications. 

Eastern Stainless Steel Corp., Baltimore 3, Md. 


Press Brake Bulletin.................... 250 


Bulletin JIB-49 describes a line of Junior and inter- 
mediate press brakes and includes complete design 
details and specifications. 

Verson Allsteel Press Co., Chicago 19, Ill. 


Insulation Sales Aid.................... 251 


A mailing piece entitled “Every Basement Is a ‘Gold 
Mine’ for Alert Furnace Dealers” cleverly points out all 
the various sales opportunities for insulating materials 
which exist in conjunction with the average gravity 
furnace installation. Materials for which applications 
are illustrated include asbestos paper and mill board, 
warm air pipe insulation, cold water pipe covering, 
asbestos pipe joint tape, asbestos furnace cement. 

Grant Wilson, Inc., 141 W. Jackson, Chicago 4, Ill. 


DOMESTIC AND 
INDUSTRIAL 


'1@ HEATING 








UNITS 


EASIER SALES AND 
MORE SATISFIED 
CUSTOMERS 





The variety of models to suit practically 
every heating purpose makes QUICK 
HEAT a recognized profit builder for 
warm air heating dealers. Practical ap- 
plication of sound engineering prin- rene 
ciples combined with extensive experi- 





ence has produced this highly recog- READY FOR INSTALLATION 
nized line of superior equipment. Per- 

formance and convenience of these units Floor units _are mounted on legs to 
proves business building quality to deal- prevent rusting of bottoms and elimi- 


nate air leaks. Factory assembled in 
attractive casing with new type heat 
saver and specially designed gun type 
oil burner. Convenient and quick in- 
stallation. 


ers handling this line. 


Overhead Units For 
Ceiling or Wall Mounts 


[TJERNLUND MFG. CO. 


2140 Kasota Ave. St. Paul 8, Minn. 





Daaiars FOR 
DESCRIPTIVE 
LITERATURE 
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NO-VISION GRILLES 


250 for Doors, Walls and Partitions 
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WY Vy Independent Registers and Grilles 

Y Y yee 

Ke Where ventilation without vision is de- 
CN sired—in doors, walls and partitions—In- 
oN dependent No-Vision Grilles meet every 

oN x requirement. It’s impossible to see throug 

; YN - an Independent o-Vision Grille from 

LAY any viewpoint. - 

ANT Independent No-Vision Grilles are made 

ZNL , in two styles—Style C, with grille core 

AN|__ only, installed with molding as shown 
LN) 1 above; Style R, with overlapping rim on 
ZN| Z° all four sides of one surface of the grille, 
AN as illustrated at the left. 

TAN Independent No-Vision Grilles are made 

\ \\ Nii in 46 standard sizes, for openings from 

\\ Ve 8"x 6" to 30"x 24”, and additional sizes 














can be furnished. 







SEND FOR THIS BOOK 


Write for new Catalog No. 48—gives 
schedules of sizes, details and prices of 
registers and grilles for every purpose. 


MEMBER 


INDOOR COMFORT 








Always Leading — Always Progressing 


\( THE INDEPENDENT 


SS REGISTER CO. 


3747 E. 93rd STREET - CLEVELAND, OHIO 
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Sonving the Midwest 


... SINCE 1869 


DES MOINES 


STOVE REPAIR COMPANY 
Wholesalers... 


ARMSTRONG FURNACES— 
LUXAIRE FURNACES— 

H.&C. REGISTERS— 

M-H CONTROLS— 
GALVANIZED FITTINGS— 
SUNDRIES— 

TOOLS— 

RAIN CARRYING EQUIPMENT— 


MopeRn Aine OIL-FIRED 


WINTER A-C UNITS— 
STOVE, FURNACE & BOILER 
REPAIRS— 
GRAY IRON CASTINGS— 


IN 1949 OUR 
80th ANNIVERSARY YEAR 


WE WILL CONTINUE TO SERVE WELL 
OUR 2500 ACTIVE ACCOUNTS 
UNDER OUR NEW NAME 


The 


DES MOINES FURNACE 
& STOVE REPAIR CO. 


DES MOINES, IOWA 
IOWA'S LARGEST HEATING WHOLESALER 
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Speed installation 
with Kno-Draft 


the completely adjustable 
air diffusers 


Helps get 
job OK’s faster, too! 


Kno-Draft’s adjustment features 
not only help you get off the job 
faster —with a well satisfied OK— 
but they eliminate the tough job 
of figuring everything about the 
air movement in advance. If peo- 
ple or partitions are relocated 
while the job is in progress, you 
can adjust to the changes in a jiffy. 
A screwdriver adjusts the three 
suspension bolts for any angle of 
air discharge from horizontal to 
vertical (Fig. 3). Balancing is fast 
and easy. The single annular air 
stream permits immediate and ac- 
curate velometer reading (Fig. 4). 
A twist of the wrist regulates the 
air volume instantly (Fig. 5). 

















(Fig. 2) 
Type HD set-lock assembly 





Kno-Draft self-contained inner 
unit (Fig. 1) and the Type HD set 
lock assembly (Fig. 2) cut installa- 
tion time in half, according to con- 
tractors who have used them for 
the first time. They're especially 
handy where ceilings already ex- 
ist. Then it’s a simple job to re- 
move the inner assembly, attach 
the outer cone to collar or duct 
and reassemble the diffuser. The 
outer cone slips over the suspen- 
sion bolts and is secured by a 
slotted washer which keeps the 
spring-loaded catch in compres- 
sion (Fig. 2). 


(Fig. 3) 
Air Direction Adjustment 





(Fig. 4) Balancing 





(Fig. 5 
Air Volume Adjustment 


Send for FREE handbook on air diffusion. It 
contains up-to-date engineering data, charts, 
photographs, sketches and dimension prints 
that simplify the selection and application of 
Kno-Draft Diffusers. It shows how you can get 
top efficiency from an air conditioning system, 
cut installation time and get off the job faster. 
Please write Department J-10. 














W. B. CONNOR ENGINEERING CORP. 
Air Diffusion + Air Purification + Air Recovery 


“ 


112 East 32nd Street New York 16, N.Y. 


IN CANADA: Douglas Engineering Co., Ltd., 190 Murray Street, Montreal 3, P.Q. 
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Wall, Ceiling, Exhaust Fans............. 252 


In addition to describing the uses of wall fans, ceil- 
ing blowers, and exhaust fans in modern housing, a 
14-page catalog also illustrates methods of installation 
for various applications of each unit in the line. Speci- 
fications and installation details are given for each 
model; wiring diagrams and instructions included are 
of special interest to the contractor. 

West Wind Corp., 1800 Airport Way, Seattle 4, Wash. 


NAFM Bulletin No. 108................ 253 


To assist the public in the use of terminology and 
the general functions of various types of fans, the 
National Association of Fan Manufacturers has pub- 
lished Bulletin No. 108 illustrating and describing air 
moving equipment. For easy reference, the material is 
arranged in tabular form under two general headings 
for air moving equipment, each illustrating four spe- 
cific types of fans, followed by a description of func- 
tions. Title of the bulletin is “NAFM Standards for 
Classifying Air Moving Equipment.” 

National Association of Fan Manufacturers, 5-157 
General Motors Bldg., Detroit 2, Mich. 


Monel Application Data................. 254 


A bulletin entitled “Basic Application Data” has been 
published to help the architect, engineer, and con- 
tractor prevent roof failures caused by unusual climatic 
conditions or atmospheric concentrations of smoke, 
fumes, and other corrosives. In it are listed suggested 
gauges for principal exterior building applications of 
soft-temper Monel roofing sheet. These suggestions 
are based on records of existing Monel installations, 
which have served 35 to 40 years in severe weather 
conditions. 

In addition to the gauge recommendations, the fold- 
er also contains fabricating and installation tips, cor- 
rect specification wording for use in specifying Monel, 
and information on the availability and relative cost of 
Monel roofing sheet. 

The International Nickel Co.,'Inc., 67 Wall St., New 
York 5, N. Y. 


Roof Exhauster Unit.................... 255 


Bulletin PD-16, an attractive two-color folder, de- 
scribes a substantially built roof exhauster unit which 
embodies many highly efficient features. The folder 
includes detailed description of the engineered con- 
struction of the fan, as well as a large photograph of 
the unit with pointers indicating the important phases 
of construction. In addition, there is a blueprint illus- 
tration and dimension data chart, which enables the 
reader to understand the working principles of opera- 
tion. The back page contains a detailed capacity table 
for the exhauster. 

Penn Ventilating Co., Dept. C., Philadelphia 40, Pa. 
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Thermo-Drip Humidifiers are made 
to give you years of trouble-free per- 
formance. Even with hardest water, 
Thermo-Drip stands the test with 
long life and few replacements. 


Thermo-Drip pans are stainless 
steel, rust-resistant, corrosion- 
proof. This thin bare metal pan 
with only a thin film of water gives 
greater humidifying efficiency by 
heating and vaporizing the water 
much faster. 


Thermo-Drip Humidifiers are the 
adjustable humidifier. An outside 
fingertip control gives every user 
precisely the amount of humidity 
desired. 





Compact + Economical 


delivery. 


Furnaces, and Repair Parts. 


pom nn 
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Peerless Oil Master 


is your answer for 


Automatic Heating 







Satisfaction +» Ruggedly built of steel - 
Latest engineering features - Backed 
by a quality reputation for home heat- 
ing for nearly 50 years + Immediate 


Only a few of the many features which make 
it the ideal furnace for the thousands of small 
homes now being built. Here’s your opportu- 
nity to give your Customers more Comfort with 
more profit for you. Write today for full details 
on the tremendous profit potential that is yours 
when you sell the complete line of Peerless 


PEERLESS FOUNDRY COMPANY 
INDIANAPOLIS 7, INDIANA 
Pioneers in warm air heating for almost half a century 


















These 
extra features 
- are built into every 

Thermo-Drip Humidifier 


@ Drip Feed Principle creates 
balanced atmosphere 


@ Hot pan surface gives immediate 
vaporization. 


@ No stagnant pool of water stands in pan 

@ Fingertip adjustment for more or less humidity 
@ Easy to clean @ No electrolytic action 

@ Valve movements prevent clogging by lime 

@ Easy to install — fits all types of warm air furnaces 


Write today for Free Catalog, Dept. A-59 













Customer 


Above: Peerless Oil Master with 
side panels removed to show ra- 
diator, filters, blower, combustion 
drum and final heating chamber. 
Separate vestibule for oil burner. 


At Right: Peerless Oil Master with 
panels in place. Note compact- 
ness. Baked enamel finish. Easy 
to keep clean. 
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veniuri-flo <3": 
MIPS sr cress on 


WERE SELECTED FOR INSTALLATION IN THE 


GENERAL PETROLEUM 
OFFICE BUILDING 





BARBER-COLMAN Air Distribution Products 
were selected for use in this outstanding Los 
Angeles building after careful analysis and study 
by the owner, architect, and mechanical engineer. 
The study showed superior flow characteristics, 
more rapid diffusion, higher aspirating efficiency, 
use of greater temperature differential, minimum 
pressure drop, and lower noise level than other 
units considered. There are over 700 VENTURI- 
FLO Ceiling Outlets throughout the building 
offices, and a large number of UNI-FLO supply 
grilles and return air registers in the halls and 
rest rooms. 


VENTURI-FLO CEILING OUTLET IN OFFICE 


ARCHITECT 
Wurdeman & Becket 
3757 Wilshire, Los Angeles 


MECHANICAL ENGINEER 
Reiph E. Phillips 
600 St. Pos! Ave., Los Angeles 


AIR CONDITIONING 
CONTRACTING ENGINEERS 
W. S. Kilpetick Co. 

1100 E. 33rd St., Los Angeles 





BARBER-COLMAN COMPANY 


i © o ROCK STREET @ ROCKFORD, ILLINOTS 








INDUSTRY ITEMS 


AT A RECENT MEETING OF THE BOARD OF DIRECTORS of the 
Sundstrand Machine Tool Co. of Rockford, Illinois and 
its subsidiary American Broach and Machine Co., Ann 


| Arbor, Michigan, Bruce F. Olson, vice president, was 


elected president and general manager. He succeeds 


| his father, the late Hugo L. Olson. O. G. Nelson has 


been elected chairman of the board of the company. 

Gilmore J. Landstrom and Gust H. Ekstrom, directors 
of the firm, were elected vice presidents, and Howard 
H. Ekstrom was made assistant secretary and treasurer. 

Other officers of the company include A. E. Johnson, 
vice president and Ira J. Shobe, secretary and treasurer. 

C. W. Lang, sales manager of the Fuel Unit Division 
of Sundstrand has announced the appointment of The 
Instrument Laboratory, Inc., 934 Elliott Avenue West, 
Seattle 99, Washington as representative for the sale 
of Sundstrand Fuel Units to oil burner manufacturers 
in the states of Washington, Oregon, Idaho, Montana 
and Wyoming. This will be in addition to The Instru- 
ment Laboratory’s present activity as a Sundstrand 
Fuel Unit Service Station. 


Bruce Olson J. S. Irvine 


APPOINTMENT OF JAN S. IRVINE as manager of the 


| Detroit branch office of Owens-Corning Fiberglas Corp- 


oration is announced by Ben S. Wright, general sales 
manager. 

Sales territory of the Detroit branch office includes 
all of Michigan except the northern peninsula. Mr. 
Irvine’s staff in Detroit’s New Center Building includes 
five sales representatives. A Grand Rapids sub-branch, 
headed by John W. Trimble, is also under his direction. 

Mr. Irvine is a veteran of the Fiberglas business. 
Although Owens-Corning Fiberglas Corp. was formed 
in 1938, Mr. Irvine has been continuously associated 
with the development and sale of Fiberglas products 


| since 1931, when he joined the industrial materials 


division of Owens-Illinois Glass company. Upon forma- 
tion of the Fiberglas Corp. in 1938, he became sales 
manager of the air filter division, was manager of the 
New York office from 1940 to 1947, and sales manager 
of the transportation division from 1947 until his 
appointment as Detroit manager. In that post, he 
succeeds E. E. French who has resigned. 
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TRI-SAW OFTEN MAKES THE DIFFERENCE 
BETWEEN PROFIT and LOSS 


Many of our customers tell us that the use of TRI-SAW 









marks the difference between profit and loss. One 
recently wrote in that ““We’re afraid we’ll lose one of 
our best men if we can’t get TRI-SAW 
at once.” This marvelous tool that rips 
through practically any kind of material 
up to 10 gauge metal saves TIME, MONEY, 
LABOR and MATERIALS. You will quick- 


ly prove this for yourself! 


~ “i = 
ie Set eee 


Write for Particulars and Name of Nearest Agent 


R C $ TOOL SALES CORPORATION 


Chalstrom Building Joliet, Illinois 

















MANUFACTURED BY 


JACOB BRENNER CO. 


FOND DU LAC WISCONSIN 
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MORE THAN 40 DISTRIBUTORS AND THEIR SALESMEN from 
United States and Canada attended the 1949 Conco 
distributors annual conference held at Conco Engineer- 
ing Works, Mendota, Illinois. 

The first morning session began with a personally 
escorted tour through the Conco main plant. A morn- 
ing and afternoon business session was held, followed 
by the annual distributors dinner in the Hotel Kaskas- 
kia, LaSalle. 

On the concluding day, Walter Sormane, Conco sales 
manager, unveiled several new units of heating equip- 
ment to Conco distributors. The three-day meeting 
was closed with an informal discussion of the outlook 


Triangle S“@4 


ePROVEN 
DESIGN 


eBUILT-IN 
CUSHIONS 


eNEW LOW 
PRICES 


Send for 
Details Today 


Y 


for heating unit sales in 1949. It was the general 
concensus that there would be an increase in sales of 
oil, coal and gas fired heating equipment. 


THE DIRECTORS OF DEMMLER Bros. COMPANY, eighty- 
eight year old Pittsburgh distributors of sheet metals, 
roofing materials, heating and air conditioning equip- 
ment, have announced the appointment of John A. 
Mills as manager of heating and air conditioning sales. 
Mr. Mills comes from the Equitable Gas Co. whom he 
has represented as a sales-engineer for the past nine 
years. He will serve tri-state heating contractors, 
builders, architects and home owners in an engineering, 
sales and consultant capacity. 


SPECIAL MOUNTINGS§ DESIGNED TO MEET SP 


TRIANGLE MAGI 


392 DIVISION STREET 


Bi 
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SALES PROSPECTS AND OBJECTIVES FOR 1949 were analyzed 
and discussed by officials and field men of the Timken 
Silent Automatic Division, The Timken-Detroit Axle 
Company, during a recent week-long meeting at the 
general offices in Jackson, Michigan. 

Chairman of the meeting was T. A. Crawford, general 
manager, who delivered the keynote address and led 
many of the discussion sessions. Other highlights of 
the week were talks by Walter F. Rockwell, president 
of The Timken-Detroit Axle Company; C. A. Cooper, 
assistant general manager of the Timken Silent Auto- 
matic Division; R. M. Marberry, advertising manager; 
and W. J. Chappell, assistant sales manager. 

A major item of the week’s business was the coor- 
dination of field sales activities in behalf of the divi- 
sion’s three main product classifications, automatic 
heating equipment for oil, gas and coal. Special atten- 
tion was given to the production outlook, dealer rela- 
tions, advertising and promotion, service, and mechanic 
training. Another highlight of the week was a special 
presentation of the division’s new “Duty-Designed”’ 
line of small home heating equipment including Hi- 
Boilers, Hi-Furnaces and a new oil boiler designed for 
kitchen installation. 


——-...— - 





Standing: F. H. Huber, Robert S. Daniels, Wilbur W. Gregg, 
and E. M. Cahill. 
Seated: Hanford Gruher, John A. Pratt, and John J. Morro. 


In addition to management personnel, participants 
in the meeting included the division’s entire staff of 20 
managers of sales regions and districts. 

To accomplish closer sales cooperation with its deal- 
ers, the Timken Silent Automatic Division, of Jackson, 
Michigan, has appointed seven new district sales man- 
agers and one new regional manager, each with broad 
experience in the field of automatic heating. Each 
new man will work with dealers in promoting all three 
types of the division’s products—oil, gas and coal heat- 
ing equipment. 

The new regional manager is T. O. Lawler, whose 
territory includes Ohio, West Virginia, Indiana, Ken- 
tucky and Tennessee. 

The new district sales managers, and their territories 
follow: 

John A. Pratt, Maine; John J. Morro, western Con- 
necticut and western Massachusetts; Hanford Gruher, 
New Jersey; E. M. Cahill, Illinois; F. H. Huber, Iowa, 
Missouri and Nebraska; Wilbur W. Gregg, Michigan; 
Robert S. Daniels, Kentucky, Ohio and West Virginia. 
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“Follow up this 


BIG LINE 34 


to greater 
heating profits 





















STOKGL 

















@A Heating Line you will be 
proud to sell. 

@A complete Heating Line of 
types and sizes. 

@A Line of Commercial and 
Domestic Stokers. 


@ A moderately-priced Heating 
> 


Line. 
@ A fine quality Heating Line. 
@ A big name Heating Line made 


famous by years of national 
advertising. 


@ A Heating Line that will enable 
you to successfully compete on 
price, quality, reputation and 
provide a wide variety of home 
and commercial installations. 


CLIP AND MAIL THIS COUPON 
WHILE GOOD TERRITORY 
IS STILL AVAILABLE 
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t STOKOL-STOKER CO., INC. , 
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SIGMOND MorOoH has been named chief engineer of 
National Air Conditioning Inc., Johnstown, Pa. In 
making this announcement, L. N. Hunter, vice presi- 
dent, indicated that Mr. Moroh would have complete 
responsibility for all engineering phases of the com- 
pany’s Teg Conditioner. Mr. Moroh previously served 
as consultant to the Research Corporation of New York 
on its Triethylene Glycol dehumidification equipment. 

Considered an authority on the application of Tri- 
ethylene Glycol to air conditioning units, Mr. Moroh 
has conducted extensive research, development and 
field application of such equipment. He supervised 
extensive tests on the equipment in the Climatometer 
Laboratory of The Pennsylvania State College and has 
done development and application work on the Re- 
search Corporation’s all-steel cooling tower. 


S. Moroh F. J. Butler 


THE AUER REGISTER Co., 3608 Payne Avenue, Cleveland 
14, Ohio, manufacturers of registers and grilles for 
heating and air conditioning, announces the appoint- 


ment of a new sales representative for the Chicago 
territory. He is F. Joseph Butler, 263 Cornwall Drie, 
Crete, Illinois. Mr. Butler is a graduate of the Univer- 
sity of Notre Dame, took postgraduate work at Chicago 
University, was formerly vice president in charge of 
Public Relations for the Chicago Stock Exchange, and 
has had experience in banking and other capacities. 
He will promote the sale of all Auer products in the 
Chicago area. 


C. G. Hussey & Co., century old copper rolling mill 
and fabricator, recently concluded a three-day general 
sales meeting which marked the opening of an intensi- 
fied sales and service program to be carried out during 
1949. Sales managers and sales representatives from all 
major sales offices and warehouses were brought to 
Pittsburgh for discussions of new sales and service 
plans, coupled with a tour of production and fabricat- 
ing facilities in the plant. 

Theme of the meeting centered around concentrated 
service and personal contact in the areas already served 
by Hussey rather than plans for expansion. The need 
for more personal contact and intelligent servicing of 
customers’ requirements and problems was stressed by 
J. P. Lally, president, who presided during the sales 
sessions. 

A tour of plant production and fabricating facilities 
aimed at acquainting newer sales members with the 
modernized facilities and new methods used in the 
Hussey plant was made a part of the meeting. Matters 
of labor supply and labor relations as they apply to 
Sales; credits; accounting practice, and other office 
problems were also discussed. 











Specify 
trouble- 


operation 








You can depend on quieter, longer service 
. . . for the life of the equipment . . . when 
shafts roll on self-lubricating, self-aligning 
Randall Pillow Blocks. 


New models, new specifications make the 
Randall line more complete than ever. There’s 
a Randall that’s right for every air handling 
need . and you can afford the right 
Randall. 


ONE PIECE STEEL HOUSING PILLOW BLOCK... 





\\ 


Specify 
Randall 
Pillow Blocks 


FREE... 


write for Randall’s 
new Pillow Block Cat- 
alog 49... . with com- 
plete data on new, 
lower priced mod- 
els, revised speci- 
fications, exclusive 
design features. 


one of six types 


in Randall's complete line. Permits maximum air flow, mounts in any 
position. 


RANDALL GHAPHITE BEARINGS, INC. 


609 W. Lake Street, Dept. 511, Chicago 6, Illinois 
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E. LEE MERRILL, president of the C. L. Bryant Corp., 
4610 St. Clair Avenue, Cleveland, Ohio, announces the 
appointment of C. H. Strack as general sales manager. 

Mr. Strack comes to Bryant from five years as sales 
manager with Remington Rand at Cleveland, and two 
years as sales manager of H-P Products, Inc., manu- 
facturing gas and oil heating equipment for homes, 
cabins and house-trailers. 

C. L. Bryant Corp. is the maker of the “Sphinx” 
custom-built line of gas and oil fired gravity and air 
conditioning furnaces and round and sectional con- 
version burners for home and apartment buildings. 





C. H. Strack 


G. C. Egglestrom 


G. Curt EGGLEstTon, regional field service engineer for 
Delco Appliance Division of General Motors since 1939, 
has been named to the position of southwestern re- 
gional manager for Delco-Heat and Delco Water Sys- 


tems sales according to A. C. Freimann, general sales | 


manager of Delco. 

A graduate of Michigan College of Mining and Tech- 
nology, Mr. Eggleston entered the field of application 
and research engineering in 1935, and in 1947 was 
appointed to the position of application engineer for 
the Delco-Frigidaire Conditioning Division of General 
Motors at Dayton, Ohio. 


A TWOFOLD PROGRAM for streamlining production faci- 
lities and expanding the merchandising program of the 
Norge-Heat division of Borg-Warner Corp. to meet 
changing market conditions has been announced. 

A decision to consolidate the manufacturing of all 
types of warm air home heating products in plants at 
Kalamazoo, Michigan, and Ellwood City, Pennsylvania, 
was revealed by Howard E. Blood, president of the 
Norge-Heat Division. In the process the division’s 
plant at Hammond, Indiana, will be closed. 

“The consolidation of manufacturing facilities will 
enable us to expedite service to our customers and to 
offset the rising costs of materials and overhead,” Mr. 
Blood said. “The Ellwood City plant, in particular, wiH 
give us quicker access to the eastern market. 

“Our Norge-Heat line of home heating products will 
be considerably enlarged to include a complete new line 
of gas-fired air conditioning furnaces this year.” 

The first of the new gas products to be released as 
part of Norge-Heat’s expanded merchandising program 
is the super-package air conditioning furnace. Requir- 
ing only slightly more than two square feet of floor 
space, this new furnace is being produced as the com- 
pany’s contribution to the new low-cost home building 
program. 


AMERICAN ARTISAN, May, 1949 

















I: you have to exhaust 
flinty dusts from grinding 
wheels, tumbling mills or 
sand blasts, you need a 
Morse Rarefied Dust Col- 
lector. These Collectors are 
outstanding for economy 
and all round satisfactory 
service. 


Note these superior features: 
pensive maintenance 
or replacement. 

5. Collected material is 
discharged automatic- 
ally to storage bin. 

6. No undue wear on col- 
lector parts. 


1. No abrasive material 
gets through to the fan. 

2. There is a constant air 
flow at hood inlet. 

3. No moving parts. 

4. No cloths or screens 
to clog and require ex- 


Write or phone for complete information on these superior 
collectors. A Goergen-Mackwirth engineer will gladly survey 
your problem and submit recommendations. 


GoegH Muikucih 


hc co. 


813 Sycamore Street Buffalo 12, N.Y Phone: Cleveland 666! 


SPECIALISTS IN THE MOVEMENT ANDO CONTROL OF AIR 
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RUSSELL S. QuimBy has been made sales manager of 
the Meyer Furnace company of Peoria, Illinois, ac- 
cording to a recent announcement by Frank E. 
Mehrings, vice president in charge of sales. This pro- 
motion is connected with the enlargement of the com- 
pany’s sales force and in his new capacity Mr. Quimby 
will have charge of sales representatives in all terri- 
tories, including 44 states. Mr. Quimby came to Peoria 
in 1946, as assistant sales manager, from Omaha where 
he had been associated with Meyer distribution for 19 


years. 


R. S. Quimby H. M. Soyster 

TORIDHEET Division of Cleveland Steel Products Corp. 
has announced the appointment of H. M. Soyster as 
sales representative. According to R. J. Lucas, Torid- 
heet sales manager, Mr. Soyster will handle representa- 
tion for Toridheet automatic heating equipment 
throughout southwestern Michigan, northern Indiana 
and the northern half of Illinois. 

Mr. Soyster has been connected with the oil heat 











industry since the early 1920’s. Prior to his association 
with Toridheet, Soyster was with Timken Silent Auto- 
matic acting in a similar capacity. 


EUGENE G. SHEASBY has been appointed general staff 
manager, general sales division, of the United States 
Steel Supply company, warehousing subsidiary of U. S. 
Steel corporation, it was announced recently by Marcus 
J. Aurelius, vice president of the company. 

Associated with the company since December, 1946, 
Mr. Sheasby has been manager of the market develop- 
ment division for the past year. He was graduated 
from Northwestern University in 1939 with a B.S. degree 
in business administration, and served in the U.S. Navy 
for approximately 5% years, attaining the rank of 
lieutenant commander. 


A MAJOR CHANGE in Ohio Electric’s motor service and 
distribution policy is announced by Chester Bland, the 
company’s president. 

All Ohio oil burner motors will now be serviced and 
repaired by authorized service stations located through- 
out the country. These service stations are also author- 
ized distributors for replacement parts and motors. Oil 
burner dealers are advised to send motors direct to the 
service station nearest them instead of to the Ohio 
factory, as has been done for 25 years. 

Mr. Bjand said, “This change in policy is intended 
to assure oil burner dealers fast service despite the fact 
that an estimated one million Ohio oil burner motors 
are now in operation.” 

The announcement also revealed that 15 other firms 


MAKES 


THE DIFFERENCE... Again! 


This time with their new, improved blower filter unit! 
Its new design allows more efficient use of filter area... 
Fewer parts for more simplified installation . . . Still 
more compact to meet need for conserving utility space. 
The same craftsmanship and engineering skill which 
has made the name Brundage synonymous with quality 
for 30 years is maintained in this latest product de- 
signed to meet increasing demands by homeowners for 
greater indoor living comfort. 

For service, for quiet operation, for complete customer 
satisfaction, Brundage sturdy, all-steel cabinet unit is 
the best you can buy. Write for information. 


Furnace Blower Twin Assemblies ...Exbhausters ... Air-Renewers 


Blower Specialists 
Since 1949 


609 NORTH PARK STREET 
KALAMAZOO 11, MICHIGAN 
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have been appointed distributors to stock replacement 
parts and motors without performing the service sta- 
tion function. 

A complete listing of service stations and distributors 
can be obtained from The Ohio Electric Mfg. Co., 5900 
Maurice Ave., Cleveland 4, Ohio. 


THE L. J. Krause Co., 200 Lumber Exchange, Min- 


neapolis, Minnesota, was established April 1, 1949. The | 


trading area in the upper midwest which will be cov- 
ered by this company includes Minnesota, North 





Dakota, South Dakota, Iowa and western Wisconsin | 


with the cities of Eau Claire and LaCrosse. 

Exclusive agency representation of non-competing 
lines will be established for the distribution of heating 
and air conditioning accessories and refrigeration 
units. 

Lin Krause has been identified with these industries 
for the last 13 years during which time he was asso- 
ciated with the Minneapolis-Honeywell Regulator Co., 
in the Refrigeration and Register Divisions. 

Equipment sales will be limited to wholesalers and 
manufacturers and promotional activities will include 
architectural and dealer contacts. 





Lin J. Krause C. W. Farrar 


JOHN J. HALL, formerly vice president and general 





manager of sales, has been elected president of the | 
Richmond Radiator Company, an affiliate of the Rey- | 
nolds Meta#i Company, with general offices at 19 East | 


47th Street, New York City. 


This was announced following a meeting of the Board | 


of Directors at Richmond, Virginia, March 15, and the 
appointment became effective on that date. 

Mr. Hall joined the Richmond Radiator Company, 
manufacturers of warm air furnaces, gas boilers and 
plumbing fixtures, in May 1944. 

Cecil W. Farrar has been appointed general manager 
of sales for the Richmond Company, according to an 
announcement made by MTr. Hall, president. Mr. Farrar, 
formerly president of the Excelso Products Corporation, 
joined Richmond as sales manager of the plumbing 
division in September 1945 and in March of 1948 was 
appointed director of sales promotion for all Richmond 
products. 


U. S. Grant SuppLy Company, 2900 East 11th Street, 
Los Angeles, California, announces the expansion of 
its industrial department to cover the large demand 
for industrial heating which now exists in the rapidly 
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Compare SKIL Disc Sanders. . . 

from pad to cord plug... with any other make! 
Watch their new, extra powerful motors speed 
all your surfacing jobs... with wire cup brushes, 
sanding discs and cup grinding wheels and polish- 
ing bonnets. See how their spiral-bevel gears and 
quality bearings eliminate vibration, insure faster 
sanding and long trouble-free service. 

Put SKIL Disc Sanders to the test on your tough- 
est tasks. Once you do, you'll specify SKIL Disc Sand- 
ers always. Make your SKIL Tool Distributor prove 
it with a convincing 
demonstration ! 
SKILSAW, INC. 


5033 Elston Ave., Chicago 30, Ill. 
Factory Branches in Principal Cities 











In Canada: SKILTOOLS, LTD., 
66 Portland St., Toronto, Ont. 






SKIL TOOLS ARE MADE ONLY 
BY SKILSAW, INC. 














FOR ANY HOME 


HUNDREDS OF HOMES NEED NEW CHIMNEYS 


Old homes, new homes, summer cabins, brooder houses, 
motels, tourist cabins, resorts — there’s a vast ready 
market right in your own community. 


SAFEST CHIMNEY EVER BUILT 


Underwriters’ Laboratories approve the Van-Packer 
Chimney in place of brick. FHA accepted for gas, oil, 
coal or wood in any type home . . . one or two story. 
Ideal for pot type oil burners. 


NATIONALLY ADVERTISED IN LEADING MAGAZINES 


Thousands of inquiries from our ads in Better Homes, 
Saturday Evening Post, Farm Journal, Country Gentle- 
man, American Home, etc., are referred direct to dealers. 
Complete selling literature, newspaper mats furnished free. 


COSTS 20% to 40% LESS THAN BRICK 


Easily installed, summer or winter by anyone in 3 to 4 
hours. Lightweight, needs no foundation. Suspends from 
ceiling or floor joists. A more efficient chimney with 


better draft. 


@ COMPLETELY PACKAGED FOR YOUR CONVENIENCE 


Easy to handle, minimum stock enables you to supply 
any 1 or 2 story house with any roof pitch. Furnished 
complete, all parts for entire installation. 


e LIBERAL DISCOUNT TO DEALERS 


Ask your jobber about Van-Packer Chimneys or write 
direct. Make big profits as the Van-Packer dealer in 
your territory. 











VAN-PACKER CORPORATION 


124 West Adams St., Chicago 3. Ill 


expanding industry in southern California. 

Mr. Grant asserts, “The heating requirements of 
southern California industries have been filled or par- 
tially filled to date by local manufacturers whose prod- 
ucts, while of sound quality, do not, in many cases, 
meet the rigid specifications of old, established eastern 
manufacturers with many years of heating engineering 
to their credit. Our industrial heating division is par- 
ticularly interested in obtaining quality lines at prices 
to meet local competition. 

“There is much evidence at hand to indicate an 
enormous market here for the right kind of heating 
units for industry providing such units offer more 
features and quality at competitive prices than do 
locally made products.” 


WALTER H. HOLT, manager of the Fan Merchandise 
and Standard Apparatus Department, Buffalo Forge 
Company, Buffalo, New York, was elected president of 
the Propeller Fan Manufacturers Association at the 


| annual meeting held at the Atlanta Biltmore Hotel, 
| Atlanta, Georgia, on February 17, 1949. 


Mr. Holt has been associated with Buffalo Forge since 
1937. During the last war, while on leave of absence, 
he served for four years as chief of the Electrical 
Equipment and Liquid and Gas Handling Equipment 


| Branches of the War Production Board in Washington, 
i D. C. 


THE APPOINTMENT of W. A. Power, Jr., as sales repre- 


| sentative for the Washington, D.C. area, has been an- 
| nounced by Russell M. Cook, vice president in charge 


of sales, for Thatcher Furnace Co., Garwood, New 
Jersey. 

Mr. Power spent the major part of his early life in 
the deep South. After receiving his education at the 
Alabama Polytechnic Institute, Auburn, Alabama, and 
The Citadel, Charleston, South Carolina, Mr. Power 
first became associated with heating in 1927 as a sales 
engineer with the Gas Service Co. serving Kansas City, 
Missouri; St. Joseph, Missouri; and Kansas City, Kan- 
sas, gas companies. During the war, he was employed 
by the government as an associate mechanical engi- 
neer with the Federal Public Housing Authority where 
he gained valuable experience in matters related to 
the heating of large housing developments. 


THE “AIR-CHAMP” evaporative cooling unit manufac- 


| tured by the Alton Manufacturing Co., 1112 Ross Ave- 


nue, Dallas, Texas, now will be known as the “Alton 
Evaporative Cooler,” according to information just 
received. 

The company decided on the change in trade name 
so as to “definitely tie the name of the product in 


| with the company name,” according to B. P. Edelman 


of the Alton company: There has been no change as 
far as the company itself is concerned, and the change 
in name was decided upon by the company executives 
in order to avoid any confusion on the part of custom- 
ers who knew the unit by its trade name of “Air- 
Champ” only. 


INDEPENDENT OIL BURNER corporation has made a 


| change in corporate name to Sun-Ray Burner Manu- 
| facturing corporation and offices and factory are still 


AMERICAN ARTISAN, May, 1949 








of 
ar- 
od- 
ses, 
ern 
ing 
ar- 
ces 


an 
ing 
ore 


lise 
rge 

of 
the 
tel, 


ice 
ce, 
cal 
nt 
on, 


rer 
ies 
ty, 


ed 


i- 


ill 


49 





located in Jamaica, New York. The firm manufactures 
pressure oil burners for domestic, institutional and 
commercial applications. 

A new manufacturers’ representative, Mid-West Sales 
Co., 111 West Washington Street, St. Louis, Missouri, 
has been named by Sun-Ray. The territory assigned 
includes Missouri, southern Illinois and western Ken- 
tucky and the sales firm is headed by M. R. Cardwell 
and John D. Gibbons. 


PERFECTON STOVE Co., Cleveland, Ohio, has announced 
the appointment of several new salesmen in two of its 
districts. 

Harry G. Horne and Robert J. McGeehan have been 
added to the sales staff of the Jersey City district of 
the company. Both are veterans of World War II and 
Mr. McGeehan will travel the state of Pennsylvania, 
his home being in Lancaster. 

Leonard K. Pinckley, Jr., has joined the staff of the 
company’s Chicago district. Mr. Pinckley has sold hard- 
ware goods in the state of Kentucky and will work in 
that territory. 


AIR CONDITIONING DISTRIBUTORS, INC., 791 Tremont 
Street, Boston, Massachusetts, announce their appoint- 
ment as New England distributors of the De-Hu-Matic 
evaporative cooling system. The unit is manufactured 
by the Great National Air Conditioning Corp., a sub- 
sidiary of United States Air Conditioning Corp., of 
Minneapolis, Minnesota, and long a prominent factor 
in the air conditioning field. This form of evaporative 






Left, Gas Conversion Burner. For low 
cust conversion to automatic heat, get 
the facts on Norman Gas and Norman 
Gas-Oil Conversion Burners. 











Models Illustrated: Above, Southerner FUB-100; 


cooling is now made available to the trade in the vast 
Northeast section of the country. Long a factor in the 
South and Southwest, a new patented control now 
governs the rate of evaporation heretofore uncon- 
trollable. 


St. LOUIS MANUFACTURERS AND JOBBERS group of warm 
air heating and equipment suppliers played host to the 
Indoor Comfort Conference held in St. Louis. The place 
selected was the Edgewater Club located in the southern 
tip of the City of St. Louis right on the banks of the 
Mississippi River. The committee had 105 paid regis- 
trants before the meeting opened and finished off with 
128 registered and 4 guests making a total of 132 at- 
tending the meeting. 

The morning sessions were broken at 10 o’clock, with 
coffee being served by the Edgewater Club at the recess. 
The interest of the many attending the meeting was 
shown by their prompt reporting at the club in the 
morning before the sessions started, and the many 
questions that were asked all during the meeting, as 
Mr. Voorhees announced that the boys should break in 
any time with questions. 

Noon lunches were served in the Riverview Room of 
the Edgewater Club with over 100 persons being served 
in banquet style. 


GEO. B. MCCLELLAN AND CHESTER E. BLoME, both with 
many years experience in the gas appliance field, have 
recently been appointed division managers for Metal- 


THE ONE 
GAS FURNACE 
WITH 101 







HORIZONTALLY DESIGNED FORCED AIR GAS FURNACE 







Norman Products Co., 
Dept. 22R 

1148 Chesepeake Ave., 
Columbus 12, Ohio 





Here's the revolutionary heating sys- 
tem with 101 applications. Compact, hori- 
zontal design helps solve heating and 
sales problems through low cost—small 
space —installations. Outstanding per- 
formance has been proven in thousands 
of installations. 

The Southerner fits in attic, closet, 
under floor, ceiling or stairs, on service 
porches or any small space. Brings new 
heating convenience to all types of homes 


and commercial buildings. Ideal for re- 
placement because it fits in any small 
space without major alteration. 

Operates on natural, mixed, manu- 
factured or LP gas. Meets all AGA safety 
requirements for attic, under floor, closet 
or service porch installation. Approved by 
FHA. Available: 30,000, 60,000, 80,000 
and 100,000 BTU Furnace and Unit Heater 
models. Large size dimensions only 214%,” 
high by 23” wide by 52” long. 


DEALER AND DISTRIBUTOR TERRITORIES AVAILABLE 
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Please send complete details and 
information on the Norman South- 
erner and its 101 applications to the 
new construction and replacement 
heating market. 
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bestos by Williams-Wallace Co., San Francisco, Cali- 
fornia. 

Mr. McClellan, new western division manager, is now 
moving from Dallas, Texas, his home for many years, 
to take up residence in northern California. 

Mr. Blome, new midwest and central division man- 
ager succeeding Mr. McClellan, will establish his home 
in Dallas. 


UNDER THE MANAGEMENT AND DIRECTION of A. B. Lewis, 
general manager of the Palmer Donavin Mfg. Co., a 
two day sales and service meeting on heating and 
ventilating was conducted in the company’s show room 
at 575 Olentangy, River Road, Columbus, Ohio, on 
March 30 and 31. 

The arrangements and meetings were conducted by 
the manager of the heating department, K. F. Russell. 
The meeting on March 30 was a varied program, con- 
ducted only for heating dealers and included presen- 
tations by various furnace manufacturers, as well as 
assorted equipment distributors. The meeting of March 
31 was arranged a little differently, since no dealers 
were invited but architects, contractors and realtors 
had been asked to participate. This meeting started 
with a buffet supper at 6 p.m., after which an inspec- 
tion was made of the Palmer Donavin company’s entire 
plant and the heating equipment on display. 

After the inspection tour each of the representatives 
of the various manufacturers, who had been on the 
program the previous day were asked to give a five 
minute presentation on the equipment which he was 
representing. 





Aerofin is sold only by manvfac- 
turers of nationally advertised 
fan system apparatus. 

@ List on request 


‘ 
, 


: J AE f OF IN Heat Exchange Surface 
—~ AEROFIN CorporaTION 


410 South Geddes St 


NEW YORK * CHICAGO CLEVELAND + DETROIT 


* PHILADELPHIA 


HarrkY HIMELBLAU has formed the firm of Himelblau 
Associates, 122 W. Kinzie St., Chicago 10, to represent 
heating, ventilating, and air conditioning manufactur- 
ers in the Chicago area, and accounts are being estab- 
lished. Formation of the firm follows his retirement 
from Himelblau, Byfield & Co., Chicago, and the sale of 
his interest therein to A. L. Byfield and George V. 
Zintel, now secretary of the organization which con- 
tinues under the same name. 


THE APPOINTMENT OF WALTER CARLSON as assistant 
manager of sales of Benjamin Wolff & Co., Chicago 
metals warehouse, was recently announced by Burton 
L. Wolff, company president. 

In his new capacity, Mr. Carlson who was formerly 
in charge of the Chicago district, will aid the general 
sales manager in the supervision of all sales promotion 
activities for the company. 


R. C. Stone has been appointed to represent the 
Janitrol Space Heating Division of Surface Combustion 
corporation at Charleston, West Virginia. 

Mr. Stone attended the Stevens Institute of Tech- 
nology, Hoboken, New York, and the Drexel Institute of 
Technology, Philadelphia, Pennsylvania. Prior to com- 
ing to Surface Combustion, Mr. Stone served three 
years with the Navy and then was employed by the 
Allegheny Engineering company of Pittsburgh, Penn- 
sylvania. 

For the past month Mr. Stone has been training at 
Surface Combustion’s Pittsburgh office and at their 
plant in Columbus. 


Ask the 
AEROFIN Man 


to Help You on Your 
GT aC 


Aerofin Corporation, through its home office and 
nine strategically located branch offices, is pre- 
pared to help you on all problems involving the 
application of Aerofin heat exchange surface or 
to suggest the most efficient use of this superior 
surface to a variety of requirements. 


The prompt, personal and technical coopera- 
tion of our engineers is at your disposal. Write to 
the home office in Syracuse or consult your local 
telephone directory for addresses of branch 
offices listed. 


SYRACUSE 1, N. Y 


* DALLAS + SAN FRANCISCO + TORONTO + MONTREAL 
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MEMBERS OF THE AIR CONDITIONING, heating and ven- | 


tilating trade, together with architects and engineers 
in the Northern Ohio area, attended an Air Condition- 
ing, Heating and Ventilating Show at the headquarters 
of Temperature Equipment Corp., 4505 Euclid Avenue, 
Cleveland, Ohio. The show lasted for the entire week 
of March 28, and Tuesday, March 29, was set aside as 








Top—left to right: Carl P. Williams, pres. Wilson & Williams, 
heating contractors, Akron, Ohio; R. D. Tutt, chief engineer, 
Tuttle & Bailey, Inc., New Britain, Conn.; and O. E. Stevens, 
mgr. Fuel Oil Department, Standard Oil Co., Akron, Ohio. 
Center—left to right: Carl W. Millsom, Jr., vice pres. & gen. 
mgr., Temperature Equipment Corp., Cleveland, Ohio; Tom 
Forrest, associated with Charles W. Conklin, Architects & 
Engineers, Mansfield, Ohio; and L. S. Redford, vice pres. & gen. 
mgr., Jackson & Church Co., Saginaw, Mich. 

Bottom—left to right: Paul H. Dow, sales mgr., Temperature 
Equipment Corp., Cleveland, Ohio; Peter J. Geremia, sales 
representative, Heating Control Division, Minneapolis- Honeywell 
Regulator Co., Cleveland Ohio; Al Bechtel, sales representative, 
Heating Control Division, Minneapolis- Honeywell Regulator Co., 
Cleveland, Ohio; and George F. Evans, consulting engineer, 
Cleveland, Ohio. 


a special professional day to give architects and engi- 
neers ample opportunity for discussion with the heat- 
ing and heating equipment specialists in attendance. 
Total attendance for the week was approximately 800 
with the meeting attendance each night totalling be- 
tween 75 and 100 people. 
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with one burner and 
one furnace... 











This amazing Com- 
Fort 2-Fuel Burner 
is your money-mak- 
ing sales answer to 
almost every auto- 
matic home heating 
problem! It burns esther gas or oil... can be changed over 
instantly from one fuel to the other at the turn of a switch 

.or can be installed with a control that regulates the fuel 
choice automatically in accordance with variations in out- 
door temperature. What a sweetheart of a selling story you 
have here! Now your customers can enjoy either gas or oil 
with the same burner . . . can switch fuels in accordance with 
availability, cost, seasonal loads, etc. Unit, as shown, is 
designed especially for quick, easy, 4-bolt installation in 
Com-Fort’s R2 Forced Air Furnace (below). Get set now! 
Be first to feature this revolutionary new idea in 2-fuel 
automatic home heating. 





Cam: Fant 


GAS-OIL FORCED AIR FURNACE 


This compact forced air furnace — just 
66” high x 25” wide x 25” deep — is 
specially designed to give high heating 
efficiency when fired with either gas or o1/ 
using the Com-Fort 2-Fuel Burner shown 
above. The unit is beautifully finished in 
blue Hammerloid baked enamel... is 
ideal for basement or utility room instal- 
lation...comes completely set up 
(burner boxed separately) for quick, 
easy installation. This furnace may also 
be mstalled with a Com-Fort pressure oil 
burner. vaporizing burner, or gas burner. 


914 S. MICHIGAN AVE., CHICAGO 5, ILL. WE 9-5353 











PLEASE SEND ME ADDITIONAL INFORMATION ON THE 
COM-FORT 2-FUEL GAS-OIL BURNER-FURNACE UNIT 


DE icdickcacccnddeccekdssestsaeansedsneeesstees bensebensiesseses 
| AM A— HEATING CONTRACTOR C] 
— HEATING EQUIPMENT JOBBER [ | 
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STAINLESS 
STEEL 


ROOF DRAINAGE 


PRODUCTS 


Conductor Pipe «Fittings « Eaves Trough 


oB[)Yke> Stainless Steel Pipe, Trough and Fit- 

tings combine to make the ideal Roof 

Drainage installation. Gutters resist sagging and abra- 

sive wear due to the great strength and toughness of 

Stainless, and to Obdyke’s correct design. Neutral 

finish is adaptable to any color scheme, will not stain 
adjacent surfaces, and may be painted if desired. 


offers all standard sizes in Plain Round, 

Plain Square, Round Corrugated and 
Square Corrugated Conductor Pipe, and in Half Round 
and Style K Gutters, with all necessary accessories. 


Please write us today for more information. 


BENJAMIN P. OBDYKE, Inc. 


445 N. 8th St. Philadelphia, Pa. 





DoMESTIC HEAT AND EQUIPMENT corporation of Cleve- 
land, Ohio now occupies a new wholesale distributing 
plant which is a model of efficiency and convenience 
for supplying the needs of retail heating dealers. The 
entire layout and system used in the new warerooms 
and offices has been designed with one end in view— 
customer convenience plus quick delivery. 

Occupying a One acre tract on a crosstown thoro- 
fare on Cleveland’s west side, ample customer parking 
space is provided on the company’s property with direct 
access to a large city desk for the convenient pickup 
of small merchandise and light equipment. At the rear 
of the building, truck level loading platforms have been 
installed for the easy loading of heavy equipment and 


a | a ; r 
At the grand opening, left to right: E. H. Saunders, Mueller; 

C. M. Penny, John F. Platz, Floyd Tomlinson, Domestic Heat- 

ing and C. L. Hewitt, Jr., also of L. J. Mueller. 

a railroad spur, immediately adjacent, facilitates the 
receipt of incoming shipments. 

Fourteen thousand square feet of space house com- 
pletely air conditioned executive offices, sales and serv- 
ice offices, a large display room, complete engineering 
laboratories for heating and electronics, warerooms, 
and a sheet metal fabricating division. The company 
distributes television sets in addition to Mueller Clima- 
trol and Toridheet automatic heating equipment. 


STERNER A. Davisson has joined the sales staff of 
Perfection Stove company’s Chicago district to cover 
the central Illinois territory. 

A native of Indiana, Davisson attended the Indiana 
University Extension School. From 1943 to 1945 he 
served in the Infantry of the U. S. Army, following 
which he worked four years for Conron, Inc. 
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MONCRIEF HEATING COMPANY, INC., 416 South William 
Street, South Bend, Indiana, has announced a change 
in name to Young Heating Supply, Inc. The ownership, 
management, personnel, and location will remain un- 
changed. The firm will continue to supply the warm 
air trade with a complete line of heating and winter 
air conditioning equipment and supplies. 


U. S. MACHINE CoRPORATION is anticipating its great- 
est year in the heating equipment field. The company 
now offers a complete line of Winkler products to burn 
oil, coal, and gas and has expanded its sales organiza- 
tion to 43 district managers with more than 1,300 retail- 
ing distributors. A recruiting campaign has for its 
ultimate goal Winkler representation in every American 
town with 2,500 or more population. 

The company owns three manufacturing plants at 
Lebanon, Indiana, and a three story warehouse in 
Chicago. An export Office is maintained in New York 
with franchised distributors in 14 foreign countries. 
In connection with its 12th anniversary this spring, the 
company was host to its entire district sales force who 
spent a week at the home offices during which new 
products were unveiled and new sales tools and mer- 
chandising methods presented. 

Announcement was made that Winkler regional sales 
meetings will be conducted this summer in Chicago, 
Minneapolis, St. Louis, Boston, and Philadelphia. Based 
on advance reservations, some 500 sales installation and 
service men will be trained at the Winkler Sales Engi- 
neering Institute at Lebanon this year. 





Kruckman— 
(From page 75) 


mum in order to maintain existing wage differentials 
between job classifications. It would also result in 
pressure on the part of salaried workers to obtain 
Salary increases in order to maintain their relative 
status under the differentials. 

At one time it was deemed certain the necessary 
exemptions would be provided by the committee. After 
voting the exemptions, the Committee reversed itself 
by a vote of 13 to 12. In the Senate, the legislation is 
known as bills S.245 and S.653. Hearings began in mid- 
April and will continue until mid-May, in the sub- 
committee of the Senate labor committee, which is 
headed by Senator Pepper of Florida. There is little 
doubt the Senate committee will support the House 
report. The final fight will take place on the floor of 
the House and Senate. The opposition has introduced 
a bill, H.R. 4272, sponsored by Congressman Lucas 
(Dem.) of Texas. The bill has the support of the same 
coalition which claims the 30 margin vote for the Wood 
bill. The Lucas bill provides for a flexible minimum 
wage of 65 cents which will vary according to consumer 
price index. It exempts retail stores doing more than 
half of their business within their own state. 

Many organizations are preparing to make the drive 
for exemptions and modifications. The voters are ex- 
pected to help by exerting their pressure on the Sena- 
tors and Representatives from the various states and 





NATIOgs 


CHAMPION 


NATIONAL HEATER COAL FIRED 
FORCED AIR UNIT 


















Specifically constructed and 
designed for stoker and 
hand firing with blower 
position at rear or side of 
casing, this unit embodies 
all the features of other 
NATIONAL heaters for 
greater satisfaction and 
economy of operation. Can 
be quickly and efficiently 
converted to light oil, 
heavy oil or gas firing as 
future fuel costs and sup- 
plies may necessitate. 





WIDE RANGE OF 
APPLICATIONS 


These units have proven practical 
and economical for most types of 
public, commercial and industrial 
buildings. National Champion heat- 
ers are the product of over a half 
century of experience in this field 
and the latest advanced engineer- 
ing features of these units have 
been tested in a rapidly increas- 
ing range of actual installations. 


NATIONAL HEATER Co. - 








Write for Literature 


CLEORA & VANDALIA STS. « 





= GAS and OIL BURNING = 


DIRECT FIRED UNIT 








HEAVY DUTY 
FORCED AIR 
UNITS FOR 
LARGE SPACE 
HEATING 
REQUIREMENTS 








A self-contained unit with 
adjustable discharge heads 
for positive heat delivery in 
any direction. Streamlined 
fire box of high heat and 
corrosion resisting Type 310 
Stainless Steel insures a far 
longer life of service and 
satisfaction. Tear Drop com- 
bustion chamber design and 
convector tube arrangement 
affords complete efficient air 
wipage of all heating surface 
at minimum resistance. Avail- 
able in models for central 
heating systems employing 
supply and return ducts. 

saw AEE 











GENERAL CAPACITY DATA 


OIL G GAS FIRED HEATER 





Approximate 
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Model Dimensions (inches) Shipping 

Number Btu Cfm hp length-width-height Weight 

D.— 25 250,000 3,600 34 60 32 81 1,300 Lbs 
D.— 40 400,000 5,400 1 60 32 81 1,350 Lbs. 
D.— 50 500,000 6,600 ly 80 32 81 1,780 Lbs. 
D.— 70 750,000 8,800 2 80 32 81 1,855 Lbs. 
D.— 80 800,000 10,200 3 80 48 81 2,110 Lbs 
D.—100 1,000,000 12,500 5 80 48 81 2,200 Lbs 
D.—125 1,250,000 15,300 5 100 54 103 3,000 Lbs 
D.—150 1,500,000 19,400 7% 100 54 103 3,250 Lbs 





ST. PAUL, MINN. 
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districts of the United States. All indications are that 
the battle will be one of the most hard fought and 
spectacular of this Session. But it will not be precipi- 
tated until the Taft-Hartley fight is out of the way. 
Representative Samuel K. McConnell, Jr., of Pennsyl- 
vania, is regarded as the champion of those who seek 
modifications. He is a member of the House Committee 
for Education and Labor. George K. Meredith, former 
executive director of the Senate small business com- 
mittee, and now executive director of the National 
Independent Business Committee, is handling the co- 
ordination of the efforts of those who are striving to 
secure modifications. He is acting on behalf of the 
NIBC. If you want information, write him at 4612 
Drummond Ave., Chevy Chase 15, Maryland. 

A number of industrialists engaged in various metal 
production activities appeared at the Interstate Com- 
merce Commission hearings to determine whether or 
not the railroads shall be given another increase of 13 
per cent overall for commodity and class freight rates 
in all areas, clean across the board. The ICC has given 
the railroads a temporary boost of 6 per cent, but it is 
doubtful whether or not they will get the full 13 per 
cent. Building equipment and supplies people led the 
way at the hearings in reporting the marked shift from 
the use of railroads to trucks in the transport of heavy 
freight. In the Northwest, outbound truck tonnage, 
consisting of metals and metal equipment, in 1946, 
amounted to 47.3 per cent of total shipments; in 1947, 
the shipments jumped to 72.9 per cent. The increase 
seems to be constantly growing in short haul areas, 


in the transport that involves distances ranging from 
150 to 175 miles. One man said high rail rates had 
forced his business to withdraw its wares from the 11 
far western states. Another man reported traffic out 
of Minneapolis in his business was 100 per cent truck- 
freight tonnage. A roofing material corporation assert- 
ed its annual production of 5 million tons now moves 
to its customers in trucks to the extent of 4 million 
tons. Texas sends huge tonnage by trucks. Pittsburgh 
ships constantly increasing tonnage of steel by trucks. 
Two years ago there were 1,200 interstate truckers 
making $100,000 a year or more with a total revenue of 
$700 million, today there are 2,500 with a total revenue 
of $2.5 billion. The ICC data reveal many steel pro- 
ducers operate their own fleets of trucks and ship as 
much as 65 per cent of their finished products by trucks. 
The plant-to-plant movement without need for un- 
loading and reloading at terminals has introduced 
marked economies. In addition, truck freight rates, 
generally speaking, are lower than railroad rates. 

From private sources comes the word that Europe’s 
recovery has been so successful under our Marshall 
Plan that the great surplus produced threatens to flood 
our country disastrously. This report came in a docu- 
ment filed with the State Department recently by 
French Foreign Minister Schuman while he was here 
to sign the Atlantic Pact. France, Belgium, and Italy, 
particularly, have reverted to prewar levels of luxury 
goods production, as well as non-luxuries. The goods 
are to be dumped here even though we do not lower 
our tariffs. There is trouble ahead. 





Sell PROFITABLE A- 


A-J offers you a complete line designed right to please more 
customers . . . priced right to enable you to compete at a profit 
Every A-J air outlet is sturdily constructed for longer wear and 
superior operation, attractively styled to harmonize with any 
architectural design 

For better customer service and greater profits sell A-J. Write 
today for Free Catal 


J Registers and Grilles. 





AIR DIFFUSER 
Single or double 


DERTRRERTRADEERE | styles; full 
| justable; 


held in place by 
our tested screw 
feature 
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STAMPED GRILLES 
Available in designs. sizes 
nd finishes suitable for 


anne inish P 
uny installation. Design B 
llustrated 


@-poor crite 
V-bars prevent see 


through; steel frames 
and aluminum cores for 

strength and lightness 

For doors, walls or par 

titions 


A-J MANUFACTURING CO. 
2119 Washington St. Kansas City 8, Mo. 
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ow Pressure 
TINNER’S FIRE POT 
Ready for operation in 5 minutes @ Fuel capacity one 
gallon; burns for 9 hours on one filling @ Safer... 
reduces fire hazard of old-style charcoal burners @ 
Soldering iron rest keeps points of soldering coppers 
out of direct flame . .. saves re-tinning @ Complete 
with Turner’s exclusive “Carburetor Control”... pro- 
viding solid blue flame with more perfect combustion; 
also a flame control—for exact heat desired—which 
automatically cleans the orifice, thereby eliminating need 
for separate cleaner wire @ Construction assembly per- 
mits quick, easy accessibility and cleaning . .. wind- 
shield, top-plate, and bail handle are one unit, and can 
be lifted from tank in five seconds by loosening one wing 
nut @ Burner coil made of extra-heavy seamless steel 
tubing ... protected by sturdy outer jacket that main- 
tains heat without overheating . . . can be generated and 
used in heavy wind @ The combination may also be 
used for melting purposes ... See Your Jobber! 
THE TURNER BRASS WORKS 
‘ OW svceamonrs “1 OO T or saa 
» Since 1871 
— 
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TAG MC 
through your roofs 

with 
Swartwout 


VENTILATO RS . 


seoceecereecrcaeinatiats 





You can frequently trace accidents, work 
spoilage and low production to insufficient 
ventilation. A large proportion of these prob- 
lems in industrial buildings can be solved with 
gravity-type roof ventilators. 

Swartwout-Dexter Heat Valve (above) and 
AIRMOVER (top right) are two of the most 
successful systems of this type. Scientifically 
designed to permit upward movement of hot 
air, smoke and fumes with least resistance, their 
construction also takes advantage of outside 
air movement and wind suction effect. 

Weatherproof at all times ... they can be 
closed when desired. Swartwout Ventilators 
are used on thousands of factories, foundries, 
warehouses, etc. 

Write for complete ventilator catalog. 


The Swartwout Company 
18615 Euclid Avenue « Cleveland 12, Ohio 


Use Ject-O-Valve for fast power 
ventilation of “Hot Spots” 


Speeds heat and bad air 
up through roofs with 
powerful force. Always |. 
weatherproof. Patent 
applied for. 










Swartwout 
Coritollias Air Circulation 
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Conductor Elbows - Conductor Shoes 
Made in angles from 10 to 90 degrees 
“An Angle For Every Obstacle” 





Plain Round 
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Round Corrugated 
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Square Corrugated 
Style "A" 
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Square Corrugated 
Style "B" 


Made in 28, 26 and 24 gauge steel hot dipped 
galvanized after formation. Also Copper, Aluminum 
and Stainless Steel. 


Catalog Available — Ask Your Jobber 


THE FERDINAND DIECKMANN CO. 


Established 187! 


Cincinnati 22, Ohio 












Simplified Bookkeeping— 
(From page 83) 


counts receivable, purchases, accounts payable, ex- 
penses, job costs and miscellaneous transactions. 

This series is designed to enable the reader to pur- 
chase a system to fit his requirements or revise his 
present system intelligently. Specialty printers sell 
simplified two-book systems, but they differ in make- 
up. If you buy such a system, select the format best 
suited to your needs. In most cases, the systems vary 
only in the arrangement of the columns in the journal, 
which is secondary. The big thing is to see that the 
columns reflect your business requirements, that they 
minimize bookwork. 

When systems are purchased, the names of the 
accounts are printed at the top of columns. If you in- 
stall your own system, you may purchase columnar 
sheets in the stationery store, from 2 columns to 16 or 
more. In this case, you write in your own columnar 
heads. 

If you can’t afford a bookkeeper, it will pay you to 
hire one part-time to check your entries and postings, 
in fact, this is advisable even when you employ some- 
one to book your transactions. 

The journal has been changed in the simplified sys- 
tem and is varied in make-up. The ledger is now well 
standardized. Like the old single-entry system, the 
journal is still a diary, except that columns have been 
added for simplifying the tabulation of transactions 
that occur frequently and each transaction has two 
entries, one debit and one credit, that the debits and 
credits are summarized at the end of each month and 
must balance in dollars and cents before posting to the 
ledger. If the work is done accurately, the ledger is 
obviously always in balance, debits to credits. 

The reader could keep only a double-entry journal 
and have an accurate set of books, but the figures 
would not be classified according to accounts, making 
it difficult to prepare business statements. For this 
reason, the journal entries are transferred to ledger 
accounts, which classify specific expense, labor cost, 
inventory, materials used on jobs during a period, 
assets, liabilities, etc., presenting a systematic record 
of the income and financial history of the business. 

Next month we will discuss the cash disbursements. 


Clad Sheets— 


(From page 105) 


molten caustic soda at 700° F which contains sodium 
hydride produced by the reaction of sodium and hydro- 
gen. The sodium hydride reduces the scale to metal 
or lower metal oxides. The plate is then cooled by 
water quenching during which the steam generated 
helps blast loosened scale from the surface. The clad 
surface of the plate is brightened and passivated by 
acid immersion; it is finally washed by high pressure 
water sprays and then dipped in a hot water bath from 
which it quickly dries. 

Because of the wide range of selection of backing 
material, advantage can be taken of the high tensile 
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ALTON 


7 When Aaenliagco 


All galvanized steel 
cabinet. 


Turbospray —eliminates 
pump trouble. 


. Two sets of mats—stops 
water “pull-through.” 


. Air washer sections— 
contains all water. 


Heavy duty Squirrel 
Cage Blower 


Fibreglas Mats 
optional. 


write 





1. KLEENMASTER Saves Man Hours, 





EVAPORATIVE COOLERS 


(formerly named Air-Champ) 


FOR THOSE BIG SALES 


Yes, you can make the big sales—-sales 
to churches, theatres, night clubs, retail 
stores, manufacturing plants—sales like 
the one made to the J. C. Penney Store 
shown above, involving seven Alton 
units—if you feature the Alton Evapo- 
rative Cooler. 

Alton Evaporative Coolers, as indi- 
cated left, have the features that appeal 
to big buyers . . . features like the rust 


resistant all-galvanized steel cabinet, its 
double mat system that eliminates water 
“pull-thru”, Turbospray Water Distri- 
bution Assembly. 

And the Alton Evaporative Cooler is 
economical to your customer. That is a 
big reason why when a multi-unit instal- 
lation is required, you have a surer sale 
with Altons Alton Evaporative 
Coolers. Capacities: 5,000, 7,000, 10,- 
000 and 12,000 C.F.M. 


W rite today for the complete information. 


ALTON MANUFACTURING CO. 


MANUFACTURERS AND ENGINEERS 





today nee 





“We found your. cleaner everything you promised us and we plan 
on promoting the sale of Kleenmaster in this territory.” 


Very truly yours, . ' 
cleaning. 
e @ Units available for mounting on 
. e either side of truck to conform 
with state laws 


Time, Expense. Because it’s the world’s largest vacuum cleaner, 
with higher velocity suction, Kleenmaster cleans better, faster. Cleans heating plant in less than 1 hour, 
of 8 thorough 


smaller cleaners take 2 or 3 hours. You make at least $15 on each job, do an average 


cleaning jobs per day. 


KLEENMASTER Opens Door To Equipment, Repair Sales. Because you clean so many more heating 
plants with Kleenmaster you’re in contact with far more home 


repairs, new equipment, and complete heating systems. Steps up profits. 


Home Owners Prefer KLEENMASTER. Because Kleenmaster’s powerful suction penetrates where smaller 
cleaners can’t, does the job so much more thoroughly, and faster. Also, with Kleenmaster there’s no 
messy tracking of portable cleaners from room to room, Kleenmaster draws all the dirt outside, into its 


enormous bag. 


SEND TODAY! 


Get details and 
FREE literature! 
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3445 N. WESTERN AVENUE * 


molloy sales corp- 3 


and building owners, get more orders for 


AVE DALLAS, TEXAS 


The Product of Over 15 
Years Experience in the 
Design and Construction 
of Air Moving Equipment 





KLEENMASTER PROFIT- 
PACKAGE INCLUDES: 


@1949 Ford or Chevrolet truck 
at list, no extras 

@ Power unit assembly; LeRoi en- 
gine with electric starter and 
hand throttle, welded steel ex- 
hauster 

@ Two-season sateen filter bag, 32° 
by 6’ diameter 

@ 100’ flexible reinforced rubber 
hose and steel tubing, 20 new 
type couplings 


ONLY KLEENMASTER 
OFFERS ALL THESE 
ADVANTAGES 


@ Twin-dise clutch prevents over- 
load of engine during starting. 

@ Heavier gauge 3/16” weided 
stee! construction gives more 
years of service. 


@ World’s targest furnace cleaner 
naturally does better faster 









@ Patented rubber slip-on tube 
couplings. 
@ Free training for beginners. 


@ 3-color literature for selling the 
home-owner 


@ Full guarantee for one year. 
@ Time payment plan. 


Also available in trailer 
mounted junior model, or 
without truck or trailer. 





ILLINOIS 


3617 HAVERFORD AVENUE * PHILADELPHIA 4, PENN 
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GEOL C7 aay lds: 


MREGULATOR SETS 


Most Easily and Quickly 
Attachable Sets on the Market 


STURDY © RATTLE-PROOF 
NO ANVIL REQUIRED 


IDENTICAL 5/16” 
RETRACTABLE BEARINGS 


Simply slip the bearing over the 
edge of the damper at the 
bearing line. Lay on any firm 
surface and strike one solid 
hammer blow. The prong pierces 
the damper and is clinched 
securely in place by the heavily 
ribbed underside construction of 
bearing. Fastening is permanent- 
ly solid, rattle-proof. Identical 
bearings with retractable bolt 
make easier installation of regu- 
lar or splitter dampers in round 
or square ducts. 


LIST PRICES 
No, 70 Set $0.30 
No. 77 Set 0.40 
FOR LARGE DAMPERS 


No. 50% Set $0.60 
No. 80% Set 0.60 


See your jobber or 
write for literature. 


























COOLEY MANUFACTURING CO. 
MICHIGAN 


HART & 


HOLLAND 
In Canada: Hart & Cooley Mfg. Co., Fort Erie, N. Ontario 





MOUNTING FUEL COSTS ARE CREATING 
MORE AND MORE STOKER CUSTOMERS 
FOR ME. 14 HAVE FOUND ECON-O-COL 
STOKERS MEAN FASTER SALES 
«+ ePEWER SERVICE CALLS! 





L 





ECON-O-COL 
The “Stronghearted” Stoker 


BUILT BY COTTA TRANSMISSION 
COMPANY + ROCKFORD, ILLINOIS 


WRITE FOR DETAILS OF 
THIS COMPLETE LINE OF 
PRECISION-BUILT, HIGHEST- 
QUALITY STOKERS 








strength of carbon-silicon or low alloy steels. Alter- 
natively, the resistant properties of the molybdenum 
and nickel steels to both very high and very low tem- 
peratures, can be utilized. Any other special type of 
steel analysis can be used according to agreement 
between the purchaser and the manufacturer. The 
corrosion resistant metals used as cladding are homo- 
genous and dense in structure. 


Scientific Shop Layout 
(From page 109) 


venient parking area. 

Disregarding the solution of the trucking problem in 
the way described, and the enhancing of business pros- 
pects by facilitating the customers’ arriving in the 
shop in their cars, we are treating here primarily on 
the difference a few feet more floor space will make in 
a shop of this category. The shop in Fig. 2 measures 
22 by 62 ft; and the shop in Fig. 3 is only 4 ft wider and 
5 ft longer. But, what a difference the few extra feet 
accomplish! With practically identical equipment: the 
8 ft power shear; the 8 ft power brake; the 4 ft brake 
and rolls; the arc and the spot welders; the large, solid 
table accommodating the long rail; and the small hand- 
machines, the stakes and the rest of the facilities also 
represented; we have here an unobstructed trucking 
entrance and almost 400 sq ft of floor space occupied 
by adequate offices, rest rooms, foreman’s room and a 
spacious, separate layout-work room. 

The materials are brought in by truck and unloaded 
at their storing place, adjoining the shearing facilities 
at 3. The passage 10 can be used also for final assem- 
blies. The lock forming machine is located advantage- 
ously, both from the standpoint of availability of 
sheared sheets from table 5, and their travel to either 6 
or to wheeling benches aligned end to end, as described 
in connection with shop Fig. 1. Here the sequence of 
operations is also more systematic, as the sheared 
blanks follow to the forming equipment at 4, and on to 
5-6-7, for pre-assembly work. Preparation of the 
blanks, usually listed under 4, is here accomplished on 
the large table 5, just as fitting, 6 can be done here 
instead of upon the long bench, as shown. The assem- 
bly area proper, at 8-9-10, is free of interference by 
3-4-5-6-7, as the long rail, partly used in the assembly, 
can be moved rearward, out of the way, if preferred. 

Only two large windows extending to two feet below 
the ceiling are provided, inasmuch as the two screened 
windows in the rear wall shed light for the operations 
at 4. The two large side windows are sufficient for the 
activities at 6-7-5-3 and for the assembly work in the 
area 8-9. The passageway 10 is lighted through glass 
above the rolling door. The offices are provided with 
smaller windows, of the conventional size, that being 
light enough for the small rooms. This saving of glass 
had been induced by a desire to keep heat loss at a 
minimum, that being another important factor to bear 
in mind in planning a shop. Workers’ fingers cannot 
perform in freezing temperatures, and as the type of 
work makes the wearing of mittens impossible during 
two-thirds of the operations, a warmly heated shop is 
very important, as it facilitates and speeds up the 
output. 
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\ “S-3" Slitting Shears for 
slitting, cutting and trimming 
sheet steel or any other mate- 
rial, have compound power 
transmission, which provides 
smooth, easy operation. Inter- 
changeable and adjustable 
blades of h quality terg- 
pered and drawn tool steel 
are huge d held in alignment 
the rigid frame to assure 
clean cutting. regardless of 
the thickness of metal—up to 
capacity. Unique adjustable 
shoe, bearing on upper blade 
holder, provides additional 
support, for the upper biade, 
which increases the strength 
and cutting efficieney of the 
Shear. 
Slitting capacity 1/8”; 
trimming 3/16”; bar capa- 
city 1/4”x2” (capacities 
given are in mild steel) 
Ask your Béverly Dealer for 
a demonstration or write for 
full details and illustrated 
circular. 





The BEVERLY SHEAR 
MFG. Co. 
3020 W. 111th St. 
Chicago 43, Ill. 























AUTOMATIC 
SHUTTER 

WITH ALL THE 
FEATURES 





























Front View—Closed 





IT TAKES THE LOAD OFF THE FAN! 


Aluminum louvers open fully, permitting capacity fan opera- 
tion. New heavy reinforcement strip adds strength and long 
life to the louvers, assures quiet operation and perfect coun- 
terbalance, prevents rattling. Deep shroud protects shutter 
from high winds. Tie-rod, brackets and bearings inside frame, 
not exposed to weather. Special finish resists corrosion. Many 
other features. 


Write for New Air-Flo Catalog 43-C 
Illustrations and details of the complete Air-Flo line. 


Air Conpitionnc Propucts Co. 


2340 W. LAFAYETTE BLVD. + DETROIT 16, MICH. 
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AIR-VANE 
FORCED AIR REGISTERS 


Made By 

ROCK ISLAND 
... You Know 
They're Good! 


No. 802 AIR-VANE Forced Air Register 


Quality of equipment is essential to the performance and 
life of any modern forced warm air heating installation. 
You'll find that Rock Island’s AIR-VANE Line will fill the 
bill for you on the most exacting jobs. They’re constructed 
with vertical or horizontal vanes for right or left or down- 
ward deflection of air flow. Multi louvre dampers for clos- 
ing and 15 degrees downward directional air flow are stand- 
ard. This versatile model is also available with single louvre 
in wall or baseboard registers. 

Check the complete Rock Island line . . . if it’s a Rock 
Island Register you KNOW it’s good. 


ROCK ISLAND REGISTER CO. 


2435 FIFTH AVENUE ROCK ISLAND, ILL. 


















MONMOUTH 
FLOTROL 


For healthful operation, every heating system, new or old, re- 
quires a dependable humidifier. In Monmouth, superb engineering 
and coreful craftsmanship assure the finest device available. We 
moke a complete line of humidifiers for all your needs: 

@ FLOTROL Humidifiers for warm air or air conditioning. 

@ MICRO-FEED—the simple, low-cost control for drip feed 

operation. 

@ Monmouth HUMIDITY CONDITIONER, gas-operated, for 

all radiator heated buildings. 


The trivial extra cost for a genuine Monmouth, over that of inferior 
equipment, is more than made up in savings on service and repair 
charges. Thousands of satisfied users, hundreds of enthusiastic dealers. 
Get that EXTRA profit from the easy sale of Monmouth Humidifiers on 
your jobs! 


Descriptive bulletin and prices on request. 


THE CLEVELAND HUMIDIFIER CO. 
7802 Wade Park Ave., Cleveland 3, Ohio 


MONMOUTH 
HUMIDIFIERS 
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REZNOR MANUFACTURING CO. 
21 UNION ST. MERCER, PENNA. 











W. A. WHITNEY HAMMERS 





Riveting Hammers 12 oz. 





Setting Hammers 18 oz. 


Made in Black or Polished 
YOUR JOBBER HAS THEM 


One piece head and handle prevents breakage 
and splintering. 


~Ae~ 


HITNEY MFG. CO. 


636 RACE ST. ROCKFORDILL 





Several small items have been omitted in Fig. 3, such 
as a foot squaring shear, a drill press, a punch press 
and other small pieces of equipment. Their placement 
would be in part in the area 4, and in part on the 
bench 5; but care should be taken that no unused 
articles of equipment clutter up the place. This is not 
an ideal shop in the full sense of the meaning; but it 
is ideal insofar as it has a ready and safe trucking 
facility, has ample free assembly area; and, as an 
innovation that might attract customers, provides 
parking space for its patrons. 


Dunwoody Institute 
(From page 114) 


pipe welding. Drafting II and III advance to work in 
triangulation, laying out fittings classed as irregular 
forms, and covers such layouts as oval-to-round tran- 
sitions, two and three-prong forks, ships ventilators, 
double offsets, and compound elbows. 

Shop I in Ducts and Fittings gives the student work 
in the making of simple duct fittings and involves 
making tee joints at different angles, and other gen- 
eral knowledge. In Shop II, III, IV, and V, the work 
progresses to making chimney extensions, cowl venti- 
lators, cold-air shoes, end boots, elliptical-to-round 
Ships’ ventilators, odd angle elbows, compound elbows 
and transitions by direct triangulation. A half-size 
trunk line with seven take-offs, each different, and 
five of them of the change or reversed type is a job in 
Shop V. 

When it comes to Architectural Sheet Metal work, 
the student gets two units of shop, and one unit of 
drafting. In the Drafting unit, the student applies his 
knowledge of parallel-line development to the layout of 
simple return and panel miters, urns, pediments with 
raked miters, and flat skylights, as well as other archi- 
tectural work. In shop, the student cuts out, forms 
and assembles simple return miters, simple panel 
miters, pediments, spheres, plain hipped skylights and 
hipped skylights with vents. 

Sheet Metal Welding (Gas and Arc) is given in a one 
unit section and includes gas and arc welding of sheet 
metal for flat-butt joints, corner welds, flanged welds, 
and light structural shapes. A one month review em- 
phasizing important sheet metal job processes is given 
at the end of the course to help the student put into 
further practice the skills he has been acquiring 
through the past months of training. 

Only a small idea of the job being done in the train- 
ing can be given through a word review of the courses 
covered, and even that word review is abbreviated. 
However, the trend in training can be seen, and some 
idea can be gained of the work that the student is 
expected to perform if he is to become a tradesman. 

Dunwoody feels that this course will turn out men 
who will be well qualified for a good start and rapid 
advancement in the trade, if they take advantage of 
the training offered them. As new developments arise 
in the field, they will be incorporated into the course so 
that the students may always be given the training 
which will fit them for their work as sheet metal 
tradesmen. 
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Here’s a single valve register with 
adjustable fins that combines quality 
and economy. See how you can save 
on air conditioning and gravity base 


registers. Ask your supplier or write. 


THE A & A REGISTER CO. 


8327 Clinton Rd. Cleveland, Ohio 
Geo. G. Auer, Pres. 
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GRAND RAPIDS deluxe FURNACE CLEANER 


Large air volume and high velocity give the Grand 
Rapids Furnace Cleaner maximum recovery capa- 
city. This means faster, more efficient cleaning for 
every type of furnace or boiler . . . plus more jobs 
and larger profits for you. Standard groups of 
attachments available with each Fur- 
nace Cleaner are designed to reach 
into and clean every part of the heat- 
ing plant. 

















Service your furnace cleaning jobs 
with a Grand Rapids DeLuxe Furnace 
Cleaner. It is sturdy, long wearing 
and constructed to do a thorough 
cleaning job under the roughest condi- 
tions. Write today for information. 






DOYLE VACUUM CLEANER CO. 


Grand Rapids 7, Michigan 


227 Stevens St., S.W. 
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to Specitication 












You'll save time and effort by getting the 
ring that can be fitted on the job easily. 







We roll angles, tees, channels, bars and 
special shapes to fit your individual needs 
—with or without rivet or bolt holes. 










Angle Rings are used for many purposes 
such as reinforcing tanks, joining pipe or 
smoke stacks, and installing air conditioning 
fans. Write for our list of standard sizes 
and discounts—also our new circular just 
off the press. 


x Write loday L 















NATIONAL 
METAL FABRICATORS 








2140 So. Sawyer Ave. Chicago 23, Ill. 


MONCRIEF'S 


New Line of Pressure Vaporizing 





Oil Fired Units 


@ GAS FURNACES 
@ COAL FURNACES 











No. VW-61 
Gravity Furnace 
60,600 B.T.U. at Register 


No. VU-75 
Utility Unit 
75,100 B.T.U. Output 


No. VL-65 
Air Conditioning Unit 
76,000 B.T.U. Output 


We Carry a Complete Line of 
Heating & Sheet Metal Supplies 


Write or telephone for list of sizes and price sheet. 





Chicago 32, Illinois 


3733 South Rockwell Avenue 
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EFFICIENT 


newest - 
finest - 
strongest 


beveled edges 
fabricated metal 
more free air space 
solid construction 

no loose parts 
ultra-strong baked on 
oak finish, longer 
wear, matches 
flooring. Made in 
all standard sizes 








Cold Air Faces 


@ FORCED AIR REGISTERS—Prompt Delivery Standard Sizes 
@ MIRRO-GLO LINE Bathroom Medicine Cabinets 
@ PERFORATED METALS FOR EVERY INDUSTRIAL USE 


Write for complete information and price lists 


STANDARD 


W 49th PLACE . 





STAMPING & 
PERFORATING CO 


CHICAGO LLIN 



















Of course, our fit- 
tings are fabri- 
cated with ex- 


aut Profits! 


delivered to you with a minimum of delay—and when they 
are “Made-Rite” you know the job will be well done. 

We are ready and anxious to deal with you and you'll be 
pleasantly surprised at the completeness of our line and de- 
pendability of our service. 

We solicit inquiries on slitting of metal up to 36 inches 
wide and 14 gauge and lighter. 


Pt 
“ Made-Rite” Co. , Iuc. 
ye 


10th and Monroe St. 








Newport, Ky. 


Picture of 







New Opportunities 
For Sheet Metal Contractor 


(From page 118) 


by putting signs on their trucks, by personal calls. 
and by direct mail. 


Uses for Stainless Steel 


The first place to look for stainless steel business is 
in the home. Roof drainage systems gave many of you 
a start in the sheet metal field. Here almost all the 
sales advantages of stainless steel combine to help 
make this better metal a profit booster for your roof 
drainage business. In the first place, stainless steel 
roof drainage stock costs less on a square footage basis 
than the type and weight of copper commonly used 
for this application. Also, it is stronger and will not 
develop fatigue cracks with temperature changes of 
150 F or more. It is the most durable metal we know 
and has been tested with pre-war installations in 
almost every type of service. It doesn’t discolor or wash 
off and stain the siding. It resists sagging more than 
any other metal because it is so strong and rigid. For 
the same reason, it is easier to install and requires less 
field fabrication to take out dents and repair damaged 
ends. It is readily soldered, punched and riveted, and 
.015 gauge, 17-7 type 301 stainless steel roof drainage 
stock can be worked on the same equipment as easily 
as 26 gauge galvanized iron. 

Furthermore, all necessary parts are readily available. 
There are 22 manufacturers now making the various 
parts for complete roof drainage systems from stainless 
steel. Fabricated parts and the flat strips needed for 
roof drainage and flashing are carried in stock by 
distributors throughout the country. 


Tell Your Prospects About Stainless Steel 

Here is a profitable market for every contractor, 
whether it is roof drainage for homes or for industrial 
and commercial buildings where the advantages of 
stainless steel are more apparent. To get this profitable 
business you must do your part by telling prospects. 
the architects and builders in your territory, about 
stainless steel and reminding them that you fabri- 
cate it. The next time you get a request for either a 
galvanized system or a copper system tell the prospect 
about stainless steel. Show him how it saves him 
money either on the first cost, in the case of copper. 
or by lower maintenance in the case of a galvanized 
system. 

Smoke pipe on gas and oil furnaces has provided a 
profitable growing business for a sheet metal shop in 
Illinois. Years of service have proved that stainless 
steel is ideally suited to this use. In fact, a good many 
towns all over the country are now giving consideration 
to requiring stainless for this application. One note 
of caution. We do not recommend stainless steel for 
smoke pipe on coal-fired furnaces. 

Kitchen sinks are an ideal application for stainless. 
One sheet metal shop in Louisville is doing an excellent 
business by specializing on replacing kitchen sinks and 
work surfaces. He writes direct mail letters to apart- 
ment owners and home owners and he goes out knock- 
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Air Conditioning Furnace Manufacturers 


The New Bishop & Babcock 
Air Conditioning 
Blower Assembly 

Type “AC’’—Design 2 





The New Bishop & Babcock 
Blower Wheel 
For Air Conditioning 
Furnace Blowers 





The New Bishop & Babcock 


All Stamped 
Housing Assembly 
and Component Parts 








Write for Bulletin No. 115 


MASSACHUSETTS BLOWER DIVISION 


7ée BISHOP x BABCOCK 7%. @. 


4901 HAMILTON AVENUE . CLEVELAND 14, OHIO 
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CINTI ELBOWS 


... NEW EQUIPMENT 


brings you 


FINER 
ELBOWS 


There’s only one way to stay out in 
front in any field and that’s to supply 
the best available merchandise. The Cincinnati Elbow Co. 
with its new automatic equipment has earned this reputa- 
tion among aggressive sheet metal men. 

Use Cinti Elbows on your next job .. . you'll find them 
easier to work with and hot-dipping after forming makes 
them more durable. 


Ask Your Jobber for Them 
The Cincinnati Elbow Co. 
2627 Colerain Avenue 
Cincinnati 14, Ohio 









Performance Has / 
ATH-A-NOR 


Coal - Gas - Oil 
FURNACES 
and PARTS 





MAN ©’ WAR, the megnifi- 
cent red stallion, won 20 of 
his 21 starts and made over 
$1,000,000 for his owner, 
Samuel Riddle. 








: Performance plus is being built into 
e z pr every ATH-A-NOR furnace just as it 
has been for over a half century. This 
every requirement of convenience, com- 
fort, dependability and economy is your 
assurance of added profits. It will pay 
you to find out how very much more 
you get with ATH-A-NOR—Write to- 
day for complete details. 


MANUFACTURERS O 
EQUIPMENT FOR 


Newark 


HEATING 
YEARS 


MAY-FIEBEGER: OMPANY 
hi 


0 


187 


























Here's One Good Deed 
That Pays You Well 


By cleaning heating plants with a Super Red 
Streak Furnace Cleaner you do a lot of good for 
both yourself and your customer. 


Heating plants all over your community are just 
waiting to be Super cleaned after 
the winter's use. Need for re- 
pairs and replacements is 
revealed in plenty of time 
to make them while the 
furnace is idle. 








Any member of your 
staff can operate a 
Super without spe- 
cial training. Chim- 
ney cleaning tools, 
standard equipment. 
The Super Red 
Streak cleans chimneys from the bottom up without hazard 
for the operator and without disturbing the household. By 
taking advantage of our 5-day free trial offer you can see 
for yourself just what a Super can do. Keep what you make. 
Send for it now. 


National Super Service Company, Inc. 
1944 N. 13th Street, Toledo 2, Ohio 


National Super Service Company of Canada 


Toronto, Ont. Vancouver, B. C. 


































POWERFUL Turbo-Ventilation 


but no power cost! 










SPECIFY Western 
ROTARY TURBINE 
VENTILATORS! 


@ LIFETIME GUARANTEED bol! 
beorings. 

@ 2M. P. H. BREEZE keeps Western 
Turbines in operation. Constant 
24 hour exhaust. 

@ ALL SIZES from 6” to 48” throat. 
Both bearings on same axis always 
stay in alignment —save trouble and 
delay from shipping jolts. 








Write for complete catalog on all 
of Western's modern, carefully engi- 
neered ventilation equipment. 
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“Always on the job—never on the payroll’ 







WESTERN ENGINEERING & MFG. CO. 


NASHINGTON BL 






ing on doors. It is surprising how many home owners 
have old, worn out linoleum around their sinks which 
is both unsightly and unsanitary. Enough of them 
want to replace it with stainless steel, after he has 
told them about this metal, to keep more work on his 
books than he can do. 

Furthermore, it is surprising how many of them de- 
cide to have him replace the old sink with a stainless 
steel sink (which he carries in stock) ; so they can have 
a really modern kitchen. They get the effect of a com- 
plete remodeling job at about one-third the cost and 
one job sells another. You have to put out some effort, 
however, to get this profit train rolling. We could go 
right on through the house, discussing trim around 
bathtubs to keep the linowall from pulling away, stain- 
less steel water bowl tops and bases for the toilet, kick 
and push plates, porch and house roofing, table tops 
and many other uses. 

Home owners are glad to have the corrosion resist- 
ance, the durability, the better appearance, the sani- 
tation and the low cost of stainless steel, but you have 
to tell them about it and tell them you sell and install 
stainless steel. Half the people we contacted in a little 
survey the other day did not know who in their town 
would sell or install stainless steel for the work men- 
tioned. The home is not the only place to sell stainless 
steel. In fact, even with all its applications, it may be 
the small end of this potential market. Profitable sales 
of stainless steel exist in innumerable commercial and 
industrial applications. 






Restaurants 


For example, let’s look at the opportunities for stain- 
less steel in restaurants. Most of us are inclined to 
feel that this market has already gone to stainless 
steel; that there is no opportunity for the sheet metal 
contractor to get new business here, and that repeat 
business will come to him without any special effort 
on his part. However, remember that restaurants are 
now facing more competition, competition from other 
restaurants, from vending machines, and from the 
home. The war and post-war rush has dropped off. 
They are fighting to get business and this means that 
they are trying to improve the appearance of both their 
dining room and their kitchens. The health codes in 
every town are putting more and more emphasis on 
sanitation. All this means greater opportunities for 
stainless steel as supplied by the sheet metal shop. 

We checked the restaurants in one medium-sized 
town of 40,000. To our surprise, there were 76 listed 
in the telephone directory. We found that 57 per cent 
have stainless steel steam tables and 43 per cent had 
stainless steel pots and pans, but every restaurant 
needed wall covering, table tops, splash boards, special 
sinks, dish racks, counters and other equipment. These 
could and should be made of stainless steel by a sheet 
metal shop. 

The glorified hamburger stand illustrated in Fig. 2 
was made by a small shop in Columbus with regular 
sheet metal equipment. When the shop owner brought 
in the prints for this job his men threw up their hands 
but found that it was actually simple. The finished 
job is a beauty and made the shop a nice profit during 
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HOW TO GET NEW BEAUTY 


in Commercial, 


Residential and 
Public Buildings 











DESIGNED FOR 
@ Air Conditioning 

@ Heating & Ventilating 

@ Radiator Enclosures, Etc. 


In planning your installations, assure your 
customers of lasting satisfaction with 
functionally designed, permanently beau- 
tiful H & K Grilles. Whether for new 
jobs or for remodeling, you can find 
H & K Grilles in patterns to suit every 
taste or architectural plan. And don’t 
neglect the safety factor, either; controls 
and equipment are concealed, yet easily 
accessible when necessary. When you 
specify “Grilles by H & K”, you're sure 
of outstanding workmanship in a wide 
choice of designs and materials. 


Write for literature 














a ldalalohions & King 


PERFORATING 





5649 Fillmore St., Chicago 44, Ill. 
114 Liberty St., New York 6, N. Y. 











CASH IN ON 
FLOOR SPACE 


In Selling To Small Homes 


General Automatic 85 
Highboy leaves plenty of 


extra space in small 

homes. 

Takes only 4 sq. ft. of floor 
space 


Model 85 Highboy Oil Fired 
Warm Air Unit is designed for 
economical warm air comfort 
in small homes. Easy to install 
and service in utility room, 


first floor, or basement installations. Attractive unit. 


Fired by famous General Automatic Burner. Glass 
Wool insulated. Check first with General Automatic 


High Boy for profit. 


- (,ENERAL 
Alomilic 


GENERAL OIL BURNER CORP., Baltimore 13, Md. 
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Use No. 51 or 52 Valves for controlling 
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BBETTER 





water in evaporative coolers, other types 
of air conditioning units, etc. They take 
small space; trouble-free; inexpensive. See 
your jobber, or write us. 





No. 51 Midget 


‘ees 








7 ” 
—— i's 


Accurately maintains water line as low 
as 1” deep — thumb screw adjustment 
Entire valve made of non-ferrous metals 
Easy to install by drilling one hole. Ca- 
pacity one quart per min. at 50 Ibs 
pressure; maximum pressure 75 Ibs. 


No. 8 






> 





Designed to fit 42” and 34” 
pipe. To install, merely drill 
one 4%” hole in pipe. Outlet is 
provided with union coupling 
for 4%” ©. D. copper tubing. + 





No. 52 High- 
Duty 






7%,” —> 





_ Handy Needle Valve 


Made of brass and widely 
used for controlling water sup- 
ply to coolers and water feed 
valves. Vg” |. P. male end and 
Y%” O. D. copper tube size on 


Same general design as 
No. 51—but built for larg- 
er capacities. Handles 114 
gals. per min. at 75 Ibs. 
pressure; maximum 125 Ibs. 
Fully adjustable. 


Also built (as No. 53) in 
same construction and ca- 
pacities, but for VERTICAL 


the valve outlet. 


No. 816 mounting. Overall length, 


5-9/16". 














MAID-0’-MIST, Inc. chicago’. 














WHITNEY METAL 


TOOt COMPANY 
39 YEARS EXPERIENCE 





WHITNEY-JENSEN 
No. 121 DOVE TAIL NOTCHER 


A light, fast-working, handy-size ‘ool 
for dovetailing during installation of 
collars, stubs, ¥-joints, etc. Cuts and folds 
tab down square in one easy motion 


Capacity 20 ga. mild steel 
Overall Length 81 
Weight 1 Ib 


WHITNEY METAL TOOL COMPANY 


91 FORBES STREET, ROCKFORD, ILLINOIS 














This is <~ panes 
NO GADGET! < seneee 


It’s your 
right arm, 

if you do 
DUCT WORK! 


V Bends uniform cleat edges in less than 5 seconds! 


Other methods take as much as a minute or more. 


$6 6° 


F.0.B. Factory 


No. 12 
$42.00 


F.0.B. Factory 





V Makes perfect drive cleats in less than 8 seconds! 
Free of ripples and ready to use without the aid of a screwdriver. 


No hammer & dolly .. . no tongs ... no snap-on 
pliers . . . nor any slotted piece of metal could ever 
compete with the efficiency of this bender . . . over 
3000 Smith’s Cleat Benders are proving this every 


day. 


You can save as much as two-thirds of your forming 
time on a length of square pipe . . . Some users have 
reported saving the: price of bender on the first job. 


For the last word on the performance of these bend- 
ers see any authorized jobber or tool supplier. 


R. E. SMITH, 1513 Monroe St, iatean Ul. 





Complete In 


CASING RINGS.. .¢27*!ste, 


tion. Production Up To 500 Pieces Per Hour. 


Machine shown was cho- 
sen from our 8 standard 
sizes and specially tooled 
by us to form the cross- 
sectional contour and then 
into the ring in one pass 

. ring diameter is varied 
by simple screw adjust- 
ment. 





This is just another example of the versatility of 
Dahlstrom Roll Forming Machines. They are com- 
petition eliminators sometimes producing in an hour 
what other methods require days to accomplish . . . 
and do it more accurately with practically no effort. 
If you have volume footage on any forming opera- 
tion it will pay you to investigate the possibilities 
of roll forming . . . especially when you can look 
forward to production rates as high as 5000 feet per 
hour on Dahlstrom machines. 


Dahlstrom Machine Works, Inc. 


Chicago 30, Ill. 


4972 N. Elston Ave. 














} 








the time when they were normally short of work. 


Hospitals 

While we’re thinking about restaurants, let’s con- 
sider a somewhat related market, the hospital field. 
Every hospital includes a complete restaurant; there- 
fore the same opportunities that exist in other restau- 
rants exist in the hospital, except that they place a 
higher emphasis on sanitation and ease of cleaning. 
How many of you have called on the manager of your 
local hospital or have written him a letter telling him 
of the types of stainless steel work you are prepared 
to do? This year approximately three million meals 
will be served in hospitals of this country to the pa- 
tients, doctors, nurses, and hospital workers who take 
their meals in the hospital. That’s a big market to 
overlook, but it’s probably the small end of the hospital 
market. 

Hospitals also need stainless steel sheet metal work 
in the laundry for counters, storage shelves, sorting 
tables, and other uses. In the halls of the hospital they 
need wainscoting, stainless steel kick and push plates, 
and stainless steel grab rails. In the nurses’ stations 
they need stainless steel shelves, stainless steel hampers 
and stainless steel disposal boxes. Some sheet metal 
shops are even making special portable and stationary 
warming closets to facilitate food handling. 

Up in the operating room they need stainless steel 
wall lining, special stainless steel instrument racks, 
specially built sterilizing chests, stainless steel counter 
and table tops, and stainless steel light reflectors. 


Industrial and Commercial Applications 

While you are going after this more obvious business, 
don’t overlook the profit possibilities of selling stainless 
for industrial and commercial applications. For exam- 
ple, look at the picture of the modern cooling room in 
a brewery (Fig. 3). We all know that brewery equip- 
ment is rapidly changing from copper to stainless steel 
but the interesting part of this picture is that the big 
majority of the stainless shown was not purchased 
from the manufacturer of brewery equipment. Instead, 
it was used as wall linings and supplied and installed 
by the local sheet metal shop. Here, as in other indus- 
trial applications ease of cleaning, the fact that it with- 
stands the strong chemicals used to insure sanitation, 
modern appearance and beauty, and low cost mainte- 
nance are what sold stainless steel. To sum it up in 
the words of the brewmaster, “Stainless was used be- 
cause it cost less in the long run and looks better.” 

You may not have a brewery in your town but most 
of you do have a meat packing plant in your territory. 
Have you called lately to talk about stainless steel? All 
plants that are selling meat across state borders are 
now subject to government inspection, and even the 
local plants are finding that they must use sanitary 
equipment and give increased attention to cleanliness 
if they are to sell their products. Manufacturers of 
fabricated equipment are getting in touch with these 
plants to tell them the advantage of stainless steel for 
equipment; and we, of course, in the steel industry 
are doing the same thing with direct mail. Much of 
the stainless they use, however, must be sold to them 
and installed for them by the local sheet metal con- 
tractor. 
This market is changing to stainless because of 
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UNIPACK... 


DEPENDABLE 
RUGGED 
QUIET 


Since 1929 





Note that the cap 
bearing has been 
removed to show 
the bronze bearing 
with ring oiler. 


~ 
+ 
eo 
4S 
* Quiet As A Cat's Purr 
* 
- 
7 


Introduced in 1929, the Unipack has since been giving satisfying 
service in thousands of homes. Nineteen years and still going 
strong—for today the ever present demand for this dependable 
blower with rugged construction and quieter operation continues. 
Proof enough, we think, of its preference. Better yet, find out 
for yourself how superior and satisfactory the Unipack really is 
—write us now. 


>>> p American Machine Products Co. 


MARSHALLTOWN, IOWA 


TIME SWITCHES «+ 
Synchronous Self-Starting Motors 
RELAYS + Open or 
Can Type 


for every 
ic preci- 
ts meet the most 


F ‘or any load, 
stallation, 


sion produc \% ; 4 
rigid specifications: a i. = 


wriTE “Jadag FOR CATALOG 


In SWITCHES, FLASHERS and RELAYS 
where dependable performance is 
paramount, look for the 
DIAMOND SEAL for 
DIAMOND QUALITY. 





52 STATE STREET oe ~ MANKATO, MINN. 
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CHAMPION 


Galvanized Fittings 


For Durable, 
Better-Fitting Jobs 


Top Takeoff To Round 










Side Takeoff To Rectangular 


@ There's no substitute for 
the durability of galvanized sheet 
metal! And, with famous CHAMPION fittings — 
designed and precision-built to be easy to handle 
and easy to fit— you'll speed instal- 

lation time and make money. 








Write for 1949 catalog showing the 
complete line of high quality 
CHAMPION furnace pipe, gravity, 
and forced air pipe and fittings. 


‘CHAMPION 


CHAMPION FURNACE PIPE COMPANY 
211 EATON STREET © PEORIA, ILLINOIS 





* to 12 lbs. per pair. Also used for heat treating, case 





JOHNSON 


NO. 101 
BENCH 
FURNACE 





This is the most powerful, efficient and economical 
bench furnace made for heating soldering coppers up 


hardening and annealing small metal parts. Burners 
are equipped with separate shut-off valve and pilot 
light. Deiivers up to 1800°F. without a_ blower. 
Patented curved shaped hood forces return blast over 
parts being heated. Firebox 3% x 5%. Complete with 
work rest block and baffle plate. 


$17.50 


F. O. B. Factory 


Write for Free Catalog of 
Johnson Bench and Soldering Furnaces, 
Hand Torches and Blowers 


JOHNSON GAS APPLIANCE CO. 


580 E AVENUE N.W. CEDAR RAPIDS, IOWA 
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ror SECOND STORY ROOMS 
and CONCRETE FLOORS — 


The Sequoia Streamliner 


CUTS INSTALLATION 
COSTS FOR YOU... 


cuts heating costs for your 


CUSTOMERS. 


Sequoia’s new 40,000 BTU 
Dual-Wall Furnace is designed 
for all homes, new or old . . . is 
especially ideal where floors 
cannot be cut and pits are im- 
possible. Quickly installed, rea- 
sonably priced! Delivers heat 
from BOTH sides of wall. Takes 
up NO floor space. Fits within 
regular 2x 4 studs and extends 
only 242” from walls. Fully 
vented .. . A.G.A. approved for 
all gases. HERE IS A PROFIT- 
BUILDING ADDITION TO 
YOUR LINE—Send for full in- 


formation! 





greater sanitation and low cost. For example, a recent 
survey indicated that one packing plant, which was 
using a steel sausage truck (which is merely a large 
steel box on wheels) was actually paying for a stainless 
steel truck (but not getting it!) every 38 months be- 
cause of the maintenance and cleaning costs involved 
in using the galvanized truck. These two items of 
maintenance and cleaning amounted to 96 per cent of 
the cost of the galvanized truck each year. By using 
stainless he could cut these costs to 14 per cent on the 
same basis. This was because stainless was easier to 
clean, did not react with the curing salts in the meat, 
and did not have to be reconditioned at six month in- 
tervals as did the galvanized truck. This is the story 
of low annual cost, plus sanitation, which you must tell 
in selling stainless to the meat packing plants. 

The subject of meat packing leads you on to the 
frozen food locker plants which must have sanitary 
cutting tables, preparation and mixing tables, storage 
baskets, and wall linings. The work room is also their 
show room and must not only be sanitary but must 
look clean and neat at all times. The same thing is 
true of the meat preparation and sales counters of the 
large grocery stores in your territory. You would be 
surprised at the good business some people are getting 
from grocery stores in both the meat and vegetable 








departments. 

Another important thing is not to overlook any in- 
dustry in your town. All of you do not have pulp and 
paper plants in your territories but the illustration 
showing a stainless duct system (Fig. 4) indicates the 
kind of work that some sheet metal shops are doing, at 


EVERY 
DEALER 
LIKES 


(Wier auromari( 


OIL BURNER 





Inquire of your jobber, or write— 







Sequoia Manufacturing Company 
San Carlos, Calif. 








1000 Brittan Avenue 


MULTI-NOTCHER 


Designed for the Practical 
Sheet Metal Craftsmen 































That's why hun- 
dreds of dealers 
have switched 
to QUIET 
AUTOMATIC! 












Sheet Metal Shop Operators will appreciate the cost- 
saving advantages of the new MULTI-NOTCHER which 
will neatly cut six accurately located notches with one 
pull of the handle in steel or aluminum sheet up to 20 
gage in thickness. Layout operations are made easy by 
self-aligned dies which are readily moveable to the correct 
position according to the built-in scale. Standard Ma- 
chines are available for 36-in. and 48-in. wide sheet; 
other models for sheet up to 120-in. wide. Dies are 
available for 30-deg. V-notches, square notches, Pitts- 
burgh notches and others. For more information contact 
your distributor or write us. 


Fallsington Mfg. Co. 


Falisington, Bucks Co., Pa. 









@ All 1949 Model Burners—6 sizes from 1 gal. to 30 gals. per hour. 






@ Designed and engineered to burn 100°) Catalytic Oil. 





@ Easy to install—easiest to service. 





@ One piece—castings properly machined. The Burner with built-in 
quality and efficiency. 






@ A quality product. Competitively priced. 






@ Nationally advertised—cooperative sales plans and advertising help 
for the dealer. 


A good company to do business with. Wire, write or phone today! 


QUIET AUTOMATIC BURNER CORP. 
J. Gordon Kaveny - Pres. 
33-35 Bloomfield Avenue 
















Newark 4, N. J. 
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PENN-AIRE FURNACES 
Winter Air Conditioning and Gravity 
CAST IRON, COAL FIRED 


Popular Price Practical Design 


Economical Operation 


UNION MANUFACTURING CO. INC. 


Boyertown, Pa. 











Sell ‘Em, NOW! 





No need to tell you that repairing old furnaces is 
a lucrative source. You'll find many a worn out 
heating plant in your search for repair jobs and 
whether or not it can be fixed it'll still make 


extra money for you. We can supply all the re- | 


pair parts you need and we're also set up to give 
quick service on new Waterman-Water- 
bury Furnaces, Blowers, Fittings, Regis- 


ters, Incinerators, Water Heaters and | 


many accessories, 





Your orders will have our 
prompt attention. 


FURNACE 


WORKS 
fees «. 1206-8 Douglas St.. 
+ ona 





‘ol 
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OMAHA STOVE REPAIR | 


| —looks and finish to stack 








@ There’s a Hy-Duty prop- 
erly sized for hundreds of 
jobs where large volume, 
low velocity and quiet are 
demanded—double inlet or 
single—top or bottom mo- 
tor mounting—all discharge 
positions—200 c.f.m. to 
15,000—heavily constructed 


up with the best jobs and 
priced right. 











A new, high pow- 
ered, quiet, direct 
driven, single inlet 
Hy-Duty blower with 
a wheel 5” diameter, 
3” wide. Immediate 
delivery, attractive 
price, suitable for a 
multitude of small air 
handling jobs. 





@ SEND FOR 
LITERATURE AND 
ENGINEERING 
INFORMATION 


BLOWERS - ATTIC FANS + EXHAUST - PORTABLE OR WINDOW FANS 


SCHWITZER-CUMMINS COMPANY 


INDIANAPOLIS 7, INDIANA 


VENTILATING DIVISION + 


Fine Glowers and Pane for over SO Years 








PrTrrerereueereeneee ee ey yo 





: Kehood' Airlock ' 
: GAS BURNERS : 


e@saeeeeae wean? 
The Reinhard “Air-Lock” principle causes 
the flame to spread and reach the sides 
of the fire-box quickly without the use 
ef baffles, thus ensuring maximum fire 
travel and heating efficiency. 
All valves and controls are under 
cover—nothing shows in the 
basement but the neat. at- 
tractive casing. 


Model 8-CD 












Manufacturers’ Agents 
and Distributors 
A few good territories 
still open. Write for 
details 
Quality Products for Over 47 Years 
Complete Line of Gas Conversion Burners 
Domestic ” Industrial Commercial 


tiSTED 






















11 South Ninth St. Minneapolis 2, Minn. 
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All Ajax fittings are made of 
high-grade, full gauge sheets 

. no seconds used! Qual- 
ity is fully guaranteed. Your 
order, large or small, receives 


prompt, personal attention. Scientifically designed 


to reduce air friction 


Double seamed 
for strength 
and air-tight 
construction 


For help on your heating 
problems our engineering de- 
partment is at your service. 
Contact us. . . we'll gladly 
work with you. 


Write for catalog of Furnace 
Fittings. 


id | 


Ajax Furnace Fitting Co. 
Division of 
The Cincinnati Sheet Metal & Roofing Co. 
216-20 E. FRONT ST. CINCINNATI, OHIO 








Sheet Metal Machinery 
Pittsburgh Lock 
Stovepipe and Elbow 
Roll Forming Machinery and Dies 
Maplewood Machinery Co. 


2634 Fullerton Avenue 
Chicago, Ill. 











HEAT THAT 
COLD ROOM 


This self-cooled booster fan will do 
the job better because it’s ventila- 
ted. Oil only twice a year without 
removing the fan from warm air 
pipe. Long lasting, quiet, efficient, 
runs on house current, weighs only 
1% Ibs. Fits pipe sizes from 8” to 
12”, very simple to install. Can be 
operated with switch, automatic fan 
control or thermostat. Thousands 
now in use. Ask your jobber today 
or write us for prices. Insist on Me- 
Larty, the only ventilated booster 
fan on the market. 








McLARTY VENTILATED 
BOOSTER FAR .. 








201 W. Mich. Ave. 
Battle Creek, Mich. 


McLARTY SYSTEMS 


194 











a nice profit. This entire duct system, including the 
gigantic valve, was fabricated by a sheet metal shop 
for a West Coast paper mill out of type 316 stainless 
steel. It might interest you to know that in a recent 
survey, it was brought out that more than one-third of 
the sheet metal used by the average pulp and paper 
mill is bought through and installed by the local sheet 
metal contractor. This not only includes the normal 
type of sheet metal work but various pieces of special 
equipment which are not attractive to the large equip- 
ment fabricators. Such work is most attractive busi- 
ness for the local sheet metal shop. Most of this 
equipment is built to specifications and drawings pre- 
pared by the plant engineer, but he has to know the 
sheet metal shop working with stainless steel before he 
can call them to bid on such work. 

This is the keynote to getting industrial work. While 
you are thinking about it you might remember what 
one contractor in Middletown, Ohio who has special- 
ized in industrial sheet metal work, recently told us. 
“The ideal part of industrial sheet metal construction 
and maintenance is that it comes during the winter 
season when our outdoor work is low and we need addi- 
tional business.” Without too much effort this shop has 
made such a name for itself in industrial sheet metal 
work that it is getting more work than can be handled 
on a year-round basis. 

One thing to remember about the industrial and 
commercial market is the storefront work in your 
area. How many industries in your territory are mod- 
ernizing the fronts of their offices and need an attrac- 
tively designed stainless steel entrance or other archi- 








ORNAMENTS 





STAMPINGS & SPINNINGS 


Zinc Ornaments Available From Stock. Copper, 
brass, bronze, aluminum and stainless steel orna- 
ments made up promptly. 

If you don’t have catalog K, send for it NOW. 


MILLER & DOING 


65 YORK STREET BROOKLYN, N. Y. 








Only original Vernois repair parts should be used 
when making repairs on Vernois furnaces. We have 
a complete stock at your disposal and will bend every 


effort toward filling your orders quickly. 





MT. VERNON FURNACE & MFG. CO. 
MT. VERNON, ILLINOIS 
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the Majestic 
INDOOR INCINERATOR 


Tell Mrs. Housewife about the 
Majestic Indoor Incinerator the 
next time you make a furnace 
check-up—or, when you install 
a new furnace! It’s your best 
opportunity to make an extra sale easily, 
quickly! She wil! be delighted with this 
convenience that ends forever the nui- 
- sance of trash and garbage disposal. 
Right in her basement she can dispose of 
all burnable refuse—even wet and dry 
garbage. No longer those unpleasant 
trips to the backyard trash burner or 
garbage can on cold or rainy days. All 
she does is fill the unit—light it and leave 
it! Unique downdraft feature dries the 
waste, then burns it. Unit connects to 
furnace flue. All metal, compact and 
neatly designed. Write. 


















the Majestic Co. 


Nationally Known and Advertised 110-A Erie St., Huntington, Indiana 


for over 40 years. 


Poulan 


Majestic 





It pays to buy a good fool ... 


It pays to buy a KENT 


Double Suction 
Furnace Cleaner 











Easily carried, easily 
stored ... one man op- 
erates it with perfect 
ease. It’s built to last. 
giving long and efficient 
service ... it’s fully 
guaranteed! 


KENT Features 


e No Outside Dust 
Bag 
e Bag Easily Emp- 


e Powerful Double 


Suction 
You're invited to the > = een more 
KENT Booth— . e ans | lounte 
National Oil Heat Exposition — Beneath Can 


e Heavy Duty Motor 
e Machine Does Not 
Tip Easily 


Booth 371, Mechanics’ Hall 
Boston, Mass., May 16-20 


See the KENT before you buy any Furnace Cleaner 
THE KENT COMPANY, INC. 
435 Canal Street Rome, N. Y. 


Representatives in Principal Cities 








THIS LABEL IS YOUR ASSURANCE 
OF THE BEST FURNACE PIPE AND 
ELBOWS OBTAINABLE. 







SUPERIOR 
PRODUCTS CO. 


606-10 South 14th St. 
OMAHA, NEBRASKA 


PRODUCT 





THE BETTER DEALERS IN THE 
MID-WESTERN AND ROCKY MOUN- 
TAIN STATES INSIST UPON SUPE- 
RIOR FURNACE PIPE AND ELBOWS. 
MANUFACTURED ONLY BY— 


SUPERIOR PRODUCTS CO. 
606-10 South 14th St., 
Omaha 2, Nebraska 


LOWN sur rou 











\ B- 
Mossi ameter 
a ene. 
” diamet© 
yils 4 me 
ate yon? ee ws 
) ca s 
{nitial Type ~ Alemite jut 4 whee 
vi1¢e pearine® P dicators- 
. oilite atch oF it jiver 
© quick acting }ate® Roll on prompt de 
. rews- a ’ 
r4 gadjustings ace 4 easy t° oper ™ available. - 
S Fast, sturdy ; chines 2° rite for Bullet! 
©. @ Omer Ww 


1es- 


San Resale Foundry & Machine Co. 


San Angelo, Texas E. Upton & SFE Tracks 
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tectural work. Sometimes they may be large and im- 
posing and in other cases quite simple. Also, how about 
the trend to lift the face of Main Street in your town? 
How many shop owners are putting in new storefronts 
because they are once again finding they need to at- 
tract customers to their stores in order to sell mer- 
chandise? These, too, may be large and imposing or 
simple. 

Certainly, for both industrial entrances and store- 
fronts much of the business is the kind that can be 
done in stainless steel by the local sheet metal con- 
tractor. A couple of years ago one sheet metal man in 
Middletown decided he would go after this business. He 
put up one storefront and since then has installed 
three more, all at a very nice profit. 








We could describe innumerable opportunities for 
you to increase your business with stainless steel; but 
the points to be emphasized are that here is a material 
which is now available, has outstanding sales advan- 
tages of corrosion resistance, appearance, sanitation, 
low cost; can be worked with the equipment you have, 
and offers profit possibilities now as well as building 
business for your shops in the future. The trend is 
toward stainless. The steel industry, including both 
mills and distributors, is doing its best to tell your 
customers about the advantages of stainless steel. To 
capitalize on this it is necessary for you to get the facts, 
establish your sheet metal shop as stainless steel head- 
quarters in your territory, and sell prospective buyers 
on what you can do for them with this popular metal. 





ALL IN ONE OPERATION! 


Model No. 100 Capacity 22 gauge 
Model No. 200 Capacity 18 gauge 


work in all sheet metal shops doing heating and ventilating. 
No waste of time in punch press set-up. 
Dies can be taken along on outside jobs. 


Made By Skilled Die Makers 


See your local dealer or write for literature 
and samples of metal sheared in dies. 


THOR TOOL AND DIE CO. 





These bench model hand-operated dies are designed to speed up 


THOR coveERNMENT CLIP DIES 
SHEAR - PUNCH A 5/32’ HOLE - MARK POINT AT BREAKLINE 


191 Geary Road, Walnut Creek, Calif. 














INDUSTRY'S VENTILATING 
PROBLEMS SOLVED! 


No belts A compact, self- 









to 





slip. Direct contained unit 


easily and 






connected. Sets 
cheaply in- 









up on the roof stalled. Write 
out of the way for details 
of everything. now, Dept. 9. 


Owatonna, Minn. 











“CRARYS” 
RAIN WATER 
CUT OFFS 


Made in all Standard 
Conductor Pipe Sizes. 
Plain Round and Cor- 
rugated Round. 


Write for Prices and 
Name of your nearest 
Jobber. 





GALVAN MANUFACTURING CO. 


New Albany, Indiana 




















For efficiently controlling light 
and medium dampers in heat- 
ing, ventilating and air con- 
ditioning systems, specify 
Parker-Kalon Damper Con- 
trols. The line includes all 
types and sizes, at a range of 
prices to fit the needs of any 
job. Parker-Kalon Corp., 
200 Varick Street, New York. 
















+ 4444444444 














_**+24 2444444 





Air Conditioning 
Supplies 


Heating 
Sheet Metal 


Furnace pipe, adjustable 
elbows and Fittings 


ALSO: Complete line sheet metal hand tools 


Frank X Enderle, Inc., Ltd. 


1600-1700 San Fernando Road, Los Angeles 41, Cal. 


eee 4444444444464 46464644644% 











oe * © 2424244424444 4% 
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FIRELINE 


Stove and Furnace Lining 


Fireline—the best way to repair burned-out furnaces 
—is the easy way to bigger profits. Installed 
around the entire firepot, a Fireline lining seals all 
cracks and holes; prevents the escape of gas, odors, 
aad soot into the building. It protects good cast- 
ings, increases combustion efficiency, saves fuel for the owner. Quickly 
installed through the fire door without dismantling, Fireline completes your 
repair j in a hurry, earns greater profits. Sold in 50-lb. and 100-Ib. 
drums; 5-lb. and 10-lb. cans. 


Stocked by leading jobbers everywhere. 
Ask for literature, prices, discounts. 
Fireline Stove & Furnace Lining Co. 
1816 Kingsbury St., (Dept. E) Chicago 14, Ill. 











DRAUER has 


REPAIR PARTS for all FURNACES 
BOILERS, STOVES ¢ Guaranteed to FIT 


A. G. BRAUER Supply (0. 


| 2100 Washington Ave. 





t. Louis, Mo. 





<i 








a 7% 
eo 7 
] 








0 


ADAMS FIRING TOOLS 
CLINKER TONGS FURNACE POKERS 
ASH REMOVERS FIRE RAKES 

FIRING HOES 


Buy Adams Known Quality 


THE ADAMS COMPANY 
BRIDGE STREET DUBUQUE, IOWA 


















@ Years of care-free service in thou- 
sands of sheet metal fabricating 
plants throughout the world. 


LIFETIME GUARANTEE! 


Complete range of sizes. Write for literature and prices. 


ACME ELECTRIC WELDER CO. 


2018-8 Fruitiand R Los ——— : 








Permanent aluminum sodering is 









WRITE made simple and easy with AL- 
TODAY LEN Alumi-Soder. Complete 

in itself, flux and soder are 
FOR FREE combined in exactly the 
SAMPLES right proportion in 


a convenient 
? 
“handy-to-use” 









L.B. ALLEN C0. inc. 


6702 Bryn Mawr 
Chicago 31, Ill. 
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| Pat. No. 2440528 


IMPROVED! 


| -BB.- 
No. 12 SHANK 
331%4% STRONGER 


IMPROVEMENT IS APPLIED TO 
No. 15—SQUARE, No. 18—-% 
PITCH, AND No. 25—% PITCH. 


SOLD THRU LEADING 
JOBBERS EYERYWHERE 


BERGER BROS. CO. 
Main Office & Factory 


229-237 Arch St., Philadelphia, Pa. 
































Chicago Steel Bending Brake 






STANDARD HAND BRAKE 
ONE MAN OPERATION 


DREIS & KRUMP MANUFACTURING CO. 
1404 LOOMIS BLVD. : CHICAGO 36, ILL. 








A LOW COST FACTORY- 
ASSEMBLED UNIT 


For Small or Medium Homes 


Completely assembled, wired and adjusted. 
Available for coal, gas or oil fired. Terri- 
tories still open. Write or wire today for 
details. 


The FIREWEL Co., Inc. 
1042 Clinton St., Buffalo 6, N. Y. 





P50 Coal Fired 
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New York Meeting 


Features Forums— 
(From page 125) 


and almost all the contractors in the hall had a chance 
to voice their ideas at one point or another. The dis- 
cussion seemed to lead to the conclusion that almost 
any shop can do some advertising and that an advertis- 
ing budget can be worked out for any business volume. 


SMCNA Report 

A. J. Sabathne, Altoona, Penn., addressed the group in 
behalf of the Sheet Metal Contractors National Associ- 
ation. He commended the New York association on a 





fine meeting and emphasized the value of such a group. 
J. D. Wilder, executive secretary of the SMCNA, arrived 
in time for the business meeting in the afternoon and 
described all the recent activities in labor and trade 
relations as well as warm air heating that have been 
carried on by the committee of the association. The 
regular business meeting of the New York group then 
took place with the new officers being elected and 
reports of the various committees given. 

In the evening the banquet concluded the activities 
of the convention and those in attendance heard a fine 
talk by William L. Bartlett, Barrett Division, Allied 
Chemical and Dye Corp. 








® On April 1, 1949, prices on E-Z- 
ONS were reduced to °39 levels. You 
pay no more today than you did when 
these superior damper regulators were 
first put on the market. Order from 
your jobber. 


Prices Reduced 


E-Z-ON DAMPER REGULATORS 





Stocked in Canada by the 
Thermidaire Corporation, Ltd., 
Long Branch, Toronto 14 


M. A. GERETT CORP. 


Milwaukee 5, Wis. 

























New and Improved "EX" Fans 
are now available in standard 
sizes from No. 15 to No. 80 and 
from 200 to 30,000 CFM Capacity 
with pressures up to 15" ws, 
These fans are qommeny wee 
for exhaust problems to —_ 
dust, fumes, shavings, etc., 
can be adapted for forced ‘draft 
service. 

"EX" Fans are furnished In fo 
standard arrangements 
N.A.F.M, The design is such thet 
it can be easily modified to suit 
special assemblies, thus “EX” 
Fans are ideal for resale pur- 
Std. Arr. No. I ses, oe s pert of factory assem- 
for Belt Drive Pied units. 


Write us about your problems. Send for Bulletin No. EX-41 


BAYLEY BLOWER COMPANY 
Milwaukee, Wis. 


1817 South 66th Street 














BARBER BURNERS 
For All Gas Appliances 


We have the facilities and experience 
for designing and building the exact type 
and size of burner unit to fit any gas 
appliance, using natural, manufactured, 
Butane or bottled gas. We cooperate with 
any reliable manufacturer in the neces- 
sary development and laboratory testing, 
and in acting as continuous source of 
supply for his burner units. 


Latest Catalog on request 


THE BARBER GAS BURNER CO. 


3704 Superior Ave., Cleveland, Ohio 


saute ant ant 


lnwuawew 

















Chisels, punches, drills, 


screw drivers, nippers = 


———ielj ia) 





and numerous other hand 


tools .. . quality built for 


long service, Sold by paMasCcus STEEL PRODUCTS CORP. 


leading jobbers. ROCKFORD, ILLINOIS 
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ROUND OR SQUARE 
DUCTS ... it’s all the same 
to FLEXIBLE Cellufoam. 
Fast fitting — Cellufoam is 
shears cut, covers small 
curves or square corners — 
no gapping or bulges. Easy 
to apply. Over ten years use 
has proven Cellufoam to be 
a low cost, efficient duct in- 
sulation. Write 


Airtex Corporation 
333 N. Michigan Ave., Chicago 1 
FOR FULL DETAILS ON 


Collurocam” 
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ALMAR EASY SLITTER 
FOR USE WITH BRAKE OR BENCH 
Speed up your work—without an 8° or 10° Square Shear 
The Rotary action of 
cutters produces a neat, 
accurate clean edge. 






PRICE—COMPLETE 
Almar Easy Slitter 


with cutting head & track 
8 Brake Type a $60.00 
8’ Bench Type — 


WARD MACHINERY COMPANY 
564 W. WASHINGTON BLVD. CHICAGO 6, ILLINOIS 








Furnace Cement 


When setting up new furnaces or re-cementing old ones, 
high-quality Ironset Asbestos Cement makes every job more 
—<—_ => permanent. A _ product of re- 
LYey ty 41 fractory _manufacturers, it with- 
stands higher temperatures with- 
ONACE L mETORT CEMEN' out cracking or shrinking, bloat- 
ing or blistering. Makes the type 
of durable gas-tight installation 
that brings in more jobs. Packed 
in 5-lb. and 10-Ib. cans. 


Stocked by leading jobbers everywwhere. 
Ask for literature, prices, discount. 


FIRELINE STOVE & FURNACE LINING CO. 
1816 KINGSBURY ST., (Dept. E) CHICAGO 14, ILL. 





—_ a 





MANUFACTURERS OF 


FURNACE PIPE |! 

AND FITTINGS ‘= 

also conductor pipe, eaves trough, 
drip edge, rake strip, ete. 


THOR METAL PRODUCTS CO., INC. 
Box 118 Eastwood Station 





Syracuse, N. Y. 














M I L T 0 N romans magne 
Specialist New & Used Sheet Metal Machinery 


SIZES 
1” to 6” 
Dia. Rolls 
16” to 10’ 

Long 


ROLLS 
UP TO 
YY" 
PLATE 





Immediate Delivery 


MILTON EQUIPMENT CO. 


402-08 RACE ST. PHILADELPHIA 6, PENNA. 











THERE’S MONEY for YOU 
in the Basement with the 
TORNADO* 
Furnace and Boiler Cleaner 
QUICK - THOROUGH — Extra 
strong suction draws out soot and 
dirt in a steady stream into dus‘- 
tight oversize bag. Attachments 
supplied clean registers, radiators, 

air intakes, pipes, etc. 

EXTRA PROFITS Experience 
proves that furnace and boiler 
cleaning brings you the repair and 
service business 

WE HELP YOU SELL by sup 
lying proven sales helps for new 
and repeat business. 

FREE TRIAL OFFER! 





Write today for details of our free 


trial offer which lets you test the 
TORNADO* Cleaner before pur- 
chase. 


Breuer Electric Mfg. Co. 
5120 Ravenswood Avenue 
Chicago 40, Illinois 








- — 
“Trade Mark Reg. U. 8S. Pat. Off. 

















One-piece pressed Elbows, 
from 3-inch to 14-inch di- 
ameter, of 22- to 18-gauge 
metal, also Blast Gates, or 
Cut-offs. Ball Joints, Ad- 
justable Hoods, Rolled and 
Pressed Steel Rings and oth- 
er Blow-Pipe Parts made at 
low cost by production meth- 
ods. Write for literature and 
prices. 


KirRK & BLUM 


2880 SPRING GROVE AVE. 





fee ke eke ee 
Ball Joints 
Any Size 






One-Piece 
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Pressed Elbows 


CINCINNATI 25, OHIO 


The Demuth Pat- 
ented “draftless” 
Air Distributor, 
the only diffuser 
with the Patented 
Air equalizing 
vanes within the 
device. Positive diffusion and aspiration — 
over the 360 degrees of the outlet. Used by 
discriminating users throughout the country. 
Available in Aluminum, Steel and other me- 
tals to order. 
Write for complete information 


CHARLES DEMUTH & SONS, INC., Mfgs. 
Mineola, N. Y. Est. 1905 


























Elo ntilating 
Waar init 
QUICK-OPERATING 
AUTOMATIC SHUTTER 


A shutter that opens the instant the 
air current starts, and closes tight 
when the air current stops. No flap- 
ing or fluttering in between-times. 
eather-stripped so that louvres fit 
snugly. Sizes 8” to 72” square—also 
rectangular. 


“ELGO” TYPE 
AUTOMATIC SHUTTER 
Front View (Closed) 


Prompt Shipment of Standard Sizes 


ELGO SHUTTER G MANUFACTURING CO. 
2738 W. Warren Detroit 8, Mich. 


40k 


CATALOG 
























~ WI an amines A. teases 







$4.00. Count 





accompany order. 

















Address Key 
Michigan Ave 


promotion 


san, 6 No 











Ileating and design 
experience in warm aiv 
burner, air conditioning 
hot water plant design 
ployed at present Hel 
years, present posi 
tral west opening 
with going concern 
ican Artisan, 6 No 





Stear 











MANAGER-SI 
Thirty years’ 
mating. supervision 
slate, tile, 
dential, commercial, 
entire charge, can locate 
May 15th. Address Key 
san, 6 No. Michigan 





practical 









asbestos and 






WANTED—Shop Forem 
sheet shop in southern 
¥763, American Artisan, 
Chicago 
























Adjustable Saw Handle 
@ Fas Non-Shp Adjustment to 
Vanow Sawing Powtors 
© Comfortable Pistol Gnp of 
Pobshed Alumunum Alloy 
@ Fis All Keyhole Sew Blades 
Fully Cusranteedd 












1103 Wisconsin Ave 











engineer, 
heating 


$y 


and 


ion three years 


ly 


Address 


Michigan Ave 


PERINTENDENT 
experience, 
ill types sheet metal work, 


bi 


industrial) 


#764, 
Ave., 


n 


Minnesota 


Classified section: Rates are 8 cents for each 
word, including heading and address. 
seven words 
Minimum $2.00 for each insertion. 


for 


situations wanted 


AVAILABLE NOW 
Identine with both. manufacturers and distribu 
ors Experience includes wholesale ind retail 
sales and engmeering and field training and 


#761, American Arti 


Chicage : 


fourteen 


stem ind steam 
installation 
sition 

Prefer 
employment 
Key #762, 


Em 
one ™ 
cen 


Amer 


sale Ss, esti 


ult up roofing, (resi 
capable 
iny where 
American 


> 


Chicago 


situations open 


5S man heating and 
Key 
Ave., 


Address 
No. Michigan 


to St 


One inch 
keyed address. 
Cash must 


years’ 
equipment, oil 
and 
eleven 


lesired 


Chicago 2 


Age 50 


taking 
Available 
Arti- 


growing 


SUCCESSFUL SALESMAN WANTED 


is the fastest 
and 


Already recognized in the trade 


manufacturer of fans, blowers, 


humidifiers in the heating industry, we intend 


to grow still more by giving our customers 
more service and more attention than ever 
before. To intensify our sales program, we need 


several really good salesmen 


Some well-established territories are to be split. 
Salary, expenses, and very attractive bonus 
arrangement There are also some areas open 
for commission representatives. 
If you have proven sales talent, know the warm 
air heating trade in your territory, and are 
willing to work hard, for a nice income and 
wnlimited future possibilities, write to us at 
nee Your communication will be kept con- 
fidentia 
Frank P. Gibbons, Sales Maer 
Viking Air Conditioning Corp 
5600 Walworth Avenue 
Cleveland Ohio 


lines wanted | 


i.INES WANTED —Well established Manufac- 
turers’ Representative located in St. uis 
wants kindred lines in air conditioning and 


heating equipment for the territory of Missouri, 


Southern Illinois and Kansas or any part there 
of. We have aggressive salesmen and a com 
petent engineering staff. Equipment must be 
high quality and have trade acceptance. We 
can handle small items on a distributor basis. 
\ddress Key #765, American Artisan, 6 No 
Michigan Ave., Chicago 2 


Newly 


t 


c 


SERVICE SECTION 


L. J. KRAUSE COMPANY 


Manufacturers’ Representatives 

effective market develon 
nent in Upper Mid-West. Non-competing lines 
£ heating. air conditioning and refrigeration 
quipment desired. Sales through wholesalers 
ind manufacturers only. Write: Krause 
‘o., 200 Lumber Exchange, Minneapolis, Minn 


organized for 








Perfect uniform 
Crimps on Light or 


oman smom Heavy Smoke and 
eo ~tnes 


Conductor Pipes. 
Saves Carrying Heavy 
Machine on Job 





Either Tool only $1.95 each— 
If your jobber can't supply, order direct 


PIONEER TOOL CO. 


Racine, Wisconsin 












GRAND RAPIDS 
FURNACE CLEANERS 


Write for Details 
DOYLE VACUUM 
CLEANER CO. 


227 Stevens St., S.W. 
GrandRapids7,Mich 

















LOOKING FOR AN ECONOMICAL 
ADVERTISING MEDIUM TO 
PROMOTE YOUR SALES? 


TRY THIS SECTION 
FOR PROMPT REPLIES 



















for sale 


FOR SALE—Furnace and sheet metal shop. 
Fully equipt, 52 x 35 new bldg. Modern apt. 


adjoining. Franchise dealer for Williams Oil- 
O-Matic heating equipment. Large territory 
Dealer for various other heating. Lots of work 


year around. Located in beautiful north Idaho. 
Land of good fishing and big game hunting. 
Address Bianco Sheet Metal Co., Bonners Ferry, 
Ida. 





Special Offering New Ignition oil burner trans- 
10,000 volt 110 volt 60 cycle 
mounting $8.00 each 
each 1 Ib. cans No-Korode solder paste 75c per 
We also buy surplus stock 


standard 
$6.00 


formers 


to 6 at 6 or more 


can six in carton. 
of electric motors, etc. M. C. So'on, 613 Provi 
dence Bldg., Duluth 2, Minn. 








We have surplus items of heavy metal working 
equipment such as power shears, brake, weld- 
ers, etc., to close out. Write for list and prices 
Kuhr Brothers, Savannah, Georgia. 

FOR SALE: 1—18 gauge Maplewood Pittsburgh 
Lockformer with Acme lock and drive cleat, 
practically new. Address A. A. Samuels Sheet 
Metal Company, 222 Steel Street, Youngstown 
9, Ohio 


wanted 


WANTED-—Shearings any amount—all sizes 
Galvanized, cold and hot rolled aluminum 
Stainless and copper 6” minimum width to 36” 









minimum length, uniform quantities. Gauges 
from 16 to 3 inclusive. 
Write or wire 
Los Angeles Sheet Metal Mfg. Co 
901-903 East 9th Street 
Los Angeles 21, Calif. 
Trinity 4713 
Wanted: Used 8’ or 10° Power Squaring 


Also used & or 
Address 
Michigan 


Shears, 10 or 12 Ga. Capacity. 
10’ Hand Brake, 14 or 16 Ga. Capacity. 
Key #759, American Artisan, 6 No. 
Ave., Chicago 2. 


agents wanted | 


ATTENTION DISTRIBUTORS AND DEAL 
ERS—New-type, patented, bonnet Hot-Air Cir 
culator for all gravity furnaces is now avail- 
able. Carries long term unconditional guarantee. 
Install on furnaces with as many as 11 ducts 
in less than two hours, including time for 
thermostatic control. Unexcelled performance. 
Retail price only $59.95. Standard discounts ap 
plicable. Order sample now R-W Sales Co., 
Box 141, Colorado Springs, Colorado. 













CLIP PUNCH 


en 








Capacity: Three 
thicknesses of 18 


gauge 
Depth of throat: 


4” 
Weight: 61 Ibs. Length: 27” 


This #10 Clip Punch is adaptable and 
very efficient in fastening slips or any 
other seams or laps of metal on duct 
work. It will punch a half moon through 
three thicknesses of 18 gauge metal. No 
hammering and flattening out of metal 
necessary. Write for more complete de- 
tails. 


Distributed exclusively by 


REINER & CAMPBELL CO., Inc. 


671 Norwood Terrace, Elizabeth 2, N. J. 
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Service Section: Rates for display space in 
the Service Section are $8.50 per inch per ) R V T | 
insertion. One-inch minimum space accepted. 


SHEET METAL BOOKS 


1 inereed in bois on shox mest || SHEET METAL MACHINES & TOOLS 


work and related subjects send for our 


complete catalog. Free on request. — LOCKFORMERS — r “y 
- es Sook agen . © AGE Soldering Torches - Pots & Tanks 
‘ _ _ mee ie @ Steel Hand Brakes . © Press Brakes 
— ——— @ “Rex” Spot Welders @’Pexto” Shears, 
| Folders, Rolls, Rotary Machines, Etc. 


PRIME GALVANIZED SHEETS |  ¢ Whitney Tools & Machinery 


@ Marshalltown Throatless Shears 


Immediate Delivery e Electric Shears, Drills @ Shop Tools 
| @ Smith Cleat Benders 























Warehouse Price Complete Line of Sheet Metal and 


Ventilating Supplies bz 


18 to 28 gauge 





| GR OC WHEN IN CHICAGO Visit our 
F.O.B. Liberty, N. Y. MACHINERY SHOWROOMS 











YAUN METAL PRODUCTS CO. | | CENTRAL-WEST MACHINERY CO. 
Liberty, N.Y. Phone 1056 335 SO. WESTERN AVE. HAymarket 1.8361 CHICAGO 12, ILL. 

















How to drill concrete 


ATLANTIC SEABOARD 
Representative and Distributors for expansion anchors . . 


You can drill holes thru concrete walls, floors, 
ceilings, 12 to 15 times faster than by hand. 
Use the Wodack DO-ALL Electric Hammer. 
Typical example: drills a 34” hole 1” deep 
thru average concrete in less than 15 seconds! 


Saves time and money. You also use Wodack 
DO-ALL for channeling concrete, drilling wood, 


N OTCH is R PU N CH meV RITES TODAY FOR BULLETIN 471-AA 


Wodack Electric Tool Corporation 
4627 W. Huron St., Chicago 44, Ill. 









FAN and BLOWER BARGAINS 


New and Used Government Surplus— 
Big Savings! 
Backward and Forward Curve— 
Exhaust and Pressure 
Axial Flow - Attic Fans - Roof Fans 
to 100,000 CF 
Send for Price List! 


HARRIS MACHINERY COMPANY 
502 - 30th Ave. S.E. Minneapolis 14, Minn. 


























Castings: Alloy Aluminum 
Blades: 32” High Grade Tool Steel 


Metal Working Equipment and Tools | 


Aluminum Sheets, Roofings, Nails, 
Building Products | 


Dies - - Me - - tm || 
POTTS-FARRINGTON CO. 


FORMERLY WF. POTTS SONS & CO 


4250 WISSAHICKON AVE.. _PHILADELPHIA 29 | 








PH 4FE RA iw 


MEMORIAL DAY 
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Let the HONEYWELL TIME-0-SWITCH 


CONTROL and the Cutout Switch 
PROTECT Attic Fan installations 











Above: The Honeywell 
$403A Time-O-Switch. 
Left: The Honeywell 
L477A Cutout Switch. 





Attic Fan installations are best when the Honeywell Time-O-Switch controls and times the fan operation and 
the Honeywell C-tout Switch protects the home against the hazards of contitiued fan operation in case of fire. 
The Time-O-Switch is simplicity in itself. After the length of fan operation has been determined for any 
period from one-half hour to eleven hours, a simple twist of the wrist starts the fan. It automatically stops 
when the time expires. Continuous operation is provided by a small lever on the side of the case 
and the fan may be instantly stopped by merely turning the dial. Actuated by the famous Honeywell Mercury 
Switch, theTime-O-Switch will produce long, safe and positive switching service for many years. Its 
handsome silver bronze case will grace any room. 


Use the Honeywell Time-O-Switch for any 
switching operation where time interval switch- 


ing is involved, and use the Cutout Switch to meintiMngMe€arPotis 
insure protection. Minneapolis-Honeywell, H v ’ 
Minneapolis 8, Minnesota. In Canada: us i ie \ WV (@ | | 
Leaside, Toronto 17, Ontario. : iS 
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3 BRANCHES FROM COAST TO COAST WITH SUBSIDIARY COMPANIES IN: TORONTO « LONDON e STOCKHOLM « AMSTERDAM e« BRUSSELS « ZURICH « MEXICO CITY 

















TRIPLE EXTERTAINMENT TREAT! 


HOME OF 20 PICTURES 


CENTURY-FOX 











FILTER 200,000,000 


cubic feet of air EVERY DAY 


ROXY Theatre is one of the World’s truly famous theatres, strate high dust-holding capacity, and simple time-saving, 
favorite with native New Yorkers and on the “‘visiting list labor-saving servicing. 

of travellers from every part of the globe. Just as their “Performance-proved”’ R-P Ait Filters can protect the effi- 
standard of entertainment is high, so their concern for ciency of your installations, too . . . saving time and money 
; for you and your customers. Check their superior features 
today! Call your local R-P Filter Dealer or write for new 
Techni-Data Sheets. 


patron comfort demands the finest in cooling and air 
cleaning 


R-P Air Filters Clean Huge Air Volume a ea 


O 200,000,000 cubic feet of clean, fresh air are moved 
vi D cance Feet of Cheam, Cae Gis ase moves © Fiber Self-Seal Air Filters @ ALUMALOY Self-Seol Air Filters 
through the ROXY Theatre every 24 hours to keep patrons @ Cardboord Frame Replacement Filters @ ALUMALOY E Z 
comfortable. R-P Self-Seal Air Filters have long been used Giese Sis he CALUMALOY industetet Weshetio Piers 
. : lon — ff " * MA rease Filters @ “Snap-in” Grids for iter 
for this important task Used in huge filter banks in Gents © Sell-Seel Replacement Peds © Rell Filter Modis 
combination with R-P “Snap-In’’ Grids, these filters demon- @ Filter Bank Frames e@ Special R-P “Filter-Kote” 


RESEARCH PRODUCTS CORPORATION 
Dept. A. Madison 10, Wisconsin 


FILTERS....FOR FINER LIVING 
CHOSEN AS STANDARD EQUIPMENT BY LEADING MANUFACTURERS 


Copyright 1949 
Research Products Corp. 








